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It takes 3 to 8 weeks to ship abe 
from the Philippines to Auburn," § $i 
N. Y. Since age and weather * “” 
affect its quality, all Manila fibre 1 

is again regraded at't e pldat 
before it is spun into yarn. 
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A splice is more efficient than a 
knot or hitch. A good splice has 
85% to 95% the strength of 
the rope itself, while the average 
knot will have no more than 
50% to 60% of the rope's 
strength. 


Oldest man-made objects found 
in America are 300 pairs of 
woven rope sandals discovered 
in an Oregon cave. Scientists say 
they are approximately 9,000 
years old. 


Columbian’s grading and inspection plant at Cebu. 


| . _ ’ 2 ) , For ropes used constantly in salt 
| a = () lj [ () ( water, Columbian’s copperizing 
e f process is the best known anti- 
fouling treatment. Columbian 


from fibre to you | = SA woe, ty roan 


to rot and marine growths. 


tefully selected on the Abaca plantations —rigidly inspected 
delivered—pure Manila fibre is baled for shipment at one of 


bian’s four warehouses in the Philippines. 
COLUMBIAN ROPE COMPANY 
Columbian facilities at Davao, Cebu, Bicol and Tacloban 400-70 GENESEE STREET 


have bee lv rebuilt since the devastati . 
ave been completely rebuilt since the devastation of World AUBURN “The Cordage City”, N. Y. 
War IT. Modern, strategically located and staffed with experts 
in judging and buying fibre, this specialized organization 
guarantees you the finest Manila rope obtainable—Columbian. 
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Now...sell new Wooster 


Taper-lipped NYLONS 


To your cousumentnrade! 









100% PURE 
NYLON 


New Processing 
Fully Blended 


Fricod to Sell 





Here’s the fastest-selling line of nylon 
paintbrushes on the market today! 
Wooster Taper-Tipped Nylons 

specially processed to provide longer-’ 
tapered filaments for improved paint 
pickup and maximum bristle action 
from first stroke to last. They look bet- 
ter, last longer. Complete price range. 
No defense orders required. Sell this 
exceptional nylon line that will have 
you and your customers agreeing .. . 
Wooster has done marvels with nylon! 





WOOSTER BRUSHES 


TWO MERCHANDISERS 


to boost your brush sales Foss- SE THE WOOSTER BRUSH COMPANY - WOOSTER, OHIO + SINCE 1851 WoostE 
One for wall brushes, one for varnish penn Weoss ss 
brushes. Colorful, eye-catching, sales- ¢ 
making. Ask your Wooster distributor, IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRLUS H 
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KSET SALES AND SERVICE COMPANY 
AHEIM. CALIFORNIA 





new kwikset 460 


be Sea 


a 





inside: always free turning ; always locked 


Vestibule lockset has a 
free turning inside knob 
and an “always locked” 


outside knob. 


When Ope ning the 450 
with a ke y, the vestibule 
lockset will remain locked 


when the ke is withdrawn. 




























. .. And here are eight crisp little ads all made up, ready to do the 
asking for you. Which ads do you want? Fill out and mail us the 
coupon below (or a postcard request will do). We’ll send you printing 
mats promptly—without charge. 

Use these ads regularly—as part of your local newspaper adver- 
tising; as individual ads with store name and location added; in the 
circulars you send out. With the aid of Nicholson brand’s wide repu- 
tation for QUALITY and VALUE you can make your store ‘File 
Headquarters” in your locality. Buy through your wholesaler. 


is, MICHOLSON FILES 5 


USA. FOR EVERY PURPOSE 


: FILES 


| 
| 


Ty 


You need at least 
three types of files for 
normal household jobs: 


TAPER files for 
i sharpening saws and 
i for fine filing. 
} MILL files for sharpening 
| edged tools and for 
| smooth filing. 


FLAT files for general 

repairs and for 

fast filing. ghekey 
Pr 


@Ss.a.* 


OLS 
SSe% 


A FILE 
FOR EVERY PURPOSE 


the trademark everybody knows 
the files that everybody likes 





Made by the world’s fore- ¢WOLe, 
most file manufacturer ®@o-s. a.” 


1.9 


Sharp saws save work 


And sharp files make sharp saws. 
There’s nothing like a Nicholson Slim 
Taper or Extra Slim Taper File. Puts 
just the right point and bevel on saw 
teeth. Cuts fast and true. evOle 


MO 


Preferred by expert saw “ye 0 
2 t 
filers everywhere. 


U.S.A 





File sales come to him who ask 


a 

















Saw blades need “‘dental’”’ 
care, too. Keep saw teeth 
razor-sharp with Nichol- 
son Saw Files—the choice 


of expert saw 
filers every- 


where. 


Nill 
Taper 


Flat ~~ . 


Round 
H. Rad. 
Square 
Pillar 
Saw 
Rasps 


Ci ede) 


°. 
sa 


u.s. a” 


'~=Cé«éQRFWL#E 


@ Nicholson 


purpose 


LZ @ Fast-cutting 


@ Long-lasting 





files for every 


@ The brand most 
experts prefer 
MOLsg 
nt 
Pas: ae 


Pees eee ese ee sees ese eee ee eee eee ee ee 


Send me mats of Nicholson file ads numbered as follows: 

















Crosscut, Buck, Cant, Web, eke 
Band, Chain, Circular. sassy 
U.S. A. 





: NICHOLSON FILE COMPANY 
; 25 Acorn Street, Providence 1, R. I. 
| 
i 
| 
i 
ae FH Name of Store. 
TOP-QUALITY SAW FILES f 
@ Perk up lazy saw blades with fast-cutting, i Prop. or Mgr 
long-lasting Nicholson Saw Files. Shapes, | 
cuts and sizes for all types of saws—Hand, i P.O. Address. 
iL 
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product 


All these... 
and More, Too! 


e The AMERICAN CHAIN Line also 
includes many types of chain not 
shown here—PLUS specialties such 
as dog and kennel chains, cow ties, 
tie outs, and halter chains. 

Order from the AMERICAN CHAIN 
wholesaler who handles a complete 
chain line. You’ll find it more eco- 
nomical to buy high quality chain 
from one dependable source—and 
more satisfactory to your customers 
who recognize the familiar name— 
AMERICAN CHAIN. 


Sell AMERICAN! 


American 
AMERICAN CHAIN DIVISION Ch ' 
AMERICAN CHAIN & CABLE ain 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


HARDWARE AGE, MAY 135, 1952 








1952 





Just Among Ourselves 


Informal Editorial Comments 


The Next Six Months— 
A Vital Period 


I place economy among the first and 
most important virtues, and public debt 
as the greatest danger to be feared... 
lo preserve our independence we must 
not tet our rulers load us with perpetual 
debt... We must make our choice be- 
tween economy and liberty, or profusion 
and servitude. 

if we run into such debts, we 

be taxed on our meat and our drink, in 
our necessities and on our comforts, im 
our work and in our amusements . 
If we can prevent the government from 
wasting the people's labor, under the 
pretense of caring for them, they will 
be happy. 

No, that quotation is not from a recent speech 
of an anti-administration Republican. It was said 
by that great Democrat, Thomas Jefferson. And 
it is as pertinent and as truthful today as it was 
when Jefferson said it a century and a half ago. 

In just about six months from today, we shall 
have elected a new president of the United States. 
Over the next six months we will be selecting 
candidates and campaigning for their election. 
Truly, the next six months will be fateful ones 
for the nation and for those who believe that 
America’s strength and virility have derived from 
our system of free enterprise. 

Events of the past few months, especially the 
President’s astounding seizure of the steel indus- 
try, reveal vividly how completely the present 
administration has been taken over by Social 
thinking and state planners. 

Despite the many lessons of history; despite 
the living proof of the advantages of our Repub- 
lican form of government, there are signs on every 
side that the socialists intend to press harder 
than ever for more government planning, more 
government spending, and more government tax- 
ing. The next six months are important to them, 


too. 
All this is happening, mind you, while England, 


must 
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By W. A. Phair, editor 


the first great nation to embrace Socialism in 
recent years, is reversing its course after a sad 
experience and is planning to return some of its 
nationalized industries to private ownership. 

in discussing this vital subject, we are not in- 
terested in personalities or political parties. We 
are interested only in principles. We are most 
strongly convinced that if we are to return to 
sound government principles, business must play 
a more active role in the campaigns of the next 
six months. 

The making of a contribution to a_ political 
organization is a very empty gesture, indeed, to- 
ward participating in the battle. What is really 
needed is more direct participation by men and 
women in business. 

Small business, in particular, has much at stake 
in the coming election. In every nation, without 
exception, that has taken the road to Socialism, 
the smaller merchants have been the first to suffer. 

This has always been the case, and it will be 
the case in this country if we fail to root out the 
selfish, shortsighted bureaucrats, the social plan- 
ners, none of whom have ever faced the reality 
of performing a useful service for society or 
meeting a payroll, and would now force us into 
Socialism. 

The events of the next six months will have 
great influence on the future of America. You 
can help exert this influence in the proper direc- 
tion to assure that the nation returns to those 
concepts of government that have made this nation 
so strong and great. 


More Competition— 
Direct Mail at Home 


In the theatre trade they have the expression, 
“Everyone wants to get into the act.” 

Apparently the same idea applies to retailing 
these days. Everybody seems to want to get into 
retailing and “make a fortune.” 

The latest craze is the starting of a mail order 
business in your own home. Apparently some 
hobby magazines are painting rosy pictures of the 


7 














fortunes to be made by conducting a mail order 
business in your home (look at Sears, they say). 

Despite the obvious obstacles to making money 
that way, many people seem to be falling for the 
idea and manufacturers are being plagued by 
letters from these misguided folks seeking mer- 
chandise in single unit lots. 

We have one of these letters from a resident 
of Massachusetts. It comes to us in labored long- 
hand and asks: 

“Will you drop ship single units, we to supply 
labels and payment with the order. 

“Will you guarantee satisfaction of the product? 

“What is the maximum discount you will allow 
me? 

“Do you have any other products suitable for 
mail order distribution?” 

It is apparent from the wording of the letter 
that the writer knows little about the retail busi- 
ness and is copying a form letter. 

This whole deal is probably just a craze that 
will burn itself out, but in the meantime you can 
hasten its end by discussing it at your local 
Chamber of Commerce meetings, at Lion’s meet- 
ings, etc. 

Another good idea would be to have your local 
retail association issue a statement to your local 
newspapers warning the buying public of the 
dangers of buying from such sources. 


How to Pass Your 
Ideas Along 


I was visiting a small store recently when the 
owner expressed pleasure at the visit and told 
me he had found many helpful ideas in HARDWARE 
AGE that he had been able to profitably use in 
his store. 

He said he thought they had some ideas in 
their store that would also be interesting to other 
dealers and hoped that some day they would be 
able to discuss these ideas in HARDWARE AGE. 

“How,” he asked, “Do I go about passing these 
ideas along to HARDWARE AGE so that other dealers 
can get the same help that I did from your pages?” 

We’ve been asked that question several times 
and just in case you have asked yourself that same 
question, we would like to repeat here what we 
told our dealer friend. 

There is no trick; there is no angle 40 having 
your store ideas presented in HARDWARE AGE. 

We are continually on the lookout for merchan- 
dising ideas, store display plans, etc., that can be 
profitably used by our readers. The editors are 
constantly traveling about the country visiting 
stores. We also have a number of correspondents 
who are also always on the lookout for helpful 
articles. 

Obviously we are not able to visit every store 
in the country, much as we would genuinely like 
to. But you don’t have to wait for a visit from 
us to be able to pass your ideas along to other 
dealers. 

If you have tried a selling idea that has worked 





unusually well for you, or if you are doing some- 
thing a little different that is paying off, write 
us a note briefly describing what you are doing. 
Other subjects could be how you hold sales meet- 
ings and how they pay off; an especially successful 
advertising campaign; a window or interior dis- 
play that really stopped traffic, etc. 

If your idea would make an interesting article 
for other dealers, we’ll help you develop it into an 
article. We'll also arrange for whatever photos are 
necessary. Don’t worry about grammar or how 
you write. We’ll take care of that for you. 

Our files contain many letters from’ dealers tell- 
ing us how they have found very helpful ideas in 
HARDWARE AGE, ideas that have meant extra dol- 
lars in their pocket. 

The exchange of ideas helps all of us build a 
stronger hardware business, which in turn bene- 
fits everyone. Let us have your ideas, to pass 
along to help others. 

We are also very much interested in other 
activities of dealers. If you buy a new store, 
move or expand, write us about it. If you pro- 
mote somebody, or if someone dies, tell us about 
that, too. If it’s of general interest, we’ll be glad 
to publish it as news. 

Don’t hesitate to write us. After all, it’s your 
magazine; edited for the one purpose of being of 
service to you and other dealers like you. 


Is It Insurance Or 
Cut Rate Retailing? 


Still another effort to bypass the established 
retail outlet is the practice of selling merchandise 
at cut prices to encourage the purchase of auto- 
mobile insurance and other motoring services 
offered by a national association. Not content 
with selling insurance, this organization is now 
trying to imitate the discount houses. 

A dealer in New Jersey sends me a copy of a 
“Shopping Service Bulletin” issued by this motor- 
ing association to one of his clerks who recently 
placed his auto insurance with the group. 

This bulletin offers a wide selection of well 
known power and hand mowers at discounts rang- 
ing up to about 30 pct. The bulletin includes at 
least one Fair Trade item, and covers such mer- 
chandise as picnic jugs, picnic ice boxes, nation- 
ally known garden hose, hedge trimmers and most 
popular brands of outboard motors. A note at 
the bottom of the page reminds you that you can 
also obtain all sorts of appliances from the or- 
ganization. 

There’s no law against their selling this mer- 
chandise, but there is also no law that says you 
must buy your insurance from a competitor. 

Why not check your insurance agent to learn 
if his company sells merchandise as well as in- 
surance. Or perhaps the best solution is to add 
auto insurance to your regular lines. 
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<<7pfor the Springtime Handyman 


sell STREAMLATCHES 


, with “HOLD-O-MATIC FEATURE! 
Five Numbers with “Hold-O-Matic and Streamlined Design 


No. 263GY — Gray mottled tone finish, brass plated bolt and knob, 5 pin die-cast cylinder. 
No. 264GY — Same as No. 263GY, bur with 5 pin solid brass cylinder. 


No. 2631V — Ivory finish, chrome plated bolt, knob and stop button. 

No. 2641V — Same as No. 2631V, but with 5 pin solid brass cylinder. 

No. 265 — Russet pebblerone finish, brass plated bolt and solid brass 5 pin cylinder. 
Every handyman does a bit o’ fixin’ in the Springtime . . . very often 


installs a new latch at home, at camp, on tool and boat houses .. . 
wherever dependable protection is required. A sure-profit opportunity 
for the Ilco dealer who displays this popular priced line. 


*HOLD-O-MATIC feature holds bolt retracted when key is turned 
and permits opening door with use of only one hand. 


$5.45 NIGHT LATCH 


Attract store traffic with this colorful demonstrator! These 
three fast sellers cover all requirements for standard night 
latches . . . are competitively priced. 













Board mounts one of each: TOP: No. 210B Gold bronze wrinkle 
finish case, 5 disc tumbler cylinder. CENTER: No. 264GY Smooth, 
lustrous mottled gray finish case, 5 pin brass cylinder. Hold-o-matic 
feature. BOTTOM: No. 218C Gold bronze wrinkle finish case, 5 
pin tumbler cylinder. 


No charge for display board and mounting of latches. Ask 
| for No. 86MT — and take advantage of this $5.45 offer right 
NOW! (Ordering an additional supply of latches for stock 
is optional). 


(i INDEPENDENT LOCK CO. Fitchburg, Mass. 
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By Washington Bureau of 
HARDWARE AGE 


Controls Question is Hot Potato; 
May be Tossed to New Congress 


Does the President have constitutional power, im- 
plied or otherwise, to seize the steel industry and 
impose operating conditions? 

This question further delayed action on extension 
of the Defense Production Act which will determine 
the extent—and duration—of controls over produc- 
tion, distribution, prices, wages, and credit. 

The Reason: Congress sees the question as affect- 
ing not only manufacturing but all retail business 
as well. Should the Supreme Court uphold the steel 
seizure, there would be no legal block to governmental 
taking over of any other business, from the biggest 
retail house to the smallest corner hardware store, 
long enough to impose prices, wages, and other con- 
ditions it deemed desirable. 

The Senate Committee postponed new action until 
the second week in May, preparing to end hearings 
by Mid-May. On the House side, committee hearings 
began but slowly, pending final court decision. 

Meanwhile, Administration stalwarts continued a 
campaign for a package deal of a two-year extension 
(but would settle for one) of regulatory power over 
prices, wages, credit, and profits. They promise “to 
suspend controls as rapidly as possible” and _ stub- 
bornly oppose any mandatory decontrol provisions. 
The argument is that standby control powers, un- 
hampered, are necessary for fast action “if needed.” 


OUTLOOK—Many observers look for an 
eight-month extension of DPA, continuing the 
wee Capehart and Herlong provisions, thus pass- 
m ing the problem to an incoming Congress and 
\ President. Look for a fight to move stabiliza- 
tion power over to the Office of Defense 
Mobilization. A temporary no-seizure pro- 
vision hinges on the final court decision. 


Resellers May Get Temporary 
Relief on Mark-up Problem 


Delay in appearance of the Small Retailer Price 
Order continues, while the Government amends and 
alters certain regulations as a temporary aid to all 
types of sellers. 

One such adjustment is an amendment to supple- 
mentary Regulation 29, the interim retail and whole- 


10 


sale order drawn up to provide pricing relief for 
many resellers. This amendment, issued early in 
May, was designed to make it easier for merchants 
to pass on price increases by applying their same 
mark-up to the higher net cost. 

Federal price-setters also have worked up a pro- 
cedure to help those sellers who have run afoul of 
Anti-trust suits instituted by the Dept. of Justice. 
Some businessmen in this category, whose prices are 
adjudged so low that competition is virtually halted, 
are retailers; others are producers and jobbers. 

If the court decree calls for a raising of prices to 
bring competition back into play, the seller must show 
higher prices or suffer the effects of a violation of 
the law. The new procedure permits the seller to 
apply to the Office of Price Stabilization for ceiling 
prices that will conform to the legal judgment. 

OUTLOOK—Regulations such as the fore- 
goiny proved much easier to draft than the 
Small Retailer Order, appearance of which is 
; unlikely for a number of weeks, officials work- 
ing on the order continue to point out that it 

will call for fixed mark-ups. 


Solons Will Pare Budget 
Rather Than Hike Taxes 


It is becoming more and more apparent to Congress 
that some budget trimming must be done. The 
alternatives are: Continuing to run the Government 
at a deficit (estimated at $10 billion under the pro- 
posed budget estimates) or to impose new taxes. 

There is a belief that expected military spending 
will lag by $3.5 billion, so Congress will keep a firm 
stand toward cutting $4 billion from military funds 
and $2.5 billion from domestic programs to even up 
matters. 

Congress is generally opposed to any new income 
taxes. Announced revision of plans for expansion 
because of no funds after taxes has been a warning 
that “Let Big Business pay for it” tax policies have 
come to the point of diminishing returns. 

OUTLOOK—No indication of new taxes 
this year. But watch for a revival of a new 
drive for a “temporary” retail sales tax, ex- 
empting only food, and housing, and items 
now subject to Federal excises. 

(Continued on page 159) 
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1715 Liverpool St., Pittsburgh 33, Pa. 
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LATEST 


Rotary Tiller 


Here is the Choremaster Rotary 
Tiller, which will perform all power 
tilling jobs, including preparation 
of seed beds, furrowing, cultiva- 
tion, mulching and composting. 
The Power Tiller is sold complete- 
ly assembled and ready for use. It 
is powered by a 1% h.p. motor, 
and has right angle tines for cut- 
ting weeds and mulching. Blades 





till to a 9 in. depth and a width of 
from 12 to 20 in. Handle construc- 
tion gives operator maximum con- 
trol with easy effort. Choremaster 
Div., Lodge & Shipley Co., 800 
Evans St., Cincinnati, Ohio. 





Collapsible Work Horse 


Wirl-Away Work Horses, No. 
H-4, are designed to be used for 
any number of household necessi- 
ties, such as painting scaffold or 
saw horses. They can be used with 
a top as a buffet table, ping-pong 
table, hobby set-up, etc. They stand 
30 in. high and 29% in. across, fold- 
ing compactly into their own car- 


12 


ton for easy storage. They have 
hardwood legs for extra sturdiness 
and rubber tips to prevent slipping. 









\ al 


Finish is maple color. A set of two 
sells for $4.98. E-Z Do, 261 Fifth 
Ave., New York 16, N. Y. 





Stove Pad 


A new pattern in the Nu-Top line 
of stove pads is this Linen Weave, 
a reproduction of modern textured 
counter-top surfaces. Available in 





yellow, red and gray in all sizes. 


The pattern is permanently litho- 
graphed on steel and covered with 








INFORMATION ON NEW PRODUCTS AND SERVICES 


a heat-resisting coat of clear var- 
nish to insure a durable mar-re- 
sistant surface that is smooth and 
washable. Packed in either solid 
colors per carton, or an assortment 
of equal quantities of each color. 
Metaloid Co., 5815 Kinsman Rd., 
Cleveland, Ohio. 





Tile Fiooring Patterns 


Four new designs in colored 
ThemeTile have been added to the 
Kentile line of resilient tile floor- 
ing. Each of the new ThemeTile 
is made in standard 9x9 in. sizes, 








and the pattern goes all the way 
through the tile. Designs, shown 
here, include a Scottie pup with 
raised forepaws in black and gray, 
a sailboat with mainsail and jib in 
green and yellow, a maple leaf in 
red and yellow, and a tall-stemmed 
champagne glass with bubbles in 
red and yellow. Kentile, Inc., 58 
Second Ave., Brooklyn, N. Y. 





Plate and Bowl Scraper 


Here is the new No. 635 Scrape- 
Away plate and bowl] scraper, made 
of pliable polystyrene for getting 


HARDWARE AGE, MAY 15, 1952 








into c 
scerapir 
faces. | 
well ir 





greater 
handle 
food p 
yellow | 
is 10¢. 
Pratt F 


Porta 


Here 
electric 


— 







makes a 
ber at a 


HARDW 






2ar var- 
mar-re- 
oth and 
sy solid 
ortment 
h color. 
an Rd., 


colored 
1 to the 
e floor- 
emeTile 
1. sizes, 





ne way 
shown 
p with 
d gray, 
| jib in 
leaf in 
emmed 
bles in 
ne., 58 
z. 


er 


crape- 
, made 
retting 


, 1952 











in hardware merchandise... 


into corners of pans and evenly 
scraping bowls and curved sur- 
faces. Reinforced handle is molded 
well into the scraping blade for 





greater strength, and the tip of the 
handle is beveled to remove larger 
food particles. Available in red, 
yellow and green. Suggested retail 
is 10¢. Federal Tool Corp., 3600 W. 
Pratt Blvd., Chicago 465, IIl. 





Portable Electric Saw 


Here is a new, compact portable 
electric saw, the Maxaw 700, which 





makes all cuts in 2-in. dressed lum- 
ber at a 45 deg. bevel cut. A feature 


HARDWARE AGE, MAY 15, 1952 


FOR THE HARDWARE DEALER 


of the saw is Magic Pivot, a prin- 
ciple of putting the pivot point of 
the saw shaft closer to the saw 
shoe and the work. “Stub-radius” 
blades, which put more power at 
the cutting edge and retain their 
cutting capacity after repeated 
sharpenings, have been used. Re- 
tail price is $69.50. Cummins In- 
dustrials, Div. of Cummins-Chicago 
Corp., 4740 N. Ravenswood Ave., 
Chicago 40, IIl. 





Combination Tool Set 


Here is a new combination tool 
set, consisting of six Acrabore 





Auger Bits in 4, %, %, %, % and 
1 in. sizes, and three Witherby 
Woodchuck Chisels in %, 34 and 1 
in, sizes, all in an attractive cherry 
wood case. The auger bits are pol- 
ished and precision machined to 
close tolerances, and the chisels fea- 
ture a blade of special analysis cru- 
cible steel, which takes and holds an 
extremely keen edge. Each tool has 
its own recess in the case that pro- 
(Continued on page 126) 










TO HELP YOU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
SALES HES PS 


Electric Blanket Box 


Serving as a perfect setting for a 
Universal electric blanket is this 












new blanket gift box that can be 
used as a self-selling display when 
set up in a window or on a counter. 
It is decorated with a golden orchid 
imprint. The hinged cover opens to 
show a lithographed cover sheet 
describing the electric blanket and 
its features, while an acetate insert 
keeps the blanket clean. Landers, 
Frary & Clark, New Britain, Conn. 





Cabinet Hardware Display 


Authentic Colonial “Heart” pat- 
tern in antique copper, Swedish 
iron and Colonial black finishes are 
displayed on this new Amerock No. 
1630 demonstrator of Colonial cab- 
inet hardware. One-half of the dem- 
onstrator is in natural birch finish 

(Continued on page 142) 
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Reluctant Consumers 
Have the Reserves 
For a Strong Trade 


The prevailing buyers’ market 
in consumers’ goods, especially in 
household appliances, is confound- 
ing merchandisers at all levels of 
trade. 

In a situation which is unprec- 
edented in business history, con- 
sumers are earning more, and sav- 
ing more, but spending less, and 
seemingly are buying only for cur- 
rent needs. 

Major purchases, especially on 
appliances and automobiles, and 
similar “luxuries” are being de- 
ferred, thereby causing quite an 
upset in the usual pattern of dis- 
tribution. 

This situation, while causing dis- 
tress in some quarters is beneficial 
for the general economy in that it 
is preventing an upsurge in prices. 

This condition also augurs well 
for consumer business for the bal- 
ance of the year, since buyers are 
simply holding back on purchases 
which they will make eventually 
if only as a matter of necessity. 

Appliance manufacturers, dis- 
tributors and sellers alike have 
been caught in the squeeze, and 
despite sharply curtailed output, 
channels are still filled with more 
hard goods than the market will 
absorb. 

Practically all leading manufac- 
turers have frankly admitted the 
facts in recent weeks and in pub- 
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® March Dealer Sales Lower 


®& Wholesalers Had Slower Month 


® April Picture Brighter 


lic statements have told how they 
are continuing to cut production— 
and also, how they are increasing 
their promotional activities. 





Hardware Sales 
Lower in Ist Quarter 


Retail hardware sales, on an 
adjusted basis, as estimated by 
the Dept. of Commerce, were 
$251 million dollars, $8 million 
lower than in February and $5 
million lower than the same 
month of 1951. 

Unadjusted for the greater 
number of shopping days in 
March and other factors, March 
sales were $218 million, $2 mil- 
lion less than in February. 


Estimated sales for the past 
five years follow: 


SEASONALLY ADJUSTED 
{add 000,000) 
1952 1951 1950 1949 1948 
Jan. $249 $277 $195 $204 $206 
Feb. 259 270 197 200 # 204 
March 251 256 195 193 206 


3 Mos. 759 803 587 597 616 


April ; 238 198 i Me 
May ad 239 207 #200 # 205 
June = 233 220 196 210 
July bik 225 = 241 195 210 
Aug. 5% 231 247 187 214 
Sept. ; 239 3=235 193 211 
Oct. eas 239 += 230 194 210 
Nov. . 240 224 190 203 
Dec. , 237 = 245 193 204 


2,924 2,634 2,342 2,494 











Chain, Mail Order 
Sales About Even 


Chain store and mail-order sales 
for March are estimated about 
5 pct below the previous year but 
approximately equivalent to the 
year-ago level when allowance is 
made for the one less trading day 
and the effect of the later Easter 
this year, the Dept. of Commerce 
announced. 

After adjustment for seasonal 
factors, total sales of these store 
categories were down about 3 pct 
from February to March. 


Wholesale Hardware 
Sales Showed Decline 


Wholesale hardware saies, sea- 
sonally adjusted, dropped from 
$175 million in January, and $180 
million in February, to $153 mil- 
lion in March, the Dept. of Com- 
merce has estimated. 

The estimated unadjusted totals 
were $158 million in February and 
$163 million in March. 

For all lines of trade, March 
wholesale business, after adjust- 
ment for seasonal variations, was 
almost 8 pct below the previous 
month but part of the decline re- 
sulted from the leap-year day in 
February this year. 

Wholesalers’ sales of durable 
goods at $2,536 million and non- 
durable goods at $5,513 million, 
were down 7 and 8 pct respectively, 

(Continued on page 192) 
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Watch this one 
... for turnover! 










You'll profit from sales turnover when you 
feature a complete department of RB&W fas- 
teners in your store. 


They seem like small items, but actually 
they’re big business . . . great hardware staples 
that people need day in and day out. They’re 
top sellers (as hardware sales figures prove) that 
build traffic for everything you sell. 


And you can stock this profitable product in 
quantity without worrying about style changes 
or damage. Thus, you keep time-consuming re- 
ordering to a minimum. 


You keep handling to a minimum, too . 
thanks to RB&W’s unique “upside-down” pack- 
age that prevents spilling. This attractive red 
and green package stands out on your shelves 
. .. Clearly labelled to show in a jiffy the type 
and size you want. 

It will pay you to move fast and order the 
complete RB&W quality line of fast-moving 
fasteners. 


107 Years Making Strong 
the Things That Make America Strong 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales 
offices at: Philadelphia, Detroit, Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 
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about these fast-selling 


HODELL CHAIN 


ASSORTMENTS 


Make it easy for your customers to remember that | 
they need chain... and ring up extra dollars on 
your cash register. The sales-building value of these 
2) Hodell Chain merchandisers has been proved in 
thousands of hardware stores. Available through 

leading hardware distributors, together with the 
complete line of Hodell Welded and Weldless Chain 

—for home, farm, marine and industrial use. Hodell 

is the name for dependable chain! 


HODELL The Chain that 
Serves the Best/ 
Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 





Hodell Dog Chain assortment includes 12 chai 
complete with snaps and holders, on attractive 
two-color metal display hanger. 















“National” Products 
Fasteners © Hodell Chains 
Chester Hoists 
OUSEHOLD 


j 
t 





i on 


Other profit-producing Hodell 





Hardware Specialties include: 


Hodell “‘Chainvenders” are available with any a complete line of Animal 
of six different fast-selling assortments. For a Chai I a eer 
complete, compact chain department, display 1ain assembiM1es; ode 
the Chainvender with Hodell Little Drums con- Porch Swing chains, a com- 
taining the four most popular sizes of Proof Coil hate os tl * d of 
Chain in either 100 Ib. or 100 ft. quantities. plete set to the carton; and o 

course the complete line of 





Hodell Household Chain counter display 
contains four of the most popular sizes 


Hodell welded and weldless of small chain for household use. 50 feet 
ee . : ‘ , of each per reel: No. 16 Single Jack, No. 
chains in standard hardware 2/0 Safety, No. 18 Register, No. 7 Bulldog. 


packaging. 





7; i 
ational 
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iia FASTENERS “SY f HODELL CHAINS CHESTER HOISTS 
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You’re safe when you say Atkins saws cut 


faster, cut straighter, cut easier and longer. 
You’re sure because they’re Silver Steel. 
Atkins Silver Steel engineering gives you 
the edge in handsaws, hacksaw blades, band- 
saws, pruning saws—in all hardware cutting 
tools, including files. Silver Steel designs have 


consistently set new records in speed and per- 


© 


CALL YOUR ATKINS WHOLESALER! 


Re-stock with the complete line of Silver 
Steel cutting tools. Your Atkins wholesaler 
can give you fast, thorough, dependable 
service. And he's as near as your telephone! 
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SAY IT’S 





formance. Silver Steel research has established 
new standards in strength and durability. Silver 
Steel craftsmanship means satisfaction for your 
customer, an extra profit in customer good will. 

Today Atkins gives you the complete line, 
the quality line, the world-respected Silver Steel 


line. To cinch a saw sale, with’any customer, 


soo 
; Ma 


Oo 
ATKINS ALWAYS 4 


just say “It’s Silver Steel!” 


h g 
y AHEAD _ 
Nags a 
E.C. ATKINS AND COMPANY + INDIANAPOLIS 9, INDIANA 
17 
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/ 
When striking an 1 
object low, .you 
still have point- 
to-point contact 
... due to the 
6-inch radius on 
the face of the 
sledge. 





A perfect blow. 
Unfortunately you 
can't do this 
every time, but 
due to the &inch- 
radius, you don't 
— to. 


Striking an object .-*" ~~ 
high. @ again,” 
have point- , 


! 

é-inch radius‘ 
round on the 
face of the 

edge. 













aon 


> 











Shipped with or without han- 
dies, four to a carton, for 
easy handling and efficient 
storage. Fully profected from 
scuffing and scratching. 
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have shiny faces . . . they will be interested to know there 
is a sound engineering idea involved. 

Warren-Teed sledges feature a shiny face because 
they are machine turned, then polished and protected with 
a clear, tough lacquer. This operation gives the face of 
the sledge a 6-inch radius . . . and results in a more 
accurate striking tool. 

In addition to their accuracy, Warren-Teed tools, forged 
from special open-hearth steel, are made to stand up under 
the most rugged usage. You can’t abuse them ... they’re 
too tough! All this and beauty too... they are painted 
Dutch Blue to catch the eye of the quality buyer. 

Order Warren-Teed sledges today, explain their shiny 
faces to your customers and make a sale. Write, if you 


require more information. 


WARREW TEED 


WARREN TOOL CORPORATION 


General Offices . Warren, Ohio 
Export Division 30 Church St., New York 7, N. Y. 
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4——— DISPLAY CARTON 


RETAIL AT 


Ul) ¥¢——— asout 50 


Display packed for fast turnover Traffic helps you sell full glove line 





ORDER FROM YOUR No. 611 Red No. 613 Blue No. 612 Green 
No. 614 Assorted No. 610 Chamois (solid color) 
BOSS GLOVE DISTRIBUTOR 


Packed 1 dozen pairs to display carton 


GLOVES than any other brand 


More people buy 





® 


THE BOSS MANUFACTURING COMPANY, KEWANEE, ILLINOIS, U.S 





A. 








There's a perfect BOSS Glove for every job! 


Shown on this page are only a few BOSS Glove “‘headliners.’’ Many other 





styles available. Remember, the BOSS line is a complete line... You can 


always get ‘‘the right glove for the job.”’ 


Order your spring glove needs today from your BOSS Glove Distributor 


or write for catalog. The Boss Manufacturing Company, Kewanee, Illinois. 


WHITE CANTON FLANNEL «+ DOUBLE PALM GLOVES + HOT MILL GLOVES 


SE 
& MITTENS * CHORE GLOVES & MITTENS * TWO-THUMB GLOVES & MITTENS « tare 
LEATHER PALM GLOVES « ALL-LEATHER GLOVES + MEN’S, WOMEN’S, ay 


CHILDREN’S, JUMBO 














WALLOPER 643 FLXO 666 BIG APE 3874 


WINNER 407 LITTLE JOE SAFETEE - He 5 ALL-LEATHER 647 
ea a 7 








More people buy G3) GLOVES than any other brand 


HARDY 
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REPUBLIC UPSON 
NUTS AND BOLTS 


Assembly of parts is easier and faster when bolts 

fit holes easily and accurately. Production lines move 
right along when every bolt fits the same, 

when every nut goes on smoothly and tightens 

up with uniform torque. 


Over 20,000 shapes, kinds, and sizes of Republic Upson 
Nuts and Bolts let you give your product 
and your assembly line these cost-saving advantages. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13, OHIO « GADSDEN, ALABAMA 
Export Dept.: Chrysler Building, New York 17, N. Y. 
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It's 
GREAT 
To own 
an electric 


drill | 





A JACOBS CHUCK has been the 
sign of a quality power tool for fifty 
e 


iFIT'S A 


COBS CHUCK 


iT HOLDS 
















...and great for you 
when it has a 


Jacobs Chuck 


That’s right! A Jacobs Chuck on an electric 
drill . . . or other home shop power tools... is a 
real selling feature with your customers. 


Home shop hobbyists know the fine points about 
the tools they use. They’re true fans. And they 
know that Jacobs Chucks on power tools are a 
sure guarantee of good performance. Advertise- 
ments like the one shown here keep them re- 
minded of the importance of these famous chucks. 
These ads reach millions of readers of The 
SATURDAY EVENING POST continually, through- 
out the year. 


Remember these ads—remember Jacobs Chucks 
— when you buy power tools. Your customers 
will find Jacobs Chucks a guarantee of quality. 
The Jacobs Manufacturing Company, West 
Hartford 10, Connecticut. 


IF IT’S A 


JACOBS 


IT HOLDS... Business for You 








JACOBS PLAIN BEARING CHUCK... the most Sey 
widely used drill chuck in the world. One of the 
many famous Jacobs Chucks that customers recog- é 
nize as a sign of top quality in power tools. 
SKIL Hom 
CALL 
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Boost SA/L Tool Sales with Skil Projects ! 











Here’s a sure-fire way to build store traffic and in- 
crease power tool sales. Just complete the SKIL 
Chart project most practical for you and build 
window displays around it—offering SKIL Charts, 
featuring SKIL Home Shop Tools. You'll enjoy 


“This follow-through,” he continues, “‘is just 
good business. SKIL ‘How To Do It’ advertising 
pre-sells the customer at home. Our window dis- 
plays with the actual lawn furniture and the offer 
of SKIL Charts pulls him into our store. With this 





kind of tie in,” Mr. Broughton concludes, ‘“‘we 
get the most out of the great Home Shop advertis- 
ing campaign.” 


immediate results, a measurable increase in sales. 


“Our promotion of ‘How To Do It’ adver- 
* Ge  tising pays off,”” says Vondrak Hardware 


Ss owner George Broughton. ‘We are con- 
aye stantly talking up this campaign over the 
counter, promoting it with huge window 

displays of SKIL projects we've actually built from 


SKIL Charts. The result? Increased store traffic 
and a big jump in SKIL Home Shop Tool sales. 





SKIL Home Shop Tools are made only by SKILSAW, Inc., 5033 Elston Avenue, Chicago 30, Illinois 
Skilsaw Factory Branches in 34 principal cities. In Canada: Skiltools, Ltd., 3601 Dundas Street West, Toronto, Ontario 





SKIL Home Shop Oscillating Sanders 


INFORMATION 


SKIL Home Shop Saws SKIL Home Shop Belt Sanders 


CALL YOUR SKIL WHOLESALER 
HARDWARE AGE, MAY 15, 1952 23 


SKIL Home Shop Drills 


SKIL Home Shop Sander Polishers 


FOR COMPLETE 








TO MAKE YOUR BUYING EASIER 


ill SCREW EYES — large, me- = 
dium and small eyes, in 
steel or brass. 


SCREW HOOKS — square 
bend, curtain rod hooks, 
steel or brass. 















GATE HOOKS AND EYES— 
full size range. 









PORCH yam | HOOKS — 
CUP HOOKS —bross with log threa 
firm base. 


CLOTHES LINE HOOKS — 


SCREW HOOKS—+tound end plate and screw type. 


ceili , in steel 
ing type, in steel or 









HAMMOCK HOOK: late 
and screw type. sits 


EIGHT HOOKS— 
in steel or brass. 


Turnbuckles Line 
Saves Money and Time! 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, IND Factory: GRAND BEACH, MICH. 
‘One Good Turn(Buckle) Deserves Another” 
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WOW ! His conn LINE Is 











More and more hardware 
stores are making more 
money with CORBIN ... 
because CORBIN offers: 


ALL 4 MAJOR TYPES OF LOC 
ae , 





PLUS 


The biggest 
national 

advertising campa 
in CORBIN history 


Jot down “Corbin Hardware” 
in your want book now! 
Be sure of faster turnover with CORBIN 





Apslalieyeasies eviction The World’s Most Widely Used 
The American Hardware Corporation ° ’ 
New Britain, Connecticut, U.S.A. Builders Hardware 
HARDWARE AGE, MAY 15, 1952 25 
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<=SiTMONDS 


the TOP LINE of Cutting Tools. | 


FILES, SHEA: 
means lower 


... Offering TOP VOLUME and ad gscuer 
TOP PROFIT for DISTRIBUTORS! 


ence. 





SIMOND 


Metal Cutt 


From logger to sawmill to 
remanufacturer, SIMONDS 
high quality SAWS, KNIVES 
and FILES speed production, 
cut Costs, increase profits... . ; q J gre 
insure repeat orders. mat “* ; ' ;. 4 | era ee 


ad 


Solid Tooth Circular Saws Wide Band and Band Resaws Carbide Tipped Saws 


SIMOND 
cutting edge: 
of Pulp and P. 
ie Arts and | 
Plants .. . red 
continued loy 


Saw Sharpening Files Thick and Thin Planer Knives Inserted Tooth Saws — Bits Narrow Band Saws 
and Shanks 


Cross-cut Saws, Handles and Tools Beveled Edge Shaper Steel Pulpwood Saws, Framesand Tools Veneer, Chipper, Hog, Paper Slotting Se; 
and other Knives 








The plus-performance of SI- 
MONDS metal-cutting CIRCU- 
LAR, BAND and HACK SAWS, 
FILES, SHEARS and DIE STEEL 
means lower production costs 
and greater consumer prefer- 
ence. 


Hand and Power Hack Saw Blades Solid, Inserted Tooth and Machinists Files 
Segmental Saws 





SIMONDS msn 


'% 


Metal Cutting Band Saws 


ia 


Non-ferrous and Plastic Cutting Oil and Air Hardening Die Steel 








Squaring Shears 





SIMONDS longer lasting 
cutting edges step up output 
of Pulp and Paper Mills, Graph- 
ie Arts and Paper Converting 
Plants... reduce costs and win 
continued loyalty. 


Slitters and Circular Cutters Paper Trimmer Knives 








SIMONDS 


SAW AND STEEL CO. | 


Factory Branches in Boston, Chicago, San Francisco 
and Portland, Ore. Canadian Factory in Montreal, Que. 


Slotting Segments and Tips Graphic Arts Saws 














We; Celliag them bg ata, 
“SEE YOUR HARDWARE DEALER” 


by BUSTER. 




































TOOL in the 
PROPER SIZE for every job 


CRESCENT not only makes a wide variety of daily-used 
Hand Tools... but makes them in a complete range of sizes, 
Good tools, like GRESCENT and CRESTOLOY, are designed 
to handle work loads within their generously-rated capacities, 
If Buster would read “How to Use Hand Tools,” he would get 
a lot more mileage out of that fine Crescent Cabinet Screw. 
driver... and require less attention from the First Aid Depart. 


FR FF B 0 0 , ment. CRESCENT and CRESTOLOY TOOLS are sold by 


Hardware Dealers and Industrial Distributors everywhere. 










Has all the answers. It tells 
what tools to use and how to 
use them. Fully illustrated. 
A postcard will bring it to 
you. Send today, 






CRESCENT TOOLS 
Cive Wings Co Word 








¥ leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY. JAMESTOWN, NEW von 
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cash in on this new 
profitable short line 
-” eeecomplete with board 


Small Investment kee 
Minimum Space MF 


Requiring minimum dollar invest- : @> 
ment and minimum counter space, SS 
this beautiful, burgundy-colored 
board will prove a consistent 
source of profit for you. Cabinet 
hardware in assortment is Steel 
and Die Cast with Bright Chrome 
finish. These are selected items, 
the very choicest in the extensive 
National Lock line. They are not 
affected by present government 
regulations. Immediate delivery. 





Order from your supplier 
Open Stock, if desired 


Bee 





Get Ready For Spring by Ordering These “In-Demand” Items Now 


“| 


Ags 


NATIONAL TUTCH LATCH 


ee © 
UE by a a BUILDERS BUTTS 
0 — 
“Some ‘ 
Ps i” 
~~ N65-220 SASH LIFT 


N65-161 SCREEN HANGER 


N65-4201 SASH LOCK 
N65-160 SASH ADJUSTER 


4 | 
- 4 . 


ncaa 
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WATER DISTRIBUTION SYSTEMS 


=-AiihgFOR 
Sas Age Le) 
; i a Here’s the pipe that's revolutionizing water 
fee - \ = transmission. No wonder, because Yardley 
/ wa Plastic Pipe: 


. +. won't rot, rust, corrode. 
... weighs g as much as metal. 
... cuts installation costs up to 60%. 


Engineered for every cold water use. . 
drinking water or corrosive liquids; suction or 
discharge; wells, distribution lines or disposal 
systems. Resistant to damage from animal 
wastes, acid and alkaline soil. Smoother walls 
decrease build-up of bacteria-bearing film. 


Yardley Plastic Pipe is made of both rigid 
and flexible materials in a full range of pipe 
and tubing sizes 2” through 6”. Complete 
line of standard fittings and adapters. 


For easier storage, handling and installation 
. . » for lower cost and longer life . . . investi- 
gate Yardley Plastic Pipe. 





a type for every purpose: 


rN M. for use with double-pipe jet 
& a >> pumps and general distribution 


systems. 


G; for natural or manufactured gas 
(P >> sg 
and water service lines. 


if 
M, b> for lateral runs, septic and field 
6 drainage. 


SEND FOR LITERATURE 











PLASTICS CO. 


Dept. A, 142 PARSONS AVE., COLUMBUS 15, OHIO 
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FIRE HARDENED HANDLES 


last Longer -Feel Better -Sell Faster 


IRE Hardened Handles on True Temper 
Tools last longer because a high temper- 





ature flame seals the grain and hardens it— 
water cannot enter the seared surface—snow 
and ice will not stick to it—termites and other 
wood-destroying insects will not touch it. 


Fire hardening produces the best-to-use 
finish because it equals the hand-rubbed 
“spit” finish produced by the friction of cal- 
loused hands. The beautiful brown color of 
True Temper Fire Hardened Handles is more 
than skin deep because it’s burned in and 
polished—no paint or stains are used. 


There is no other type of finish on tool 
handles that even remotely approaches the 
practical value, utility and beauty of True 
Temper’s Fire Hardened Finish. True Temper 
Corporation, Cleveland 15, Ohio. 


FIRE HARDENED HANDLES SUPPLIED ON HAMMERS - AXES - SHOVELS - STEEL GOODS 
HATCHETS +» SHEARS - HEAVY GOODS 
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Only THIS one of the 3 biggest man-woman magazines screens 
millions of prime hardware prospects for the BUY on their minds! 


—- retailers—the boys.on 
the firing line—are in position 
to know what motivates their cus- 
tomers. These dealers elect Better 
Homes & Gardens as their most pow- 
erful selling aid among all magazines! 
Not surprising, for with 34-million 
family circulation, BH&G is top 
magazine catering to precisely the 
kind of people you'd pick as ideal 
prospects: 

Families now building new homes 
(7 out of 10 of them read BH&G) 
—families repairing or remodeling 
homes at the rate of 134-million jobs 
a year — families whose homes, 


32 


grounds and gardens are their pride 
and joy—families with continuing 
need for everything a hardware 
store sells! 


Moreover, BH&G families are edi- 
torially screened for their BUY- 
mindedness—for their abounding 
interest in what’s new or better— 
and their financial ability to make 
it their own! 


AND—these hand-picked prospects 
consider BH&G their family 
“expert” on all home and grounds 
improvements! That’s the big button- 
up that makes campaigns in BH&G 
such tremendous selling aids! 







\ 


So 


SX 
eee 


at 


of 32 -Million Better Families 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa 
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Merchandising Lips: 4 





“Be able to show your customers the features 
that make Cyclone a better lawn fence”’ 


@ You don’t have to be an expert on fence to con- 
vince customers that Cyclone “Red Tag” Lawn Fence 
offers them more for their money. Just keep these 
Cyclone features in mind when you're talking with a 
prospective buyer. 


CYCLONE WOVEN LAWN FENCE is distin- 
guished by its firm, uniform weave. Picket wires 
have a deep crimp that locks the cables securely 
in place. And horizontal cable wires have a triple 
twist between pickets with this twist reversed on 
every picket. It’s a strong, durable fence that 
keeps its good looks. 


CYCLONE WELDED LAWN FENCE has every 
wire held in place with a strong weld at every 
joint. Wires are straight with spacing that is abso- 
lutely uniform. A deep crimp in the horizontal 
cable wires gives this fence extra stability. 


Be sure you carry the complete line of Cyclone 
Lawn Fence to give your customers the style and 
height of fence they want. And keep a full stock of 
Cyclone Gates on hand, too. Every fence sale should 
bring an order for one or more matching Cyclone 
Gates. 

When you point out these Cyclone features, be 
sure to call attention to the Cyclone “Red Tag” 
label. Customers know the Cyclone name; they rec- 
ognize the label as positive assurance of quality. 

Cyclone Lawn Fence is a year-around item, but 
you're in the peak season now. Be certain your stocks 
are ample to meet the demand. 


CYCLONE FENCE, AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 
WAUKEGAN, ILLINOIS ° SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U- e 
NSECT WIRE SCREENING 


“Red Jaq ; 
HARDWARE PRODUCTS 


HARD 1S 
WARE CLOTH CATCH-ALL BASKE 
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is pump profit month 


when you sell GOULDS water systems 


A brand new “ packaged “’ 
deep well jet system 


Here’s the inexpensive answer to a first 
quality complete deep well jet system 
for the many installations requiring a 
unit just beyond shallow limits! The new 
Goulds Figure 3681 is especially de- 
signed for pumping levels not more than 
50 ft. below the pump unit. Packaged 
complete with tank and all accessories. 
Only 33” long, 14” wide and 29” high— 
easily installed anywhere. Requires no 
maintenance — install it and forget it! 
Here's a deep well system your custom- 
ers will really go for!! 

Call your Goulds distributor . . . see this 
new Goulds Fig. 3681 unit— and you'll 
see a real profit opportunity no other 
pump — or line — can give you. 


GOULDS PUMPS INC., Seneca Falls, N.Y. 








eadily accessible suction and pressure LOOK AT THESE FEA TORES eoeee 


pipes attach directly to pump 


r 
COMPLETE SYSTEM ... pump and !4 H.P. motor unit mounted on 17 gal. galvanized 
tank. All accessories furnished—completely packaged! 

SELF PRIMING ... once primed, unit is always primed 

CLOSE-COUPLED CONSTRUCTION ... assures permanent alignment of rotating 
parts. 


CORROSION RESISTANT ... all cast iron parts in contact with water protected with 
baked-on finish. 


ONLY ONE MOVING PART... means trouble-free, quiet operation, less wear. 
NOZZLE PROTECTION ... screen in jet body prevents plugged nozzles. 
AUTOMATIC PRESSURE CONTROL VALVE... guarantees maximum capacity at 


all times. 
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| Jacobsen provides the most complete line in the 





Sut. add one 
to nine for 
pay-off in 
greater 
sales 














Jacobsen provides its dealers 
with these potent sales tools: 


Dominant national advertising 
a Attractive counter displays 
@ Newspaper ad mats 
e Radio announcements 
Complete sales literature 


3 Point-of-sale identification 





in the business 


/ The biggest and best line 


at 


DEMONSTRATION 
ASSISTANCE 











Jacobsen 

Lawn Queen 

21-inch cutting width 
1% hp. Jacobsen engine 


MANUFACTURING COMPANY 
RACINE, WISCONSIN 





industry both for home and commercial use — 

7 reel-type models with cutting widths from 

18 to 30 inches; 7 rotary disc models with cutting 
widths from 18 to 62 inches. 
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Jacobsen dealers cash in on greatly 
increased profits by adding one 
sales tool — A BIG ONE — the one 
that helps the other nine do a better 
selling job—DEMONSTRATIONS. 
Yes, demonstrations make the 
difference between an average 
power mower turnover in a selling 
season and an outstandingly suc- 
cessful one. Alert Jacobsen dealers 
have proved it time and again. 
Their sales records show that there 
just isn’t any substitute for show- 
ing a customer on his lawn the 
wonderfully easy cutting job a 
Jacobsen reel-type or Worthington 
Rotary Disc gives him. 
Jacobsen’s program is a 
complete program — a proven 
money-making pfo- 
gram. If you are 
interested in cashing 
in on bigger power 
mower profits — write 
us for details on our 
demonstration 
assistance 
program. 





















Worthington 
18 Rotary 
Disc Mower 
18-inch 

cutting width 
1% hp 
Jacobsen engine 
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\ wick $ a Trenton, Jan’'38— The New Jersey American 
yer les = iH swung 1 ia forees today behind the wnere fegeral hanes == 
mortgages. 
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WET CELLARS START NATION WIDE 
eee INVESTIGATION OF G. |. HOMES... 


Water held the highspot through- 


























- PROTECTS out the hearings. Seepage in cel- 
"MASONRY lars and through foundation walls; 

| AGAINST 

WATER WET CELLARS START YOU SELLING 

| SEEPAGE MORE KAY-TITE 

| for These headlines are samples of the type of headlines 

j that can mean more Kay-Tite sales for you because: 

| (BRICK) WET CELLARS ARE BUILDERS' AND 

4a HOME OWNERS’ PUBLIC ENEMY NUMBER ONE! 
(STU cco) KAY-TITE, when applied properly, is approved by 





the Veterans Administration and the Federal Housing 


(CINDER BLOCK) Administration in the North Jersey Area. Kay-Tite is 


used by leading building contractors in Northern New 











Jersey to solve their water seepage problems. One 








| (ROUGH MASONRY) U. S. military department tested Kay-Tite against 
| seven competitors—and then wrote Kay-Tite into their 
| (_UNGLAZED TILE ) specifications! 





We know Kay-Tife is the best— 


























| WHITE but we let users prove it! 
| and AT YOUR JOBBERS or WRITE FOR PRICES 
| CREAM GREEN 
| Ff BLUE 
eS OF pale COMPANY 
sans wus SPrncx nc fg WEST ORANGE NEW JERSEY 
COLORS fe uaz iwisius 
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Trade Mart— Reg. Applied for 


Ne ince! KEY TOQ6 SALES 


The new LINZER BRUSHOMAT is your key to 96 sales— Exciting colors command attention! The crystal-clear, 






W LINZER BRUSHOMAT 


over and over again! This unique silent salesman, moisture proof brush jacket — is your clincher! Sales 
eye-catching display gives you constant spot inventory. stimulating and buyer compelling, the new LINZER 
Automatically replaces every brush sold. Remove one BRUSHOMAT guarantees 96 effortless sales; makes 








and the next brush pops right into every brush handy for personal in- 
“f il place. You simply refill from behind— spection, and every brush handled 
tit can be used as counter or wall display. is a sale without selling. 

»rruwts 
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David Linzer & Sons, Inc. 
10-20 Astor Place Dept. IC 
New York 3, N.Y. 





With your BRUSHOMAT 8 dozen assorted 
guaranteed 100% pure Black Bristle 
Brushes—attractively packaged in smart 
full vision jacket. 


s101E 


Occupies 1 sq. ft. of space and is constructed 


[1] If it’s as good as you say ship___BRUSHOMAT(S) 
(J It looks terrific ... give us more information 
(] Send your salesman to close offer 











of heavy duty steel wire and Tekwood. Firm Name 
Direct Manufacturer to Dealer Policy Address a 
DAVID LINZER & SONS, INC. City —_ =" 


10-20 Astor Place °* New York 3, N.Y. 
Quality Brushes Since 1892 
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ITS EASIEST T0 SELL 


THE LEADERS 


SUPER KEM-TONE 


On the market less than two years, 
Super Kem-Tone sales have been phe- 
nomenal. This washable, easy-to-apply KEM-GLO 
wall paint, with its marvelous range of 
colors, is the biggest selling, most popu- 
lar paint in the nation. 














No one would have believed a 
top-quality, high-priced enamel 
could sell millions of cans a 
year. However, KEM-GLO 
proved it. 









1 ; : ~ = ae - 
a ut Miracle Lustre | panel tor 
ns, Bathrooms and Finest \Woour 





Super Washable : Super | ihe ible 
—————— 





Here’s Why These 
Are the Leaders 





1, High quality of the products. 

, ' , - Thay [HE OIL PAINT 
2. Dominant, consistent National Advertising that pre- me MIXES WITH W: 
sells millions of customers every year. > 





3. Point-of-sale displays . . . colorful, attractive window 


and store displays that make people come in tb buy. KEM-TONE 
4, Color features and other sales helps that make selling There is a big market for Kem-Tone’s beautiful 
easy for the dealer. flat matte finish. Its economy, ease of use and 


5, Word of mouth advertising by satisfied users. Gamees came inewe eontinges Gomand. 


Full-color page advertisements will run in 


t lete facts f i ies. 
Get complete facts from any one of these 7 paint companies ities teil diamines 


Acme Quality Paints, Inc., Detroit John Lucas & Co., Inc., Philadelphia 


W. W. Lawrence & Co., Pittsburgh The Martin-Senour Co., Chicago Life Living for Young 
The Lowe Brothers Co., Dayton Rogers Paint Products, Inc., Detroit Saturday Evening Post Homemakers 
Better Homes & Gardens Sunset 
The Sherwin-Williams Co., Cleveland American Home Country Gentleman 
Good Housekeeping Progressive Farmer 
Ladies’ Home Journal Successful Farming 


59 Sunday Newspaper Magazine Sections 


SUPER KEM-TONE ¢ KEM-GLO ¢ KEM-TONE 


38 HARDWARE AGE, MAY 15, 1952 HARD 

























America’s 
Ome FASTEST-SELLING 


Dehumidifier 


ASSORTMENT, CHECK DAMAGE /“ DAMPNESS 














100% ACTIVE INGREDIENTS 










































utiful 
> and EN 
OPEN STOCK (Fair Trade-Price Protected) 
No. _Size | Pack _| Weight | List per Case List Each 
in D-12 | 12 oz. | Vdoz, | Wibs, | $15.48 | $1.29 
D-50 50 . | Yadoz. | 2iibs. | 29.70 4.95 
“ HERE’S WHY EVERYBODY Jeb | 
é ORDER DE-MOIST FROM YOUR WHOLESALER TODAY 
wants De-Mois? 
® CHECKS DAMAGE FROM DAMPNESS 
GUARDS AGAINST MILDEW AND RUST 
® HANGS UP WHEREVER NEEDED 
® CAN BE USED OVER AND OVER! 
& G. N. COUGHLAN CO. off Manufacturers of nationally-known Chimney Sweep Soot Destroyer k- WEST ORANGE, N. J. 
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CAMPBELL-HAUSFELD 
SPRAY PAINTING OUTFITS 


AND 


PORTABLE AIR COMPRESSORS 


NATIONALLY 
ADVERTISED 


Hardware dealers 
from coast to coast are 
cashing in on the na- 
tional advertising of 
Campbell-Hausfeld 
Spray painting outfits. 


pressure queen model no. 49 


Order them 
from your jobber. 
Show them in your 
_ department. 

our customers 
will buy them for 

ainting houses and 
seen automobiles 
and tractors, lubri- 
cating automobiles 
and farm imple- 
ments, inflating 
tires, killing weeds, 
spraying poultry 
pens and live stock, 


Pressure princess 
model no. 1-C 


Four models attractively 
ge Precision built for trou- 
le-free, lifetime service. Stock 
and display them all. Complete 
inventory means steady turn- 


oneal over and good profits, 


model no. 50 


Write for catalog and 
price list, giving your 
jobber’s name. 


tankmobile model no. 5-W 


THE CAMPBELL-HAUSFELD CO. 


215 RAILROAD AVENUE HARRISON, OHIO 
























NEW 


SPRING 


ASSORTMENT 


A POWERFUL PUNCH 


Display Robinson’s newest dealer merchandis- 
ing aid on YOUR counter. Attractive in design, 
it will catch your customers’ eyes immediately 
and actually sell for you while you're busy 
elsewhere. 

Each unit contains twelve quick-moving Robin- 
son TIPPED NYLON brushes incorporating all 
the distinguishing characteristics of bristle 
brushes . . . yet it’s priced for profit! 

For FAST brush sales during spring paint-up, 
clean-up time, order a supply of Robinson’s new 


“Spring Assortment” packages for counter dis- 
play today! 





on Robin- 


le 
Here's the PROFIT Ang yment” 


“ H Assor 
son's New Spring 


h Package 
Brus $1.49 ea. $ 5.96 






‘9 ushes - List Price tae 
4-3 ” - hes - List Price $1.99 ea 9.96 
4—3%2" Brus List Price $2.49 ea. a— 
Tr 23.88 






Total Resale Value ------- “ee 
= ————— 


Cost to YOU ----" 
YOUR Net Profit ..--------° $7 


i 
) A r 
—— —= P.O. Box 47 


2 45 PARK AVE. » NUTLEY 10, NEW JERSEY 





BINSC 

















a 
-t > % 
° % 





=— 


Telephone NUtley 2-4510 > 
—=- = 
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Why Pay More... 
Pay Less For 


Sheffield 


Products 


LIQUID PORCELAIN 


An item in demand —because it gives a 
hard, water-proof, glazed finish to chip- 
ped porcelain or tile surfaces. It restores 
natural and original beavty—easy to 
apply, and stays white—will not turn 
yellow. Packed in a colorful self-selling 
display carton for profitable volume! 





CMP = 








KLEEN-A-BRUSH 


Here's an item you can clean up on! it’s 
fool-proof — because it works even under 
the most difficult conditions! Available 
in powder form in a colorful self-display 
carton... selling at only 10¢— also in 
liquid form in cans. 


Shettield Zrcreze 


ONE OF THE WORLD'S (A Hove 
MANUFACTURERS OF ALUMINUM PAINTS 
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woop-FIX 


The old stand-by —a household favorite 
for years... now improved and even 
better than ever! Easy to apply... 
spreads like butter—when it dries it be- 
comes wood. Will not shrink—for all re- 
pairing ond patching. Sells on sight in 
on attractive display carton. 


GET THESE SHEFFIELD FAST SELLERS * write for more details and descriptive literature - = 


PAINT CORPORATION 2 


CLEVELAND 


3-STAR FLOOR CLEANER 
AND WAX REMOVER 


Tested and proven the best! A triple 
action powder that mixes with hot water 
and cleans as well as bleaches floors, 
woodwork and furniture. Excellent as a 
remover of floor wax. Also removes old 
paint, varnish, and shellac from floors, 
doors and woodwork. 








WATER PUTTY 


Here’s the ideal crack filler with a hun- 
dred uses around the home. Sticks to 
anything . . . mixes with water . . . dries 
hard as stone. Patches wood, plaster and 
tile... fills cracks and holes — and is so 
easy to use. A colorful display card sells 
it for you in your store. 


19, OHIO 
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brings in customers 


© QUART 


“WET CONTENTS oF 


Fitst Choice of 
The Only Nationally | \ . Professional 
fala Linseed ‘ \ Painters | 


4 at @ by 


re Good House kee ping 
Tal ‘ 
O! Handy Uses l - a ra 


 ETTER PAINTING 
HANDY HOME USES 


| . 
| o : ; 
: ‘ ‘3 
| w a's pg . 
y ¥ a Mae ee ed F “i 
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P 
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ARCHER - DANIELS - MIDLAND COMPANY 


684 ROAN 
" OKE BUILDING e MINNEAPOLIS 2, MINNESOTA 
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Most helpful sales tool 














Prtssunce PAINT dealers every- 
where tell us the Pittsburgh Mainte- 
nance and Buying Guide helps them to 
conduct their business more efficiently 
and profitably. It provides them with 
a ready and accurate answer for almost 
every painting problem. 

@ This prehensive manual has a 
heavy, plastic-coated cover to keep it 
looking good for a long time even after 
much handling on the sales counter. 
@ It contains a comprehensive index so 
that the dealer and his sales people can 
quickly find the information they want. 
@ Among its contents are complete and 
detailed data about all Pittsburgh Paints 





GLASS . 
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PITTSBURGH PLATE GLASS COMPANY 


CHEMICALS 7 


1“ . 


why ve 


so that customers can be better informed 
about their use and how to apply them 
for best results; information about all 
kinds of surfaces and how to prepare 
them properly for painting; detailed 
list of painting and clean-up aids; com- 
plete catalog of Pittsburgh brushes and 
glass products. 


@ This is just one more example of 
the many ways in which Pittsburgh aids 
its dealers to make more sales and pro- 
fits. If you are interested in this Main- 
tenance and Buying Guide as well as 
in the many other sales features avail- 
able to Pittsburgh dealers, just mail 
this coupon for further information. 


BRUSHES e 


pPittspurGH Paints 


PrPivise# 2. 8 


PLASTICS 





ever offered to paint dealers! 


Pittsburgh MAINTENANCE 
z BUYING GUIDE 





iin miami 





Just Mail 
this Coupon! 


Pittsburgh Plate Glass Company 
632 Duquesne Way 

Paint Division—Dept. L-4 
Pittsburgh 22, Pa. 


I am interested in obtaining a copy 
of your Maintenance and Buying 
Guide as well as in further infor- 
mation about the Pittsburgh Paint 
franchise, its products and sales fea- 
tures, without obligation on my part. 


Name 





Address _ 





City State 














Now... SIMONIZ” brings you this pre-tested sales builder! 


WAPRICE 








Cash in on this sure-fire promotion! 
Stocks Limited! Get Yours Now! 


e You can’t miss with this one! SIMONIZ sales 
soared when we tested this hot consumer pro- 
motion. Next month this same market tested 12 
Price Special will be advertised in big national 
magazines like Life and Saturday Evening Post. 
Be sure you cash in on this big sales- builder! 


This Simoniz sale has everything you want: 


1. It’s a handy factory-pack. An amazing 
bargain! And SIMONIZ gives you free shelf 
strips, can toppers, window posters, ad mats— 
everything you need for big sales. 


2. You make a full profit (SIMONIZ absorbs 
the cost of this 4 price sale). No coupons. 
Nothing for you to do except ring up the profits. 


This is no loading deal! In fact it’s such an 
amazing bargain that we must limit the sup- 
ply. So to get your full quota of this 4 price 
factory-pack Special—it’s important to act fast. 
Order from your SIMONIZ jobber or salesman 
right away. 














~ Your Customers Save 35¢ 


Your customer pays reg- 
ular price for SIMONIZ— 
gets big can of SIMONIZ 
LIQUID KLEENER at 4% 
price. It’s a big 35¢ sav- 
ing. Your profit is pro- 
tected. And no coupons 
for you to handle. Pick 
up your phone right now 
and order this SIMONIZ Pious 

14 Price Special. Remem- “tw can 4 
ber—supply is limited. 
Get your quota now! 
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Resists acids, alkalis, 
petroleum, fire—it's real- 
ly greaseproof! 


The low-cost standard 
gauge fits thrifty 
budgets 


It’s breaking sales records —this top quality plastic flooring that’s 
priced for the mass market. In* standard gauge, its low price is 
comparable to greaseproof asphalt tile. 


Installation costs are low, too. MATICO ARISTOFLEX requires no 
special cements, ordinary asphalt tile adhesives do the job. It lays 
in tightly, immediately, because of square corners and clean edges. 
And the standard gauge cuts clean without use of a torch. 


ARISTOFLEX is tough, vinyl-asbestos from top to bottom with out- 
standing durability. Indentations recover quickly. The smooth, 


NAME 





eo a oe — es See ee eee ee ee Gee Ge ee ee ee 
MASTIC TILE CORPORATION OF AMERICA 
Dept. 115, Newburgh, N. Y. 


Send specifications, installation data, and complete details about superior, new 
MATICO ARISTOFLEX vinyl-asbestos flooring. 





STANDARD-GAUGE 


ARISTOFLEX 


THE ARISTOCRAT OF RESILIENT FLOORING 











Easy to install—no spe- 
cial adhesives needed 


Can be installed on, 
above or below grade 


non-porous surface sheds dirt, wipes clean with a damp mop. 
Color-wise, ARISTOFLEX is tops—sparkling, non-fading colors, and 
marbleization go clear through each tile. 


Available in 9” x 9”, standard gauge and %” tiles. Mail coupon 
for free ARISTOFLEX samples and specification data. 


MASTIC TILE CORPORATION OF AMERICA 
Member Asphalt Tile Institute 

Joliet, Ill. ¢ Long Beach, Calif. e« Newburgh, N.Y. 

WORLD’S LARGEST PRODUCER OF ASPHALT TILE 












STREET. 








COMPANY. 








CITY. 








ZONE STATE 

















ALL-METAL IRONING TABLES 


Women read about—women hear about—and 
women buy MET-L-TOP Ironing Tables. The 
features that have made MET-L-TOP one of 


America’s best-sellers are consistently 





“SIT OR STAND” 


Model C-680 


aw, 


The easy-to-use, easy-to-sell table 
that takes the back-ache out of 
ironing. Can be adjusted to per- 
sonal height preference (26’’ to 
3514"’) at the touch of a finger. 
Strong and sturdy. Will never sag, 
tip or collapse. Es- 

tablished retail price, *1 4? 5 


Model C-680......+ 













count O8 , MFung a 
@" Guaranteed by % 
Good Housekeeping 
” toy .) 


















ADJUSTABLE 


Model 





(For stand-up ironing) 


Quickly adjusts to seven different 
standing heights (31% to 
3514"’). All metal, welded and 
riveted construction—for a life- 
time of service, satisfaction and 
convenience. Estab- 

lished retail price, $10” 
Model A-606.....++. 


45 apvearystd | 








advertised—and praised by satisfied users. 
Public acceptance is there—waiting for you to 
display MET-L-TOP, demonstrate MET-L- 
TOP—and profitably sel] MET-L-TOP. 





6 
NON - ADJUSTABLE 


Model P-600 


Has same features as adjustable 
model (described at left) except- 


ing height control. Es- $Q°> 











tablished retail price, 
Model P-600......+++ 
PAD AND COVER SET 
Of long-lasting Sanforized ma- 
terial, tailored to fit all MET-L- 
TOP models. An added profit with 
every MET-L-TOP sale. 
SLEEVE BOARD 
For ironing sleeves, shoulders, in- 
fants’ dresses, etc. All-metal, venti- 
lated, fire-proof, warp-proof. 
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Shown above are just a few items in the 
highly diversified Cream City line. G. P.& F. 
quality is evident in every piece—from 
hand-dipping in molten zinc—to attractive 
spangling—to final attractive design. You'll 
have buyers for every Cream City item. 
Stock Cream City, display Cream City—and ¥ 

Here are three of the many Get full details on the COMPLETE 
Cream City line. Write for bulletin 


you'll se// Cream City! populor tems in the Cream City 
tinplate line of dairy ware. —or ask your jobber. 





1952 HARDWARE AGE, MAY 15, 1952 

















Dealers all over the country are 
building big volume profits with 
Rubbermaid. And the average 
hardware store has set new 
Rubbermaid sales records year 
after year. 


Little wonder that Rubbermaid 
is one of the five top dollar-volume 
housewares lines in the country. 
Rubbermaid is the sales-tested 
line that is a basic ‘‘must” in 
your store. Rubbermaid replaces 
nothing you now sell. . . and it 
sells all year round. Rubbermaid 
is the matching line of kitchen 
and bathroom items that builds 
profitable multiple sales. And best 
of all, 8 out of every 10 of your 
customers are being pre-sold by 
consistent, large-space, colorful 
Rubbermaid ads in national 
women’s magazines. 


One of the five 
e top dollar-volume j 


Housewares Lines...\' 


Rubbermaid! 












Now you can set up a complete 
Rubbermaid Department in your 
store with this attractive, com- 
pact Rubbermaid Display fixture. 
It saves space, provides colorful 
mass display of the basic Rubber- 
maid assortment at eye level, 
creates multiple sales of matching 
items, makes your Rubbermaid 
sales boom. 








aneeee tt wad 


a 






iit 
wea 







The Rubbermaid Display unit is 
sales-tested, measures 52'' in 
length, 28" in width and is 3814" 
high. Fits on any store counter 
or table. 


Available to you immediately 
at $30.00 (far less than cost) 
from your Jobber. Call him 


” Sa Sa p gf F : today. 


Rabbemaid @rouseware 


The original. . . complete . . . nationally-advertised line of rubber housewares 


THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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No. 956 
PARTY PACK COMBINATION 


6 Spoons « 3 Knives 
3 Forks 


Also available in 12 count: 
No. 955 PARTY PACK Knives 
No. 954 PARTY PACK Forks 
No. 953 PARTY PACK Spoons 





No. 967 Fiesta Bowl Set (1 Ig. 
912" dia—4 sm. 6” dia.) 





Bask in the sunshine of greater summertime profits 
with Party Pack and FEDERAL PICNICWARES! 
, ; PARTY PACK 
No. 865 Refrigerator Refresher : 9 on Baal ’ 
Shes Sal 30 tans The design of Party Pack plastic knives, forks and 
spoons is like regular silverware. Women prefer them! 











mplete KNIFE has saw-toothed edge that cuts meat easily 
in your and stays sharp ... FORK prongs are reinforced to 
, com- “ins up food like fine silverware . . . SPOON has 
cate owl which is silverware size. Inexpensive enough to 
sallaial ; No. 884 Cake Refresher & throw away—good enough to use again! No. 433 Beverage Pitcher. 2'/2 
-oloriu Tray. Fits 4-layer cakes. Party Pack tableware is packaged to sell on sight! qts. Baffle holds back cubes. 
‘ubber- . : Teg - tte . ; No dripping. 
Finest display package in its fieid! Sanitary pack is 
level, sealed in cellophane . . . gaily colored in red, green 
; and yellow. 
itching y FEDERAL PICNICWARES 
ermaid All the picnic items illustrated are FEDERAL PICNICWARES. 
No. 787 Defroster Tray. Holds Made of durable Styron plastic in pleasant, warm colorss 
potato salads, corn, etc. Get ready for the fast sale of these PICNICWARES now! Order 
unit is today and be assured of immediate shipment. 
‘ail: NATIONALLY ADVERTISED 
2°" in National advertising of Party Pack and FEDERAL PiCNICWARES 
3814" will be read by over 3 million people in the July issue of 
7& Better Homes & Gardens. Feature a display of these new, attrac- 
ounter tive, inexpensive picnic items and let the sun shine on greater 
No. 630 Sugar Server. 13 oz. summer sales for you. No. 949-0 Iced Tea Spoon. 8” 
Sanitary—easy pouring. ORDER FROM YOUR FEDERAL JOBBER BY NUMBER TODAY! long. Reinforced ribbed handle. 
liately 
. cost) 
1 him 
No. 523 Tumbler. 10 oz. cap. 
For lemonades, iced tea, etc. 
FEDERAL 
Pra OF 
HOUSEWARES 
; 4 Yenertioed by 
No. 453 Twin Server Set. For Good Housekeeping No. 863 Napkin Holder. Holds No. 488 Salt & Pepper Shak- No. 737 Hinged Serving Tongs. 
mustard, jelly, relish, etc. S45 aovransto AES family size pack of napkins. ers. For individual servings. Hinged for serving — unhinged 
for tossing. 
ORDER FROM YOUR FEDERAL JOBBER BY NUMBER TODAY! 
— FEDERAL TOOL CORPORATION, 3600 W. Pratt Blvd., Chicago 45, Illinois * In Canada: The French Ivory Products, Ltd., Toronto 
, 5) 
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YOUR CHOICE OF 
MANILA 
OR 
SISAL 














BOOST ROPE SALES THIS MODERN, WAY 


It’s Handy Coils for extra sales—impulse sales! They're packed in a display 
box to sell rope right from your counter. They boost small rope volume — 
boost large rope volume. And Handy Coils cut your selling costs. You sell 
more—make more! 

Handy Coils are mill fresh—come to you in factory-sealed boxes. Both 
Manila and Sisal types are the very best quality made from the finest fibres 
obtainable. Rope sales mount up to worthwhile volume when you lead off 
with Handy Coils. Use coupon to get complete information. 


American Manufacturing Company, Brooklyn 22, N.Y. 
ROPE - TWINE » OAKUM - PACKING - CARPET AND ELECTRICAL YARNS 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 

Sales Offices: Boston » Chicago * Houston + New Orleans + Philadelphia * San Francisco 
——-——-—-—-— 
| 
| 
| 
| 


Please send complete AMERICAN MANUFACTURING COMPANY 
| information and delivery | Noble & West Sts., Brooklyn 22, N. Y. 


| schedules about: Name 
| (J Handy Coils (1) Manila | Company 


OC Handy Jute | Address 
Twines City Zone State 











| CD Sisal 








Livin ale wcite ines teenies 
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Ya", 5/16" 
%e", V2" 
diameter 
HANDY 
TWINES 





Seven popular “American Brand” Jute 
Twines are packed in Handy Boxes. They 
have the same sales advantages as Handy 
Coils. You'll sell lots more twine with 
Handy Boxes. 
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Putting showmanship in the 
display and promotion of 
rental equipment resulted in 
increased rental fees and im- 
proved store traffic for this 
Ohio store 





5/16" 
/2"" 
ter 


Applying showmanship to its rental business has paid off in better 
store traffic, better volume and better profits for Ohio Hardware of 
Toledo, Ohio. 

Two years ago, Bob and Mel Grzybowski, owners of the store, 
decided to offer floor sanders and allied equipment on a rental basis 
to their customers. They decided against simply parking their rental 
equipment in some corner of the store where customers would have 
a hard time finding it. 

Instead, they built a “Rental Bar” right in the front part of the 
store where everybody who enters just can’t help seeing it. They also 
used some attractive cards and banners at the point of display to 
invite customers to “Rent our sanders and have Beautiful Floors.” 

The “Rental Bar” served the additional purpose of providing an 
- off-the-floor place for each piece of equipment, thus preventing units 

from getting pushed into the aisles or otherwise disarranged or 


ndy damaged. 
vith This “Rental Bar” has become a permanent year-round profit-pro- p Turn pace. } 
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ye-catching window display 
oting the use of rental 4 
ment. 


Mel Grzybowski, co-owner 
of Ohio Hardware 


of the Rental Bar, located 


e front of the store. 























ducer for the store, proving its 
right to preferred space in the 
store through direct profits in ren- 
tal fees. In addition, the brothers 
are well pleased with the extra vol- 
ume obtained in the sale of seals, 
varnishes, waxes, paints, brushes, 
thinners and other allied items 
purchased by the home owner when 
he starts on floors as a part of his 
household improvement program. 


Sanders Build Traffic 


“Sander rentals do a lot to in- 
crease store traffic,” the store own- 
ers report with conviction. 

Another big gun in the store’s 
promotion plans is used in the 
spring—a mass window display of 
sander rental equipment. This is 
timed to appear at the start of the 
busiest season of the year for 
home repairs and renovating. 

The sander rental equipment of 
this store includes: two 8 in. floor 
sanders; two 7 in. spinner edgers; 
one belt sander; four spinner disc 
sanders; and one disc sander and 
polisher. In addition, the store 
rounds out its line of rental equip- 
ment with electric steamers to re- 
move wallpaper, furnace cleaner, 
paint sprayer, hedge trimmers, 
blow torches and ladders. 

Rental fees charged for floor 
sanders are $3.00 per day, $5.00 
per week-end, or $1.50 minimum 
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for 2. hours, plus 50¢ each addi- 
tional hour. 

Rates for spinner edgers are 
$2.50 per day, or $1.25 minimum 
for 2 hours, plus 50¢ each addi- 
tional hour; speedy spinners, $2.00 
per day, or 75¢ for 2 hours mini- 
mum plus 25¢ each additional hour. 
Sander-planes bring $3.00 per day, 
or 50¢ per hour. 


Rentals Are Steady 


The brothers report that some 
of the rental equipment is in use 
every day of the year. They are 
especially busy on week-ends, while 
the greatest demand of the year 
comes in May and June. The store 
is located in a shopping district 
about two miles from downtown 
Toledo. Most of the people who 
rent the machines are home own- 
ers, although some are department 
store and tavern operators. The 
market area served by the store 
includes 3,000 to 5,000 homes. 

The store distributes a month- 
ly publication, “Ohio’s Hardware 
News,” to 3,000 of its customers 
—in which sander rentals and 
other products and services are ad- 
vertised. A slogan is carried be- 
neath the Ohio Hardware signa- 
ture on the front of this publica- 
tion inviting customers to “Call 
Ohio for your rental needs.” The 
store also advertises its sander 
rental service in the yellow pages 
of the telephone book, and with 
book matches. 

Most of the display backgrounds, 
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PLUMBING - GLASS 
SPORTING GOODS 


OHIO 
HARDWARE 


OPEN MON. - SAT, 
TILL 7:30 P.M. 


Phone AD. 0948 


Lagrange and Bronson 
TOLEDO 8, OHIO 


CLOSE COVER BEFORE STRIKING MATICK 











Match books distributed by 
the store stressed rentals. 


signs, streamers, etc., used in the 
window and in the store were sup- 
plied by American Floor Surfacing 
Machine Co., Toledo, Ohio. 

Both men and women are inter- 
ested in renting sanders. Fre- 
quently the housewife starts the 
cycle by getting all the details 


about machines available, costs, 
etc. Then hubby shows up to com- 
plete arrangements, pick up the 
equipment, and do the actual 
work. 

When a customer rents equip- 
ment for the first time, the clerk 
always show him how to insert 
the abrasive paper and operate the 
machine. 

Because the machines carried by 
this store have been selected for 
sturdiness and simplicity in opera- 
tion, customers are able to do the 
work themselves without difficulty 
and get professional results. This 
creates satisfaction and goodwill 
for the store. Most customers ex- 
pect to pick up and return the 
equipment themselves, in their 
cars. However, the store will de- 
liver the equipment if requested, 
charging an additional fee for this 
service. 


Make Good Profits 


Both store owners are enthusi- 
astic about sander rentals as a 
builder-upper for hardware store 
volume — and profits! They feel 
that this personalized service at- 
tracts customers and encourages 
them to spend many more dollars 
in the store that helps them “save 
dollars” by furnishing rental ma- 
chines to “do it yourself.” 

Construction details and dimen- 
sions for a rental bar, based large- 
ly on the design used by Ohio 
Hardware, are given in the fol- 
lowing article. 


Two Designs You Can Build 

















In the preceding article are pre- 
sented details of the profitable 
rental equipment business of Ohio 
Hardware Co. of Toledo, O. Heart of 
the department is the rental bar 
illustrated. That unit keeps a va- 
riety of home maintenance equip- 
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ment in the eyes of all store visitors 
and serves as a never idle advertis- 
ing and display media. 

Our display consultant shows in 
this and the following page two pos- 
sible variations of a rental bar a 
dealer can have constructed locally. 


Provision is made for showing floor 
sanders, edgers, wallpaper steam- 
ers, electric floor polishers, floor 
waxers, portable belt sanders, paint 
sprayers and other rentals. 
Although dimensions are indi- 
cated in Figures B and C, these 
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LOVER SHELF WITH L/NQLEVL 









12” PLANKS COVER ENTIRE 2x4" % 
GBGASE — SELT/ION OF BASE 72 BE USED “ 


LLM 
FOR_ POLISHERS ~WAXERS FALED W/7H £/N2: 
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This rental bar is designed to do a real selling job for your store. 


may be altered to suit the needs of 
your store. These specifications are 
based on those used in Ohio Hard- 
ware. 

Fig. A shows a completed unit 
ready to attract attention and in- 
terest your customers in renting 
some of these labor and time saving 
machines. Most important is the 
proper signing of this unit. The 
sign atop the unit, Do it yourself. 
Save money, and that under the 
ledge, Rent these time-saving ma- 
chines, command attention and tell 
the story at a glance. 

Note that small racks may be at- 
tached at either end for holding 
price lists with an invitation to 
take one. 

Some dealers may also want to 
show one of the price lists in a 
frame or under transparent ma- 
terial at either end of the bar. 

Fig. B shows construction de- 
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tails. The base platform section of 
the unit is made of 2 by 4 in. lum- 
ber covered with 1 by 12 in. planks 
so that it will be strong enough to 
carry the combined weight of vari- 
ous heavy pieces of equipment. 
Each floor sander weighs approxi- 
mately 120 lbs and the maintenance 
machines are about 58 lbs. Prob- 
ably the total weight of the unit 
when loaded would be between 500 
and 600 Ibs. 


Displays on Top Shelf 


Small portable tools can be dis- 
played on the top shelf which can 
be built of a length of 1 by 12 in. 
board, braced in the middle with a 
piece of 2 by 4 in. lumber as shown. 
A 1 in. high rim should be nailed 
around the front and two ends so 
that the tools on this shelf will not 
slide off. 


Sides of the unit may be made of 
lengths of 1 by 12 in. lumber braced 
with large angle irons or shelf 
brackets as shown. 

The 24 by 36 in. sign may be cut 
out of plywood and attached to the 
top shelf with small dowels as 
shown. 

Greater effectiveness may be 
given by making the sign reading, 
“Rent these time saving machines” 
with letters outlined on the piece of 
cut-to-size lumber or on % in. ply- 
wood and then cut out. A piece of 
tracing paper may be glued on the 
back of the board or a piece of 
frosted glass used. If glass is used 
it may be held in position with 
small wooden mouldings. 

Illumination from two 3 ft. fluo- 
rescent tube lights will then back 
light and illuminate these cut out 
letters. Some of the light will shine 
through the slot cut in the top shelf 
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so that .it will illuminate the sign, 
“Do it yourself, save money.” Other 
lettering may be painted on the 
signs. 

The more attractive the appear- 
ance of this sign the better job the 
entire rental bar will do for you. 


Use of Shadow Box 


The length of lumber to be used 
for the long sign can be taken to a 
sign shop where the letters can 
easily be cut out. When the letters 
R and A are cut out, the small 
pieces in the center of each letter 
will fall out. These should be glued 
in position on the tracing paper or 
frosted glass. 

Note how the four sides shown 
in the cutout section Fig. B should 
be enclosed to create a shadow box. 
Holes of 1 in. diameter should be 
drilled in the back, as shown, to 
allow heat from the lamps to escape. 
For those stores wishing to illumi- 
nate the shadow box with incandes- 
cent lamps these may be set in in- 
expensive porcelain sockets wired 
in series. 

The rental bar unit suggested in 
these drawings measures 7 ft. 6 in. 
long and 38% in. wide, sufficient 
space for two large floor sanders, 
two edgers, one floor maintenance 
machine and one wallpaper steamer. 
There is enough space on the top 
shelf for showing five or six small 
portable power units. 

After the base is built and cov- 
ered with lengths of 12 in. wide 
lumber, one section of it may be 
finished off with small squares of 
linoleum as indicated. The floor 
waxers and polishers may then be 
displayed on this section of the 
base. 


An Alternate Arrangement 


In Fig. C is shown an alternate 
for the plan suggested in Fig. B. It 
is without an enclosed shadow box 
but has a top shelf which is 18 in. 
wide. This would provide a 6 in. 
overhang. Either fluorescent lamps 
or a few incandescent bulbs may be 
used in this unit, behind the over- 
hang so that copy on the long sign 
will be illuminated by concealed 
fixtures. 

Many hardware dealers have op- 
erated a highly profitable rental 
business without any display other 
than a few units. Use of a rental 
bar can greatly increase rental 
business for any dealer who in- 
stalls a neat one where it can easily 
be seen. 
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Construction details for creating a rental bar 
for your store. The dimensions suggested may be 
changed to suit your particular requirements. 


An alternate plan for the top of the rental bar 
which provides for a larger shelf without use of 
the shadow box. 
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visual front of the modernized store. 


How Modernization Paid Off 
For Howe Hardware 


‘ 


Dividends began to come into the firm’s register within 30 
days of completion of first phases of remodeling program. 


Howe’s Hardware of Port Or- 
chard, Wash., found that its invest- 
ment in remodeling paid its very 
first dividend within 30 days of 
completion of the initial phases 
of its store modernization program. 
The store’s official re-opening took 
vlace on Dec. 1, 1951. During that 
first month sales of dinnerware, 
giftware and related merchandise 
doubled figures for the same month 
a year before. 
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Although it is still too early to 
accurately assess complete results 
of the program in over-all sales 
volume, William Sprague, one of 
the store owners and its manager, 
is convinced that the investment 
will be an entirely profitable one. 
He reached this conclusion as the 
result of the better than anticipated 
showing for December, 1951, and 
partly on the general increase in 
impulse sales. He estimates that 


Average sale per customer has increased about 25 pet 


customers now purchase approxi- 
mately 25 pct more per visit than 
prior to modernization. 

With further improvements to 
be made with new fixtures, comple 
tion of much of the modernization 
project coincided with the end of 
the store’s 43rd year of successful 
operation. The store was estab- 
lished, across the street from its 
present location, in 1908 by E. S. 

(Continued on page 58) 


HARDWARE AGE, MAY 15, 1952 











Table: 
help 

tool « 
partm 


HARDWAR 





Tables are staggered to 

help pull traffic toward 

tool and steel goods de- 

partments in the rear of 
the store. 








Above—Housewares side 

of store. Wall cases were 

previously used for tools 

and builders’ hardware. 

Step-up fixtures will later 

replace the flat top 
tables. 


approxi- 


Left — Major appii- 

ances and wheel goods 

get better showing in 

the remodeled show- 
room. 
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Howe. Now president of the com- 
pany which owns both the hard- 
ware store and a local automobile 
agency he leaves management of 
the store in the hands of his son- 
in-law, William Sprague. 

Principal improvements effected 
by the modernization are listed as 
follows by Mr. Sprague: 


Improvements Effected 


1. The floor display was doubled, 
permitting expanded display facili- 
ties, wider aisles for more free 
traffic circulation, and greatly im- 
proved visibility of merchandise 
from either the sidewalk or the 
sales floor. 

2. The interior was made more 
attractive with improved lighting 
facilities and a new color combina- 
tion for walls and fixtures. 

8. The exterior of the building 
was refaced and window display 
space more than doubled. 

Floor space was increased by 
taking over the adjoining building 
previously occupied by the automo- 
bile agency owned by the same 
firm. Proper display was’ pre- 
viously prevented by the unusually 
long and narrow show room. With 
less than 30 ft. frontage, the store 
had been 100 ft. deep. With ac- 
quisition of the new space, the 
back partition was moved forward 
so that the showroom is now 70 ft. 
deep. The hardware store now has 
a frontage of 100 ft. Because of 
its greater width and lessened 
depth, the full interior can now be 
easily seen from the street. 


Manager Sprague at the glass cutter next to the steel goods display. 














The store’s new floor space has 
been utilized primarily for island 
displays and its showing of major 
appliances. Displays are now low 
enough so that customers can easily 
see all parts of the store. Wide 
aisles encourage free traffic move- 
ment to any part of the display 
room. Improved display facilities 
were specifically responsible for the 
housewares sales increase noted in 
December, Mr. Sprague believes. 

An unusual feature of the re- 
modeled store was adaptation of 
wall cases formerly used for tools 
and builders’ hardware to display 
dinnerware. The cases were only 
slightly modified and were painted 
in a dark green semi-gloss to dis- 
play the contrasting merchandise 
to advantgge. Though these units 
will eventually be replaced with 
specially designed fixtures, the 
cases meanwhile perform their new 
function in a satisfactory manner. 
Other housewares items are also 
displayed in this left-hand section 
of the store. 


Appliance Space Doubled 


Displays in the center section of 
the store are used for sporting 
goods at the front, with the wrap- 
ping table near the rear and in 
front of the paint department. 
Appliances have been placed in the 
right-hand corner, to more than 
double the floor space for that 
department. The greater variety 
which can now be displayed, plus 
the more favorable display spot, 
will be reflected in increased sales 


of this merchandise, the manager 
believes. Tools and builders’ hard- 
ware are now displayed in the right 
rear section of the store. 


Fixture Location Changed 


A successful and interesting ex- 
periment in the placing of his 
island displays was tried by Mr. 
Sprague several weeks after com- 
pletion of remodeling. Fixtures 
had been placed so that the aisles 
ran square with the building and 
with incoming floor traffic. This 
seemed to make no difference on the 
left side of the store, possibly due to 
the extra wide aisle at the front 
which encouraged traffic to flow to- 
ward the wall cases. On the right 
side, however, it was noted that 
customers all too often did not 
walk back to the toel displays at 
the rear. 

This trouble was remedied by 
placing the display fixtures so that 
the aisles now run at an angle 
more directly to the rear display 
section. This comparatively simple 
change has made an astonishing 
difference, Mr. Sprague reports, 
and has fully corrected the previous 
situation. 

The combination of better light- 
ing and color has been at least 
partially responsible for the bene- 
fits already noted from the modern- 
ization. The ceiling was lowered 
4 ft., permitting the new fluores- 
cent fixtures to be mounted on the 
ceiling instead of being suspended 
from it as formerly. The white ceil- 
ing further acts as a reflecting sur- 
face which increases the intensity 
of the lighting. 


Attractive Use of Color 


Walls were finished in an at- 
tractive combination—yellow at the 
front, green on the sides, and pink 
in the rear. Though stock colors 
were used entirely, the results were 
sufficiently unusual to cause con- 
siderable comment by customers, 
many of whom wanted to know how 
they had mixed their colors to ob- 
tain that combination. Customers 
were invariably surprised to learn 
that the colors were always in the 
store’s regular stock. The interest 
in color treatment which the decor- 
ation stimulated, led to a number 
of paint sales. 

In planning the exterior, it was 
decided to have only one street 
entrance, in part for the purpose 
of encouraging more foot traffic in- 

(Continued on page 124) 
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Maine Wharf Store 
Is Sports Mecca 


Sales of sporting goods jumped 
from 6 to 12 pct of total store 
volume, last year, for the hardware 
store of Fisherman’s Wharf, Inc., 
Boothbay Harbor, Me., largely be- 
cause of the enlargement and re- 
fixturing of the sporting goods 
department. 


Heavy Summer Traffic 


The sports section of the store is 
one of the best in the region and 
its heavy traffic, especially during 


Hardware store serves small harbor community 
all year, but crowds half its volume 
into summer vacation season 


the summer vacation season, at- 
tests to the quality and variety of 
its stocks. 

Although the business does half 
of its gross volume in the summer 
months when Boothbay Harbor is 
the trading center for several thou- 
sand summer residents and vaca- 
tionists, the hardware store is kept 
open for 12 months of the year to 
serve the permanent residents of 
the town as well as the residents of 
many nearby islands. 


Robert L. Royall, president and 
manager of the business, which 
was opened in 1947, values the pa- 
tronage of the caretakers of the 
numerous summer residences. For, 
in addition to buying their per- 
sonal requirements at Fisherman’s 
Wharf, these caretakers recommend 
the store to their employers. 


Marine Goods Build Profits 


Marine hardware, marine paints, 
boat supplies and outboard motors 





Waterfront activity centers around Fisherman's Wharf. Hardware store is in low building. 
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Large appliances and home needs are supplied to year-round residents. 
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prove consistent profit-producers to 
the Maine hardware store. The de- 
partment featuring these is located 
near the sports section so that cus- 
tomers have the opportunity to 
check over their sporting goods 
wants while purchasing their boat 
supplies and equipment, and vice 
versa. 

Hundreds of commercial fisher- 
men as well as owners of pleasure 
craft depend on this store because 
it is easily reached by water or by 
land and carries a large inventory. 


Storm Gear Popular 


One of the most popular lines is 
stormy weather gear. A rack hold- 
ing slickers and rain hats is promi- 
nently placed in the sporting goods 
section. 

Native salt-water commercial 
fishermen purchase such goods for 
daily use and the young summer 
folk like to dress like the natives 
when they try their luck with the 
giant tuna of which this area 
boasts, and which annually draws 
thousands of sports fishermen. 

The store carries a complete line 
of salt-water tackle and supplies to 
equip the expert as well as the 
novice. The Wharf is used as the 
dock for several fast party and 
sport fishing boats. 

The hardware store was opened 
in 1947 in a building attached to 
a two-story structure which houses 
two other enterprises operated by 
the firm, a restaurant which is 
open only during the summer, and 
a wholesale and retail fish business 
which operates all year. 


Enlarged in 1950 


The hardware store was enlarged 
in 1950 and now measures 47 by 
50 ft. It carries a full line of hard- 
ware, sporting goods, paints, and 
painters supplies, housewares and 
appliances. 

The sporting goods section is 20 
ft. wide and 47 ft. deep, and has 
pine trim. The large windows of 
the store provide beautiful views 
of the harbor, and make the store 
an interesting place to visit. 

The firm advertises consistently 
in the local newspaper with a two- 
col., 5 in. space, always on the 
lower left corner of the front page. 

Radio, billboards and movie trail- 
ers are also used to keep the public 
constantly reminded of Fisherman's 
Wharf. Although Mr. Royall says 
all the advertising mediums are 
beneficial, he thinks movie trailers 
are especially effective. 
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Demonstrations Sell Power Tools 


And Increase Traffic 


Hook up for immediate demonstration helps Urich do a steady 
business in a variety of power tools. Periodic factory 
demonstrators’ visits help supplement the effort of 

the store staff in pushing these lines 


The whir and hum of a power 
saw is often heard in the large 
salesrooms of Urich’s at 844 N. 
Third St., Milwaukee, Wis., as part 
of a demonstration. Perry Urich, 
owner, and his staff find that one 
of the best aids in selling power 
tools is complete demonstrations 
of their use. 

The store holds factory repre- 
sentative demonstrations several 
times each year. In addition every 
employee in the tool department 
has been trained to operate all of 
the power units sold by the store. 
Each of these men is able to put 
tools into operation for any cus- 
tomer seeking a demonstration and 
several different units are always 
in readiness for such occasions. 


Power Tools Attract Them 


“We have customers who visit 
our store many times in the course 
of a year to buy tools, locks and 
other hardware items or to have a 
key made,” says Perry Urich. 
“Over a period of a year some 
builders visit us 10 to 20 times be- 
cause they know we have a wide 
and extensive tool and hardware 
stock. When these men visit us 
they frequently look at our power 
tools as well as at hand tools and 
hardware they came in to buy.” 

When a power tool is in opera- 
tion, Mr. Urich reports, the pros- 
pect gets a good idea of the many 
ways in which he can use it in his 
own homeworkshop. At the same 
time a desire for other types of 


(Continued on page 118) 
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Part of up-front display of power and hand tools. Some units are 
always hooked for immediate and complete show-how demonstrations. 





This window made a strong bid for both hand and power tool sales. 
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Frank Kelly studies a blueprint in the basement 
builders’ and cabinet hardware section. 


Departmental Display 








“Try Kelly First” Theme 


New departments, increased display area 
and better layout help increase traffic and 
improve its circulation 





Giftwares are frequently shown on this 5 by 5 
ft. island just inside one of the front windows. 
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Kelly Hardware Co. of 810 Glen 
Flora Ave. in Waukegan, IIl., has 
long publicized the slogan, “Try 
Kelly First.” Its most recent mod- 
ernization project—about a year 
augo—involved enlargement of dis- 
play space and more complete de- 
partmentalization of the _ entire 
store. This gave more people more 
reasons to follow through on the 
firm’s suggestion including not 
only home owners for miles around, 
but also a number of contractors 
who buy their builders’ hardware 
from the firm. 


More Up-Front Display 


The recently completed project 
gave the store a 35 by 35-ft. ex- 
tension to its 35 by 100-ft. store. 
The rear extension is used chiefly 
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Part of present first floor © 
layout, looking toward front. 
Plenty of natural light from 
skylight and visual front 
windows is supplemented by 
ceiling fluorescent units. 
Note sign pointing to base- 
ment Toyland. 


Quite a contrast in this the 
old layout which suggested 
cramped quarters. 





(Waukegan Sun-News Phofos) 


for warehouse space, truck storage 
and a service shop and more up- 
front display area was added to the 
main floor. New fixtures and lay- 
out were provided by the Illinois 
Retail Hardware Association. 


Traffic Has Increased 


Store traffic has increased to the 
point that the firm now employs 
eight full-time employees and two 
ctors part-time sales clerks. 
ware In charge of the builders’ hard- 
ware section is Frank Crosby who 
had retired as sales manager for a 
nationally known lock company. 
Mr. Crosby visits schools, fac- 
tories, contractors, and other pros- 
pects, calling attention to Kelly’s 
large stock of builders’ hardware. Up-front display of power tools and accessories 
He spends time with contractors next to wall displays of hand tools. 
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; j } 
(Waukegan Sun-News Photo) 


Looking from wrap table and cash register toward tool, hardware and sporting goods displays. 


studying blueprints, bidding on va- 
rious job requirements and keeping 
in close touch with building devel- 
opments. 

“We have a large number of con- 
tractors who call at the store,” ex- 
plains Mr. Kelly, “and since our 
new basement department has been 
set up, with enlarged stock, volume 
has increased considerably. Our 
builders’ hardware volume now ac- 
counts for almost one-third of our 
business.” 


Although there are more than 
40 stores in the Glen Flora residen- 
tial area, there is no parking prob- 
lem at present. Customers can al- 
most always find street parking 
spots since many of the merchants 
have their own parking lots. Con- 
venient parking, reports Mr. Kelly, 
is an important factor in winning 
the women’s trade. 

In its advertising program the 
firm is promoting the slogan “Try 
Kelly First.” By winning custom- 


ers from nearby areas, Mr. Kelly 
feels that regular trade contacts 
can be built which will produce 
even greater business throughout 
the various seasons. 

Kelly Hardware co-operates with 
other merchants in advertising in 
a local theater, takes space in local 
publications and uses seasonal di- 
rect mail pieces. It uses some 
space in a daily newspaper cover- 
ing the entire greater Waukegan 
area, 


How to Guard Against Pilferage 
In Self-Service Operations 


Many hardware dealers are at- 
tempting to develop self-service 
operations because often fewer 
sales people can handle more cus- 
tomers. 

But hardware dealers know that 
if customers are allowed to wander 
alone among the tools and other 
smailer items, some merchandise is 
likely to disappear from the store. 
That adds greatly to the cost of 
doing business, or of staying in 
business. 


A Complicated Problem 


Shoplifters are a difficult prob- 
lem, a problem that is especially 
complicated because the shoplifter 
is not necessarily a habitual crim- 
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inal, but is sometimes a highly re- 
spected citizen. 

Apprehended_ shoplifters often 
include teenagers from the better 
families, business men, profes- 
sional people and elderly ladies who 


_are known for the good things they 


do in the community. Unlike the 
professional shoplifter, they often 
have no real need for the goods 
taken and, if caught in the act, can 
give no logical reason for stealing. 

Because there is so little logic 
to shoplifting, the hardware dealer 
must guard continuously against 
the professional who steals for a 
living and the amateur who takes 
things because of some inner com- 
pulsion or because he is just out 
of the money at the moment. This 


means simply that the merchant 
can never assume that a customer 
is honest because he is well dressed 
and looks respectable. 


Keep Your Eyes Open 


A dealer’s best method of pre- 
venting shoplifting is to make it 
difficult for anyone to steal. Let 
people realize that there ere easier 
stores in the neighborhood and they 
will shun yours. 

But first of all a dealer must 
know how people steal merchandise. 
With a knowledge of their shop- 
lifting techniques, a dealer stands 
a better chance of spotting shop- 
lifters and of letting them know 

(Continued on page 108) 
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3 Steps to Increased Turnover 


Here’s a store that gained better than 3% turnovers by: 


It was not until store owner 
J. C. Lionbarger put into effect 
his store-improvement program 
that his Crown Hardware, Corona 
Del Mar, Calif., showed real sales 
gains. 


Inventory Doubled 


When he bought the store about 
two years ago, he increased its in- 
ventory from $10,000 to a current 
figure of $20,000, and immediately 
started a modernization and direct 
mail program that gained for him 


In the foreground 
's one of the fix- 
tures, home-built 
by the Crown 
Hardware at a 
cost of $55 each 
for materials. The 
store uses three 
of these. 
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better than 3'% turnovers a year. 

First step in modernization was 
the purchase of three modern, but 
used, display islands for $200. Two 
of these are 5 by 5 ft, and the 
third, 5 by 10 ft. He also built 
three, 5-by-8-ft islands with three 
steps-up each. Total cost of mate- 
rials for each island came to $55. 
Supports for the home-made fix- 
tures were half inch pipe, covered 
by 15/16 in. chrome tubing at- 
tached to the shelving by nickel- 
plated flanges. 

Simple carpentry resulted in a 


1. Modernization of fixtures 
2. Direct mail advertising 


3. Increased inventory 


modern wrapping counter. An old 
10-ft counter was converted by 
cutting it in half, and placing both 
ends back to back. Finishing touch 
was to cover the top with linoleum. 


Wall Shelving Remodeled 


He invested an additional $350 
for materials with which he re- 
modeled his wall shelving and 
spent $100 for a 12-ft wall tool 
display. 

Then Mr. Lionbarger set about 
increasing store traffic by formu- 
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This modern store front, built in cooperation with the 
landlord, cost store owner J. C. Lionbarger $600. 


lating a direct mail program based 
on consumer circulars which were 
furnished by various hardware 
wholesalers. 

Planned as a constant effort, he 
mails 2,000 circulars each spring 
to residents in his own community, 
plus an additional 2,000 to the 
neighboring community of Laguna 
Beach. In addition he uses two 
other mailings a year, and to a 
select number of appliance cus- 
tomers, he sends manufacturer’s 
literature each month and also a 
calendar at the end of each 
year. 

Another source of advertising 
that is a daily traffic puller is the 
Crown Hardware’s store front and 
neon sign, which alone represents 
a $300 investment. The store front, 
built in cooperation with the land- 
lord, cost Mr. Lionbarger $600. 
And another $150 spent in paint- 
ing the store interior gave him a 
completely modern selling unit. 


Paint Roller Sales Boost Paint Volume 


Promoting the sale of paint roll- 
ers to amateur painters is boosting 
paint sales from the Redondo Trad- 
ing Post, Redondo Beach, Calif., 
according to Charles Czuleger, Jr., 
who manages the firm’s paint and 
hardware department. 


f 





This hardware store sells an 
average of three dozen paint roller 
sets a month which is a big help 
towards the firm’s annual paint 
volume of over $30,000. 

“Women do most of the painting, 
particularly inside the home,” Mr. 





John Czuleger, left, and his brother, Charles, Jr., 


help match the colors in drapery materials. 


Czuleger explains, “and we are able 
to sell them rollers because we can 
tell them that this method of paint- 
ing enables an amateur to produce 
a professional job.” 

To back up his statement that 
rollers produce excellent results for 
non-professional painters, and that 
they provide an easy method of 
painting, he cites to customers his 
own experience with roller painting. 

Two years ago, he and a helper 
tested the speed and ease of using 
rollers. Taking turns, they painted 
an 8 by 12 ft room, including ceil- 
ings, in 40 minutes. That perform- 
ance, when reported to customers, 
invariably makes the sale. 

The walls of the store also dem- 
onstrate the benefits of rollers, for, 
one full wall, 65 ft long, was re- 
cently finished by this method. 

And if a further convincing is 
needed, customers are shown a 7-in. 
roller set for either $2.29 or $2.79 
(two different brands and grades). 
Then they show the customer a4 
comparable size nylon brush which 
sells for $14.95. It’s the economy 
that does the trick. 

Another selling point is the ease 
with which rollers can be cleaned 
with water when used with rubber- 
base paints. That has a strong ap- 
peal for housewives. 
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One of the firm's 
price books. 
Items are typed 
with prices en- 
tered in pencil. 





Price Books Save Time for Selling 


“The month it took me to get a 
complete price book for the entire 
store was one of the best I ever 
devoted to my business,” reports 
John W. Wyker, Jr., who is a part- 
ner in the John D. Wyker & Son 
store in Decatur, Ala. Two identi- 
cal price books are kept in the 
store for ready reference to per- 
mit any sales clerk in the store to 
immediately give a customer a 
price. 

Although it is a company policy 
to price mark all merchandise, 
there are occasions when the price 
may have been accidentally re- 
moved. In such instances the price 
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Enable quick quotation on any merchandise in 
stock or for special combinations in plumbing 
section. Cost and discount data is in code 


books give an immediate answer. 
For plumbing and bathroom fix- 
ture departments the price book 
lists all items singly and in all 
possible combinations. With these 
books sales clerks can instantly 
quote complete prices on any mer- 
chandise or combination. 


Discount Prices in Code 


Items bought by contractors and 
others entitled to discounts are 
listed both as to regular retail 
price and discount price, the latter 


indicated in the firm’s own code. 


After the price books were put 
in use it was found that they 


speeded work for the bookkeeping 
department. Telephone sales and 
orders that go out on a construc- 
tion job are usually written up 
with the price column blank. These 
are filled in early each morning by 
one of the sales clerks and all the 
sales tickets for the previous day 
are then ready for the bookkeeper. 
Lists are typed on plain sheets 
with prices entered in pencil be- 
fore the sheets are put under the 
clear acetate covering in the book. 
When a change of prices is made, 
the old one is erased and the new 
one pencilled in. Price sheets are 
kept in heavy loose leaf binders. 
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When Reineman Hardware Co. 
in Burlington, Wis., increased its 
floor space last year in a remodel- 
ing program which involved the ad- 
dition of another building and the 
expansion of its lines and services, 
business began a sharp rise. 

The new addition to the 45-year- 
old store, in a town of less than 5000, 
measures 20 by 66 ft. and gives 
William F. Reineman and his son 
Willis an L-shaped store, with good 
entrances on two important streets. 





Four display windows are now used 
by the store. 


Opening Drew Crowds 


Thousands of people, from miles 
around, visited the store April 19- 
28, last year, to see the new annex. 
Sales hit new peaks during the 
period. Doughnuts and coffee were 
served visitors and a number of 
gifts were distributed. Appliance 
demonstrations during the open 


Exterior of visual 
plumbing division. Identi- 
fying sign has since been 
installed above windows. 


front 


house period were an additional 
traffic puller. 

A structural problem faced the 
Reinemans in planning their new 
unit. The street level of the new 
plumbing division unit is much 
lower than the level of the street in 
which the main store is located. A 
wide, railed stairway was installed 
to permit traffic from one store io 
take a few steps into the other unit. 
People going from the main store 
into the annex must go up several 


wi 


Plumbing display on ground floor of the new annex. 
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Lines for Greater Sales Volume 


steps to reach the second floor of 
that building and see a_ weil 
equipped and roomy appliance dis- 
play. In the same stairwell they 
can go down a few steps into the 
spacious and well lighted plumbing 
and heating department. 


Continuous Wide Aisle 


The wide stairways permit visi- 
tors to the main store to look far 
into both the first and second floors 





How a Wisconsin store added an annex and additional 
lines to better serve its trade. Broad staircase 
connects buildings at differing levels to help 

traffic flow freely between two units 


of the annex display room. Actually 
the layout in the main showroom 
provides a continuous wide aisle 
from the front of the hardware sec- 
tion into the plumbing and heating 
displays and up into the appliance 
floor. 

There are two fine display win- 
dows in the annex building, one of 
which has an angle front for better 
vision from the street. The firm's 
plumbing and heating division en- 
gages the time of 24 of its 35 em- 


ployees and accounts for two-thirds 
of the firm’s annual volume. Ser- 
vice and sales on bathroom fixtures, 
hot water heating, air conditioning, 
warm air heating, etc., are credited 
to the heating division. 


Publicity for Division 


In a four-page, blue-tone photo 
offset advertising folder, distrib- 
uted with a local shopping guide, 
the Reineman store played up its 





Appliance display room on second floor of the new plumbing and heating building. 
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heating and plumbing division as tin or copper decks or roofs. keeps the Reinemans busy follow- at a time 
follows: ‘“‘Upstairs, downstairs, all ing up leads and making estimates. story app 
“Our Heating Department . through the house, depend on Willis Reineman spends a great ing unit. 
We can provide you with many Reineman’s for the finest in plumb- deal of time night and day calling expansio1 
great names in heating equipment ing and heating supplies. We offer on interested home owners and Reinemar 
... Lennox, Timken, American Ra- a wide assortment of metal station- helping them figure out details of ment has 
diator, Kohler, Williams Oil-O- ary tubs, shower stalls and many plumbing and heating problems. 
Matic. We can make all types of other conveniences that can _ be “Many leads come to us through 
applications — gravity or forced properly installed in your base- our service crews,” reports Mr. 
warm air—hot water—steam. We ment. Our _ skilled conscientious Reineman, “because we have hun- 
provide 24 hour service every day plumbers work efficiently and all dreds of jobs sold and installed in 
of the year. work is guaranteed.” this area over a period of years. 
“Our Sheet Metal Department. The store employs no outside People know they can depend on 
Air conditioning, forced air heat- salesmen. Drop-in inquiries on our firm and its service crews and 
ing and ventilating, eavetroughs, these items are so heavy that it that’s an important factor in sell- 
ing plumbing and heating items.” 
The new store has a special dis- 
play of sheet metal parts properly 
identified by neat signs. —— 
. . ment — 
Bathroom Fixtures Display niin: 
There is also an up-front store— tures—ge 
constructed display of medicine tion just 
cabinets and toilet seats, the latter visual fro 
display against a dark blue panel dow and 
background. Twin rows of fluores- kitchen ci 
cent lighting attract plenty of at- 
tention from both sidewalk and 
store traffic. 
A receiving room at the rear of 
the new addition has a low plat- 
form which permits large transport 
trucks to back up close to the build- 
ing and unload heavy merchandise 
more easily. 
Water systems and pumps get 
prominent showing in the new 
store. A window display area 
Staircase from first floor of annex into first floor of hardware section. usually carries a pump display and 
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another well placed display in the 
store constantly calls the attention 
of home owners to the desirability 
of a good water system. The Reine- 
man firm has 24 hour a day, seven 
days a week pump service for 
people in the area. The service men 
are out in any kind of weather ser- 
vicing pumps for dairy and poultry 
farmers to whom a constant supply 
of fresh water means a great deal. 


Good Toy Volume 


In the remodeling program a 20 
by 40-ft. year ’round toy depart- 
ment was also created. Sales in this 
new area have been very surpris- 
ing, states William Reineman, who 
credits a good toy selection, plus 
good display and colorful depart- 
ment decorations as chiefly respon- 
sible for the good toy volume. 

Besides advertising in the Shop- 
pers Guide with a large town and 
rural circulation, the Reinemans 
consistently use two weekly news- 
papers in the area. 

This hardware firm also remod- 
eled its hardware division several 
years ago, taking one department 
at a time. The addition of the two 
story appliance, plumbing and heat- 
ing unit, virtually completes the 
expansion program, says William 
Reineman, which the store manage- 
ment has planned for many years. 


Bathroom equip- 
ment — seats, 
cabinets and fix- 
tures—get atten- 
tion just inside 
visual front win- 
dow and next to 
kitchen cabinets. 
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Water systems receive this attention in one of the annex windows. 


Behind the Reineman store, 
across an alley, is a two story brick 
building 40 by 80 ft. This is used 
for storage, will hold six trucks, 
and the top floor also contains the 
sheet metal department. A bridge 
over the alley has strong support- 
ing steel girders and saves manage- 
ment and employee time. 

In addition to offering heating 
and plumbing and water pump ser- 
vice to customers, Reineman Hard- 
ware Co. will also repair all appli- 
ances which it sells, including 
electric refrigerators. No radio or 
television service is contemplated. 








Radio and power mower repair jobs 
are let out to another company. 

Throughout the store on all 
tables are pads of blue tintea note 
paper which contain the copy 
“Write It—Don’t Say It.” These 
note pads have proved very effec- 
tive in enabling the store to give 
better service to customers and to 
reduce complaints. When the em- 
ployees get into the habit of mak- 
ing memos of all important things, 
commitments, leads, etc., then many 
complaints are eliminated. The 
importance of using these pads 
is stressed at store meetings. 
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$295,000 Gift Volume 


and still growing 


This Detroit hardware store started out with only a 


limited giftwares section but the ladies wanted more and 


more. Now gift sales make up one-third of the total volume 


When Ben’s Hardware, 20017 
Van Dyke, Detroit, Mich., was 
opened for business about 12 years 
ago, owner Ben Gurnicz felt he 
needed something that would at- 
tract women to his store. That 
something was giftwares, and ever 
since gift lines have been a real 
bonanza. 

Mr. Gurnicz’s store is 40 by 80 
ft., one half of it entirely devoted 
to displays of all kinds of gifts, and 
one of his two windows is exclu- 
sively dressed to present his best 
gift buys to the ladies. No wonder 
his annual gift volume ranges be- 
tween $20,000 and $25,000 and is 
still growing. 


Women Help Build Sales 


“We like to bring women into the 
store,” Mr. Gurnicz comments, “and 
we find that they come in the first 
time with their husbands. After 
that the wives come in for a gift or 
two, and also pick up some hard- 
ware or housewares needs. 

He reports the gift department is 
drawing between 400 and 500 cus- 
tomers a week. 

Not only is the department popu- 
lar with women, observes Mr. 
Gurnicz, it has also made many men 
gift conscious, for a considerable 
increase in such sales to men has 
been noted. 

The giftwares department dis- 
play facilities consist of open wall 
displays, glass enclosed counters, 
and a circular, three-tier island dis- 
play right at the entrance to the 
store. This is the tempter, for it is 
tastefully arranged with figurines, 
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One half of the 
store is given 
over to all types 
of gift displays 
which account 
for one-third of 
the store's vol- 


Ben Gurnicz, who, when he opened his hardware store in 
Detroit, hit upon gifts as a traffic draw. He reports 400 
to 500 customers a week in his department. 
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When a well-known writer and hunter gives some 
wise advice—his friends listen. 

Carlos Vinson has made many friends through his 
stories about outdoor life. And sportsmen know that 
his opinions can be depended on. 

Here’s what Mr. Vinson is telling hunters about 
Peters ammunition in current issues of leading maga- 
zines such as Country Gentleman, Field and Stream, 
Sports Afield, and Outdoor Life: 

“I do a lot of hunting. And no matter what kind of 
game I’m after, I count on Peters power to bring it 
down. I use ‘High Velocity’ shotgun shells for ducks 
and fox, and rifled siug or buckshot loads for deer, 
wild boar and bear. There’s no doubt in my mind— 
Peters just can’t be beat.” 

Your customers want the kind of power that Mr. 
Vinson writes about. That’s why it pays you to recom- 
mend and sell the entire line of Peters ammunition. 
There’s no more powerful ammunition in the world 
than Peters “High Velocity.” 


PhS FAS 


SET OT uD 





Peters “High Velocity” big-game car- Power-packed Peters “High Veloc- Hard-hitting Peters “High Velocity” 


tridges pack smashing power for hard- ity” shotgun shells bring down high, 22’s are tops for small game and pests. 

to-stop game. Uniform bullet expansion, fast-flying game. “‘Rustless” non-corro- ““Micro-Perfect” bullets + newest smoke- 

minimum disintegration on impact, max- sive priming for split-second ignition « less powder « special lubrication to pro- 

imum killing energy. “Rustless” non- ““Water-Tite” bodies « progressive-burn- tect rifling « “flat” trajectory + ‘““Rustless”’ 

corrosive priming for fast ignition. ing smokeless powder + uniform shot non-corrosive priming for split-second 
size and shot count. ignition. 


PETERS packs tha. powell 


—— ae 
COU POND PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“Rustless”’ is Reg. U. S. Pat. Off.‘High Velocity” is a registered trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
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Dividing the gift section from the hardware and 


housewares side, is this complete greeting card 
display, itself a profitable business builder. 


pottery, knicknacks, glassware, and 
a wide variety of other gift mer- 
chandise. 

Running back from the circular 
display are tables filled with an 


array of gifts, including silverware 
and ceramics of all types. There 
being almost no end to the kinds of 
gifts a store can stock and sell, the 
wall displays contain many more 





Ben's Hardware reports a $25,000 gift volume, and makes a strong 
bid for feminine trade with one of his display windows which is 
always attractively set up to show a variety of interesting gifts. 
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items. In front of the wall displays 
are glass cases which show off some 
of the more expensive or more 
fragile items. 


Wide Price Range 


Prices in the gift department run 
from as low as 29 cents up to $25. 
With this price range, with the al- 
most unlimited assortment, it is 
rare when the store has to disap- 
point a customer. And for those 
who feel they can’t afford some 
of the higher-priced items, Mr. 
Gurnicz offers the convenience of a 
lay-a-way plan which is decidedly 
popular. 

Dividing the gift department 
from the hardware section is a 
greeting card section, offering 
cards for all occasions. Always well 
stocked, it is a successful business 
getter. 


Twice a year Mr. and Mrs. 
Gurnicz attend the gift shows 
which are held in Detroit, in order 
to see the latest merchandise that 
is being offered. 

The rest of Ben’s Hardware is as 
complete in its lines as the gift 
department, offering tools, house- 
wares, appliances, paints, and gar- 
den supplies. 





Ames, lowa, Merchants 


Welcome Rural Friends 

Ames, Iowa, in the heart of the 
Corn Belt, is known as a city whose 
merchants are always doing things 
to welcome farmers. Last year, 
the retailers scheduled numerous 
meetings with farmers to discuss 
a better rural fire protection pro- 
gram. This program helped to 
show farmers the need for more 
adequate fire protection facilities 
in both their homes and other 
buildings. 

The merchants also sponsored a 
Fall Round-Up Day with 4,000 peo- 
ple being served free pancakes and 
coffee. Merchants also offer a free 
gas tax service to farmers, includ- 
ing free notary service. 

Knowing that many rural groups 
want entertainment for their meet- 
ings,. the Ames merchants spon- 
sored a quartette which has ap- 
peared, without cost, at many rural 
affairs during the past year. In 
1951 the Ames Newcomers Club, 
sponsored by the Chamber of Com- 
merce, sent letters of welcome to 
352 new families in the area. Each 
new woman resident on her first 
visit to a club meeting was given 
a flower and was a luncheon guest 
of the retailers. 
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Powerful Corbin Cabinet Lock Advertising in Popular 
Mechanics, Popular Science, and Mechanix Illustrated means 
increased demand for these fast-selling products .. . right 
in your own store. The small assortment of Corbin 
Cabinet locks and padlocks illustrated above enables 


ay Popular Mechanics 4 you to meet practically every need. Order a stock from 
F meet- Popular Science 7 \ ae : 
Se. your Corbin jobber NOW! Display them up front. 


spon- Cabinet Locks 
Rene } They'll SELL, faster than ever before. 
JUNE 


Mechanix Illustrated \ 


Cabinet Locks ' 
Be sure to make every sale . 
JULY 7 Ss ; 
i vie eee with CORBIN 


Popular Mechanics 


—— corey Corbin Cabinet Lock Division 


includ- 


The American Hardware Corporation, New Britain, Connecticut 
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Cheney Nail Holding Ham- 
mers are easy to self be- 
cause they have that special 
feature — the Nail Holder | 
that sets the nail — and 
they are finely made, cor- 
rectly balanced. Order some 
from your jobber today and 
see for yourself how your 


hammer sales increase. 


Representatives 
JOHN H. GRAHAM & CO. 
New York, N. Y. 


SANFORD BROTHERS 
Chattanooga, Tenn. 


HENRY CHENEY HAMMER CORP. i 


Little Falls, New York 





Signs high on the front and 
side of the store of Mell’s Hard- 
ware in Madison, Wis., call at- 
tention to people some distance 
from the store to the fact that it 
is headquarters for electrical and 
plumbing supplies, hand and 


, 


Signs Attract Attention to Store 


renee ened 





These signs are responsible for many impulse visits. 


power tools, builders’ hardware 


and glass. 
One sign faces the street and 


the other an adjoining service 
station. The store management 
credits many impulse visits to 
these signs. 








— 


Jew 


"Guess you'll have to try some place else. 





HARDWARE HUMOR 
By Hardware Age 


Your pick won't fit any of our handles.” 
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Jool Bar 


THE WORLD’S GREATEST TOOL-SELLING INSTRUMENT 





Sool Bar 





se! IS STAMPED ON EVERY WORIH Tool, 


| REGARDLESS OF THE BRAND NAME 


(Symbol Trade-mark Reg. U. S. Pat. Off.) 
y 
f 


ASK OUR WHOLESALE DISTRIBUTORS 


The Peck, Stow & Wilcox Company since 1785 Southington, Connecticut, U. s. A. 


THE HARDWARE RETAILERS’ Feoris- MAKING TOOL SOURCE 
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6 Turnovers 


on $9,000 cutlery and flatware stock 


A combination of window dis- 
plays, front - of -the-store depart- 
ment, big stocks and holiday adver- 
tising help Hawley Hardware Co. in 
Bridgeport, Conn., get from five to 
six turnovers a year on a $9,000 in- 
ventory of cutlery and flatware. 
Emphasis is always on nationally 
advertised quality brands. 

Approximately 60 pct of the 
firm’s cutlery and flatware sales are 
for gift purposes and fully 90 pct of 
the department’s sales are made to 
women. 

Window displays are used for the 


How a hardware dealer attracts feminine trade 
by promotion of these lines in a city store 


department at least four times a 
year and usually for periods of two 
weeks or more. Says Charles Bate- 
man manager of the cutlery and 
flatware department: “A window 
display of cutlery and flatware will 
always attract feminine trade as 
women want good cutlery. They 
take pride in its ownership. Women 
know that good cutlery will last for 
many years and that it will hold its 
edge. They want quality cutlery and 
flatware on their dinner tables es- 
pecially when they have company. 
“We never use a mass display 


: 
H 





eel Hl 
Hie Be 





window on cutlery. We think that if 
you leave space between merchan- 
dise, window shoppers get a better 
opportunity to focus their vision on 
individual merchandise. Price signs 
are used on all of our merchandise 
displays.” 

These lines get up-front display, 
at all times, in the store to attract 
feminine traffic. The department oc- 
cupies about 15 ft. of floor space 
and includes displays of flatware, 
household cutlery and pocket knives. 

All merchandise displayed in the 
department is shown attached to 


Neat and attractive is this front-of-the-store display. 
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Take a good look at the threads on a Bethlehem 
Bolt, and you'll see why these bolts are so well 
liked by your customers. Bethlehem Bolts have 
smooth, clean threads for easy fit and accurate 


assembly. Easy-to-grip heads, too. They're goad 















bolts in every way! 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 


gETHLEHEY 
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VLCHEK 


SELL VALUE—SELL VLCHEK 


One of our most popular items 
THE VLCHEK TOOL COMPANY ¢ 3001 East 87th Street, Cleveland 4, Ohio 


2. Precision ground, edged, and heat-treated. Bright plated. 
4. Bright, red, plastic display stand gets attention, helps sell. 


3. 48 pieces to satisfy 90% of your demands. 
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Cutlery, flatware and other household gift items were shown at varied 
levels on a medium green covering and against paper simulating 
a yellow brick wall. Note prominent price tags. 


the display fixtures. This prevents 
pilferage and helps keep the depart- 
ment in neat condition at all times. 
Cutlery and flatware items are 
tagged with letters indicating the 
stock shelf or drawer locations of 
stocks. 

Sales are not made from the dis- 
play shelves or panels because cus- 
tomers want new merchandise in 
original packaging. Scissors and 
shears are in wall display racks and 
are mounted on plastic dowels. 


Compact Displays Pull in Fishermen 


By placing a 

rack of fishing 
rods and a panel 
of baits and 
lures on a wall 
and in back of a 
window area, 
Zollman Bros. | 
of Milwaukee 
attract consid- 
erable attention 
to their sport- 
ing goods de- 
partment. An- 
glers selecting a 
reel in the glass 
case at the wall 
location find 
baits and rods 
nearby. The 
panel, which 
conceals reserve 
stock in a wall 
cabinet, dis- 
plays about 100 
baits and lures. 


Special emphasis is given to cut- 
lery and flatware at Christmas and 
other gift giving periods in the 
firm’s newspaper advertising. At 
other times the firm relies upon its 
windows and store display to at- 
tract business. 

It is not unusual for a woman 
making a gift purchase in the de- 
partment to return at a later date 
to buy like items for her own home 
or to obtain other merchandise she 
noted and wanted. 
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Show this Display 
/t Sells More Tools 


The adjoining rack offers a lineup of about 25 rods of varied lengths 
and types. Slit rubber stripping, attached to the center crosspiece, 
enables easy removal of rods for inspection. Handles rest in a groove 
at the bottom of the display. 


VLCHEK 
PUNCHES 


CHISELS 


A 
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RELY ON THE 
DEPENDABLE SUPPLIER 





Sounds trite to say—"’Rely on the dependable 
, supplier” . . . but not these days. 
tie up Slipshod deliveries, shortages, hot air promises 
with the make a dependable supplier of metal mouldings or 
other products of dollar-and-cents importance to you. 









dependable Now is the time, as many of our new customers tell 
. us, to tie up with a dependable name. Ask any of 
oe oe our customers, new or old, about 


Youngstown’s reputation. You will find we have 
been dependable suppliers of metal mouldings for some 
mouldings 25 years. 

For a steady and stable source for metal mouldings, 
ask for name of our nearest distributor. 


metal 


UPERIO 
YOUNGSTOWN MANUFACTURING, INC. 


66-76 S. Prospect St. - Youngstown 6, Ohio 
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Fishing Contest Puts New Life 
In Sports Goods Sales 


When Winston Randolph joined 
his father—R. T. ee ae 
partner in the Sprouse Bros. Hard- 
ware store in Springfield, Tenn., 
he began studying ways to win 
more friends and influence ie 
customers in the sporting goods 
section. The store was making good 
progress, but somehow the sporting 
goods department was not thriving. 
The younger Randolph started to 
revive the section by increasing 
the variety of goods to interest 
both fishermen and hunters. 

One method used to increase 
traffic and build better volume jas 
sponsorship of a fishing tage 

Dates of the contest were June - 
to Oct. 25, inclusive, with awards 
for the biggest fish in each of six 


Expansion of fishing goods stocks helps firm 
attract more traffic for better sales 


rpes and awards for the best 
pol of any kind of fish and for 
the second best string. 
Contestants were required to 
visit the store for entry blanks but 
were not required to make pur- 
chases of any kind. ay 
Awards included reels, artificial 
bait, minnow buckets and a power 


light. 
Contest Increased Traffic 


Sponsorship of the contest pulled 
considerable traffic into a 
Since fishing fans enjoy telling o 
and showing their catches the con- 
test was an immediate hit — 
anglers for miles around. Many o 
these anglers visiting the store to 





his is the type 
i dolph, left, tells a customer that ¢ | 
epee tie ya at to catch a big one at Center Hill Lake. 
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acquire entry blanks tarried to buy 
fishing equipment as well as mer- 
chandise in other departments. 

In the fishing goods section of 
the store these fans saw hundreds 
of baits and lures and other fishing 


Below—Blank used by 
all contest entrants. 


FISHING CONTEST 






I hereby certify that I am a Dative of Robertson County or 
have lived there for five (5) years and am now living in another 
county or state, and that the fish described and the following stete- 
ments sre the truth 













Kind of fish eee Date Caught. 
Weight icine Length a 
Weight dvessed = a 
Lake or stream where caught scoaeheenetnshsntinsenpenenas 
State County 

Fishing license No. Rod used Reel 

Line Test - Leader Test 






Kind of fly, ping or live bait used ——--+ 





Color combination of plug or fly pattern used 





As nearly as Possible list exact site. ®pproximate depth, where 
fish was caught. 





If requested to do so by the judges, I agree to furnish an aftida- 
Vit attesting to the truth of the above statements 







Cought by (signed) — _ —— — a 






Address City - TA, am 
Fish witnessed and meas''rements verified by 










1. Name - — a —— 
Address —————. Address ___ $e 
1. Catfish 5. Small Mouth Bass 
Prize: Horrick-Ibbson reel, 200 Prize: Assortment of artificial 
yerd capacity = ; 
he 
a rize: ay chest. 






Bass 

Prize; Pfieuger Akron reel. Best String Any Kind Fish 

3. Large Mouth Rass tertise Delta power me with bat- 
z ery an pound test line. 
we Wright-McGill casting Second Best String Any Kind Fish 
Prize: Minnow bucket, 1 gal 
4. Bream & Biue Gilt thermos jug and 6 Packages of 
Prize: Horrick-Ibbson fly rod. Eagle claw hooks. 

1, The contest is open to all fish (in above 8 classes) caught in 
Tennessee public waters from June 28 to Oct 25, inclusive. Entries 
must be received not later than Oct. 31. 

2. Contest is limited to fish taken with hook and line. 

3. Contest is restricted to amateurs: Commercial fishermen, dock 
and lake managers, 



















bers of his family are not eligible for prize consideration 

4. All information asked for on the above entry blank is essen- 
tial but failure to supply @ satisfactory Photograph will not dis- 
qualify entries. 

5. Contestants agree to abide by the judges’ decision and if re- 
quested to do so furnish affidavits attesting to the truth of all 
statements made in the entry. 

6. Contestants may make as many entries in as many classes s5 
they wish; the judges’ decision on the biggest fish will be final, 

7. Any fish caught since the 14th day of June will be eligible 
for entry. 


SPROUSE BROS. CO. 
oo re 













Fish Guns 
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Thar’s exfra gold 


in FROSTOFOLD 



































Ss firm « e 
Nationally advertised! 

sales 

Consumer preferred! 
| to buy PRELINED Approved by Good Housekeeping, recom- 
as mer- ~ mended by leading home economists, preferred 
ants. FOLD by millions of consumers as the best way to 
tion of tbo Saati home package frozen foods .. . that’s Frostofold! 
undreds FROZEN FOOD Stock and display famous Frostofold materials 
fishing CONTAINER now ... cash in on the great and ever-growing 

demand for them! 

NEW LOW PRICES! Despite mounting costs, Frosto- 
used by 
aivaaie. fold materials are priced lower to move faster 


this year—and this promises to be the biggest 
home frozen food packaging year yet! 

yT A COMPLETE LINE! In addition to pre-lined Pt. & Ot. 
containers, Frostofold offers attractively pack- 
aged Pt. & Ot. Bags, Poultry Bags, Polyethylene 
Wrap ... complete materials for all home food- 
packaging needs. 


MAKES YOU HEADQUARTERS! Display Frostofold ma- 
terials and you automatically become a No. 1 
headquarters for the best and most wanted frozen 
food packaging materials. Frostofold gives you 
FREE posters, counter display and other sup- 
plies to help tell and sell youy customers! 












Both Pt. and Qt. sizes are packed 
flat in 50’s or 25’s . . . Special 
filling funnels furnished . . . Rec- 
tangular shape saves space... 
‘‘Look-see’’ window and top 
labeling make identification 
easy! Many other exclusive 
Frostofold features! 


Only Frostofold Containers are 
pre-lined with moisture-proof 
bag for jiffy set up, easy filling, 
efficient heat-sealing! 


Raitt ORB BUR oe 

Povareneed by > 

Good Housekeeping 
ras ADVERTISED me 


Ask your Jobber for full details about Frostofold prod- 
ucts, prices ... and extra profits! 





THE INTERSTATE FOLDING BOX COMPANY ° MIDDLETOWN, OHIO 
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25,000 BTU Size, single unit 
50,000 BTU Size, dual unit, (heat 
outlets for two rooms are on the 
opposite sides of the wall) 

Entire unit above floor level for 
easy cleaning below. 

Adaptable for use with Robert- 
shaw or General controls. 
Royaltex finish is designed to 
blend with any color. 

Has famous lifetime Royal cast 
iron burner with drilled raised 
parts. 

AGA approved for Nat., Mfg.. 
or LP Gas. 


one 
CHATTANOOGA IMPLEMENT 
AND MANUFACTURING CO. 


Chattanooga 6, Tennessee 


QUALITY SINCE 1891 
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A customer, left, talks to Mr. Randolph after having 
selected his own purchases without any assistance. 


gear, each item being plainly price 
marked. Actually many of the en- 
trants were first-time visitors to 
the store. Many high priced fish- 
ing needs were sold but there was 
a particularly brisk volume in ar- 
tificial minnows at $1.10 and lures 
at $1.25. 

Fish entered in the contest were 
weighed and measured by officials 
of the Robertson County Sports- 
men’s Associa.ion, with judging by 
three association members. 

Photos of winners were shown 


in the Robertson County Times to- 
gether with a news story telling of 
the types of fish caught, how they 
were caught and by whom. 

The two most popular fishing 
resorts for Springfield anglers are 
Kentucky Lake, one of the TVA 
chain located about 50 miles west 
of Springfield, and Center Hill, a 
similar lake about the same dis- 
tance east. Hundreds of local 
disciples of Izaak Walton fish in 
these two lakes. 

During the fishing seasons the 


Some winners of awards in last year's fishing contest sponsored by the 
Sprouse Hardware Co. Winston Randolph is to the extreme right. 
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~~ ‘is sweeping the country! 


Thousands of repeat orders from coast to coast prove the 
tremendous popularity of this sensational, low priced . . . 


PRO-TEX all-purpose STOVE & TABLE MAT 


(ie 
“A MAINE — “Rush 300 dozen ILLINOIS — “Add 100 Hot NEW YORK — One store 
each size Linen mats.” Dish sets to next Linen sends 6 repeat orders in 


shipment.” 2 months. 














CALIFORNIA — Reordered 8 
times original quantity in TEXAS — First shipment sold GEORGIA—"Triple my orig- 
out in less than 3 weeks. inal order on all 7 sizes.” 


Don't delay! Send your order NOW! 


1 month. 


Yes, LINEN has made a terrific hit with housewives! This 
beautiful modern textured design (printed on steel) harmon- 
izes with every color scheme. Priced low for volume sales 
... 101 uses in the home. . . available in all 7 popular 
PRO-TEX sizes and in fast-selling hot dish mat sets. Make 
LINEN your first choice for a power-packed promotion! 











New PRO-TEX 
Floor Display - 
Merchandiser 


Helps Y 


nll 


a 








THE (olden. Orchid, GIFT PROMOTION 


for Year Round Sales of Universal Electric Blankets 





Start now to cash in on the tremen- 
dous gift market opportunity for sales . 
of Universal Electric Blankets during ae UNIVE) 3 
May and June. Each year 1,800,000 \j% NEDSS DS TT ey a 
brides, 35,323,000 anniversaries and ¥F 1 Ra, or — 
110,000,000 birthdays make every day 
a gift day! Be sure of your share with 
Universal’s spectacular gift promotion 
for electric blanket sales. 


SEE YOUR 
DISTRIBUTOR TODAY! 
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FEATURING THE 


Golden Orchid, 


A beautiful gift box that’s a self-selling 
display as well. Decorated with a beautiful golden 
orchid, it’s a fitting background for a luxurious gift 





and as a display in your store. Inside the cover, in Get complete details today 
full color, is the complete sales stor oll as 
r an ental >aprmdasehe es and Get Set for PROFITS! 


instructions for using the Universal blanket. 
It answers customer questions . . . makes sales easier. 


Full color national ads in major magazines, top radio 
and TV shows will all be promoting this tremendous 


gift story. And there’s a complete promotional kit AY ° 

for your store... everything you need for a sell-out, ell with Confidence 
including exotic Hawaiian orchids to pull in cus- Every Universa| Electr; 
tomers—gift certificates and ad mat sheets. ectric Blanket 


: NOW carries g 
Wo Year Warranty 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. — 
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Randolphs display a bulletin board 
telling about good fishing places, 
how the finny tribe is biting and 
who has recently caught some big 
fellows. This bulletin tells what the 
successful anglers used, where they 
used it and how. 

The front show window is fre- 
quently devoted entirely to elabo- 
rate displays of angling equipment. 
“I make this window say that we 
have everything a fisherman needs,” 
says Winston Randolph. Varied 
types of rods, reels, lures, baits, 
fishing vests, outboard motors, 
minnow buckets and other fisher- 
men’s goods are shown. Each item 
is plainly price marked as are other 
types of goods in the show room 
itself. 

The Randolphs find that the most 
effective way to sell a fisherman is 
to let him browse around among 


the fishing section displays. When 
the fisherman begins to show special 
interest in specific items he is then 
approached with an offer of as- 
sistance. 

Often Mr. Randolph is able to 
say to a prospect that “this is the 
kind of rod and reel with which 
so-and-so caught a 10 lb. bass in 
Center Hill Lake. Here is the type 
of lure with which he snagged that 
bass.” 

It is not unusual for an angler 
to walk into the department, with- 
out speaking to anybody, pick out 
a rod that he likes, pull a reel out 
of the case, attach it, hold it in a 
fishing position and swing it around 
before saying a word. When such 
a customer has made a selection 
he is approached by Mr. Randolph, 
who often makes an immediate and 
worth while sale. 





Features Power Tools 


This compact power tool display 
unit at the H. Lorleberg Co. store 
in Oconomowoc, Wis., is painted 
canary yellow with brown trim to 
make it a real eye-catcher. Made 
of 1-in. lumber and %-in. plywood, 
it has a low shelf for portable 
saws in back of which is a panel 


HARDWARE AGE, MAY 15, 1952 





on Colorful Display 


for showing blades, discs and 
other parts. The upper shelf shows 
other types of portable units and 
supports a panel for showing buff- 
ing and other accessories. 

It is located near the main wrap- 
ping table and has been the means 
of increasing sales in these items. 





Compact and colorful, this display gets plenty of attention. 


























Every family is a prospect for Stanley 
Closet Bars, tenants as well as home 
owners ... and these “solid sellers” meet 
every buyer’s requirements. Sturdily con- 
structed of two telescoping tubes, they 
are made‘in 4 sizes: 18” to 30”, 30” to 48”, 
48” to 72”, 72” to 96". Largest size extends 
to 120” with center support. See your 
wholesaler. Display prominently for best 
results. The Stanley Works, New Britain, 
Connecticut. 








The most famous doors in the world 
swing on Stanley hinges 


The Stanley Works, New Britain, Connecticuy 


[ STANLEY ] 


Reg. U.S. Pat. Off. 
HARDWARE © TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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Toys Can Be Sold All Year 


... this dealer proves it 


How to operate a successful year- 
around Toyland is being demon- 
strated by Melton’s at Macomb, III. 

Specializing in hardware, house- 
wares, paint, wallpaper, and appli- 
ances as well as toys, this store has 
found that they are an important 
source of volume. 

The major portion of the store’s 
60 by 40 ft. basement salesroom is 
devoted entirely to toys. And 
while Christmas is the peak season, 
children and parents come in daily 
throughout the year to look and to 
buy from the large selections of 
merchandise on the counters and 
store-built island displays; to try 
out for themselves the many models 
of wheel goods, tricycles and pedal 
cars. 

Frances Heinze, whose husband, 


Melton’s Toyland 
takes up most of 
a 60 by 40 ft 
basement sales 
room, and is an 
active selling 
department 12 
months of the 
year. Stress is 
placed on quality 
items. 


Melton’s builds toy volume each month to 
a Christmas sales peak—and beats dime 
store competition with quality items 


W. C. Heinze is a partner with 
A. A. Melton in the business, does 
most of the buying and selling of 
toys. She credits the store’s repu- 
tation as a toy center to its large 
variety of quality merchandise, 
priced right, and to the practice of 
paying individual attention to cus- 
tomers, young or old. 


Takes Lowest Markup 


The store takes the lowest pos- 
sible mark-up, even on fast moving 
items to remain competitive, price- 
wise, with others selling toys, and 
in its merchandising makes little 
effort to compete with dime store 
toy departments. Few items are 
priced at less than a dollar. 


Instead, it specializes in the 


, “he 47 a igs 74 <i : t Gy 


> a a 
CTX, i 


ee 


larger and more expensive items; 
small tractors at $12.95, and pedal 
tractors at $28.50; toys such as a 
33-in. fire engine, cement mixers, 
and automobiles built to scale. All 
of these have been found to be good 
sellers. 

One entire island display shows 
guns and holsters, popular sellers 
throughout the year, which move 
especially fast around the Fourth 
of July. Another display is de- 
voted entirely to small cars, an- 
other twelve-month seller. 

Trains and other mechanical 
toys such as merry-go-rounds, get 
special emphasis as Christmas gifts 
by building special displays for 
them during the holiday selling sea- 
son. And then there are toys— 
games, puzzles, and books—that 
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WARM UP PROFITS! 


with these 


WASHINGTON 


Range and Heater Values 


Follow the example of profit-wise Washing- 
ton dealers who put the heat on sales with 
these competitively priced ranges and heaters. 
As one dealer puts it, “you don’t have to be a 
carload buyer to make money with the Wash- 


ington Line.” 


Shown here are a few of the new models... 
part of a complete line, quality made and 
attractively priced . . . designed to fill the 
needs of every family. Ask your Washington 
Distributor for details or write direct. 


GRAY & DUDLEY COMPANY 
Established 1862 
NASHVILLE 3, TENNESSEE 





WASHINGTON VENTED NEW WASHINGTON 





GAS HEATERS OIL BURNING HEATER 
Two sizes in radiant circulator Noted for fuel saving, long 
models; three closed circulator service and modern styling. 
dels. Meet al ft every gas Down-Draft, Hot-Blast combus- 
heating requirement. Also Un- tion gets more heat from less 
vented Heaters. fuel. 


The Most Complete Line! 
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FLEXISEAL 


CAULKING 
COMPOUND 


You offer your customers the finest 
Caulking Compound on the market 
—ring up more sales at generous 
profit margins — build profitable 
repeat business from eatisfied cus- 
tomers — when you stock and rec- 
ommend FLEXISEAL Caulking 
Compound. 


FLEXISEAL quality is UP — but 
FLEXISEAL prices stay down! 


Users prefer the distinct whiteness, 
the easy application, the long-wear- 
ing qualities of FLEXISEAL Caulk- 
ing Compound, and the attractive 
retail prices! 


Stock it in four convenient 
packages! 

@ SPOUTED CARTRIDGES 

@ REGULAR CARTRIDGES 

@ QUARTS, GALLONS, and PAILS 

@ COLLAPSIBLE TUBES 


FLEXISEAL 


Meets and exceeds 
Federal Specification TT-C-598 


If YOU didn’t triple your Caulking 
Compound sales in 1951, then — 
Order FLEXISEAL from your 
favorite Jobber 
or write 


LANDEN PUTTY WORKS, Inc. 


MASS. 


MALDEN, 














Many of the displays, such as this one which makes use 
of what might ordinarily be lost space, are store-built. 


make good 652-week sellers also, 
for children who may be ill. 

As part of her merchandising, 
Mrs. Heinze also keeps a want list 
of toys not in stock. When an item 
on the list comes in, she telephones 
the customer who asked for it. 
This builds goodwill and volume 
for her Toyland. 

Melton’s counts among the most 
popular toys those which are copies 
of real items; something that 
mother or dad uses, such as the 
latest model auto, or ironing boards 
and washing machines. Boys seem 
to favor guns and items that help 
them imitate “he-men,” while girls 
are more inclined to want novelty 
dishes and household equipment in 
miniature. 

People also want durable toys, 


‘ 


Mrs. Heinze observes, generally 
preferring steel or aluminum play- 
things. 

But whatever the toy trend, Mrs. 
Heinze won’t buy anything the 
store can’t stand in back of. She 
places toy orders with many whole- 
salers, and often is guided by the 
manufacturer’s reputation, and 
those lines which represent the 
best in toys. Others are elimi- 
nated from her buying list. 

In selecting a new item for Toy- 
land, only a few are bought on the 
first order even if this means that 
Melton’s has to forego an attractive 
quantity price. Then, if the item 
proves to be a best seller, the order 
is increased. 

While the Melton store adver- 

(Continued on page 104) 


Frances Heinze, who buys and sells toys, helps a youngster with her 
selection. Individual attention to young and old plays a big part 
in making the store a real toy center. 


HARDWARE AGE, MAY 15, 1932 


/ 











generally 
um play- 


Why be satisfied with ordinary volume when nationally- 
advertised Flatlux can give your sales and profits a big 
healthy shot-in-the-arm. Made with oil for long-lasting 


ans that 
tractive beauty and dependable performance, Flatlux is fully 
oe \ washable, easily applied over walls and wallpaper alike 
and priced right. Take advantage of the wide-spread 
adver- consumer demand for this top-flight made-with-oil wall 


paint and spotlight BPS Flatlux on your shelves now. 
A word from you can make this your biggest paint year! 










roll 
other paint line can match these magnificent ubdued sheen finish go on smoothly with Mi 
Wao [-1-1 oN ce) (ole Ma ce] am ol-Toll] A Mmelale Mel =) 0) is Mol mm (elal= brush or roller. Get them now and get a bigger = A] I} 
-ompletely washable and made with oil for  alolgcMeh Me Zell amel-1-] obiae)(olm@alels <2 or 
ermanence, Flatlux Regal Colors dry to-a Oi 


The Patterson-Sargent Company, 
1325 East 38th Street, 
Cleveland 14, Ohio 


I'd like to know more about the BPS Line and its profit advantage 


eee 


ADDRESS_ 














Aggressive Promotion Built This Business 


In Monroe, N. C., initiative, re- 
sourcefulness, and perseverance 
made the climb up from the bot- 
tom of the business ladder possible 
for the C. A. Keziah Builders Sup- 
ply & Hardware Co. 

From a beginning in 1945 with 
200 bags of cement and only $371 
in cash, Mr. Keziah and his sons 
developed their small business to 
the point where they can cite these 
figures: for the latter part of 1945 
and all of 1946, a sa'es volume of 
$116,000; 1947, $160,000; 1948, 
$248,000; 1949, $252,000; 1950, 
$313,000, and 1951, about one-third 
ahead of the previous year. 

The Keziah formula for develop- 
ing a big business depends on: (1) 
discounting every bill; (2) watch- 
ing accounts receivable and collec- 
tions; (3) constant customer ser- 


92 


It’s a hardware business that private initiative built 
up to a six-figure volume from a start with only 200 
bags of cement and $371 capital. Aggressive selling and 
skillful use of manufacturers’ aids keep volume growing 





In the paint department, Robert D. Keziah helps a home builder 
select a suitable color scheme. Combined paint and hardware 


volume is about $105,000 yearly. 


HARDWARE AGE, MAY 15, 1952 











built 
- 200 
g and 
wing 











But—there’s no substitute for Opal! 


Multi-Strand —_ 
... the exe 
perfect wire alignment, better tacking surface. 


No Roll-Back 
...lies flat when unrolled... can’t snap back. 


Everyone .. . particularly the insect .. . 
agrees there’s no steel screening like Opal! It’s 
precision-made . . . drawn and woven by the best 
craftsmen in the industry. 

Opal not only looks better, it lasts longer, 
is easier to install. Here’s the screen that gives top 
value for every foot. Look over the features ... 
they‘Il show you and your customers why Opal is 


America’s most popular screening. 








ACTUAL QUOTES 
FROM DEALERS 


oolf you can’t send Opal, 
notify us.’’ 





“‘,..-Ship only Opal.” 


“...35 rolis—and please 
be sure it’s Opal.’ 








““...You spoiled me for 
other screening.”’ 


“*,..Same as the last time 
ee-Opal, with the ruler 
marks on the side.’’ 
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Measure Edge 
No fumbling with rulers ... Opal Screening is plainly 


marked in six-inch and one-foot measurements. 


Uniform 
... precision-drawn wire, expert weaving .. . these 
make Opal the most uniformly perfect screen you 
can buy. 

Even 


...ho stretching or pulling during installation... 
fits frame perfectly on all sides. 

Appearance 
Full-gauge, hard-drawn steel wire with weather- 
proof white satin finish. 


Opal is the screening for building volume, 
repeat sales, profits. Order yours now! 


Fitting Companions... 
...fto Opal are Aldura, the new Alclad aluminum 
alloy that doesn’t stain, and Liberty Bronze, a 
superior full-gauge wire that defies weather. 
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LU MUMMIES 


Write for catalog and price 
calculating surface table booklet 
















Keep after 
this brand 


with its little 
“trade” man 





(eae 


famous to 
so many people 














‘for so many 
good reasons! 





They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick “Diamond- 
Arrow” and “Diamond-Dart’ casters 


and rubber cushion 
glides. First in cus- 
) tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 
ville, Ont. 


Bassick Su 
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vice; (4) resolution and resource- 
fulness in buying; (5) steadiness 
in manufacturer relations and (6) 
aggressive selling. 

One of the outstanding charac- 
teristics of the firm’s operation is 
its attitude towards its manufac- 
turer and wholesaler suppliers. 


The Best Salesmen 


“Our best salesmen are manu- 
facturers’ salesmen,” Albert L. 
Keziah, son of the owner and a 
partner states. “They tell us of 
someone looking for merchandise 
we stock, or give us leads on jobs, 
or tell us where to get any item 
needed by one of our customers. 
All of these tips lead to sales.” 

Robert T. Keziah, another son 
and partner, tells how a manufac- 
turer not able to supply his firm, 
referred him to the local distributor 
in Charlotte. “We took the pick-up 
truck,” he remarks, and were able 
to buy about $300 worth of lock 
sets. We sold that lot and went 
back for more. With this distrib- 
utor’s cooperation we were able to 
buy and sell about $10,000 worth of 
this merchandise in a few weeks.” 

Builders Supply and Hardware 
is still doing business with that 
company and with other manufac- 
turers who found a way to supply 
it when materials were scarce. And 
these same manufacturers have 
supplied the firm all through the 
present Korean situation, Bob 
Keziah reports. 

He advises: “Get a good, sound 
line and stick with it. If you don’t 
shop from one to another your sup- 
pliers will try to keep you supplied 
when shortages appear.” 

One important factor in the 


firm’s ability to get merchandise is 
its record for prompt payment. 

“We've lost just four cents dis- 
count since we’ve been in busi- 
ness,” says Bob Keziah, who keeps 
the accounts, “and that was a mis- 
calculation on my part.” The dis- 
counts taken annually amount to 
$6,000 or $7,000. 

Important in its promotional 
program is the company’s use of 
manufacturers’ sales aids. While 
Builders Supply and Hardware 
spends about $5,000 a year in ad- 
vertising, it makes the most of 
tying-in locally with its suppliers’ 
selling helps. 

Since about 90 pct of the firm’s 
business is with farmers, it con- 
siders one of its most important 
promotional tools a house organ 
issued by one of its manufacturer 
suppliers. Entitled, “Business of 
Farming,” the firm sends out 2,500 
copies eight time a year, covering 
all rural routes out of Monroe. In- 
dividual ads carried on the maga- 
zine’s back cover push hardware, 
tools, farm and garden’ supply 
lines. 


Brand Names Stressed 


Trade marks and trade names of 
lines handled by the store are im- 
printed on its statements and in- 
voices from cuts furnished by 
suppliers. Similar imprints are 
also used on mailing envelopes and 
envelope stuffers are sent regularly 
to customers with mailings. 

In June and July a crew of boys 
is hired to distribute sales litera- 
ture from door to door. These con- 
sist of color cards, paint and 
enamel folders, leaflets on orna- 
mental iron work for screens and 





Albert L. Keziah suggests the proper tool for a job. Product 
information plays a big part in the store's customer relations. 
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Seasonal displays of products for the 
clean-up jobs around the home... 
laundry work ... window washing 
... trash, garbage, and ash disposal, 
etc. ... should take advantage of the 
famous J&L name on galvanized ware. 
It’s a name that stands for leadership 
and high standards of manufacturing. 
J&L Ware is a smooth line to handle. 
It sel/s with little time and effort on 
the part of your sales people . . . and, 
it’s priced to cover the big volume 
market with a healthy 
profit for the dealer. See 


your local Hardware 






Jobber. He will provide r a. WARE 


you with prices and in- 





formation on delivery 


schedules. 


JONES & LAUGHLIN STEEL 
CORPORATION 


CONTAINER DIVISION 
Le Oo &2 ts ee @ ie 


galvanized ware plants; TOLEDO, OHIO ana ATLANTA, GEORGIA 


HARDWARE AGE, MAY 15, 1952 











The store keeps open on all hunting holidays for the express 
purpose of servicing sportsmen. Hunting and fishing licenses 
are available there. Shirley Keziah demonstrates a gun model. 


windows, electrical appliances and 
other merchandise. 

Use of such manufacturers’ lit- 
erature resulted in doubling sales 
in paint alone. Paint volume an- 
nually is about $15,000; about 50 
pet gained from farmers, 25 pct 
from contractors, and 25 pct from 
home owners. 

Newspaper ads are run weekly 
in the spring and fall, making lib- 
eral use of manufacturers’ mats 
or cuts, and frequently more than 
one ad is run in a single issue. 
Much of this advertising is also 
cooperatively sponsored by the man- 
ufacturer of a featured product. 


Cooperative Advertising 


One unusual cooperative adver- 
tising promotion was built around 
a sales letter on floor furnaces paid 
for by the manufacturer but 
printed on the Builders Supply and 
Hardware Co. letterheads and dis- 
tributed with an issue of “Business 
of Farming.” 

And at the end of the year, a 
manufacturer and the hardware 
firm broadcast a joint message to 
customers over the local radio 
station. 

Additional store promotions in- 
clude the mailing of 2,000 calen- 
dars with one partly paid for by a 
manufacturer. Yearly Christmas 
cards are mailed to all customers; 
yard sticks, paint paddles and 
painter’s caps with the store name 
imprinted are given to customers 
visiting the store. 

Closely allied to the Builders 
Supply and Hardware’s promotions 
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is its concept of customer service. 

“Service is the most important 
thing in the business,” states Bob 
Keziah. “But how can you render 
service if you haven’t the merchan- 
dise customers want? 

“We'll stock anything a man 
wants—even a locomotive. The 


minute we get a request for some- 
thing we don’t have, we make out 
an order for it, find it, and deliver 
it as soon as we can get it. That’s 
another big reason our business 
has grown.” 

In searching for items not in 
stock, Bob Keziah points to the 
HARDWARE AGE “Who Makes It?” 
Catalog as his first source of infor- 
mation. The “Who Makes It?” is- 
sue has been werth the subscrip- 
tion time after time,” he reports. 


A Source of Inspiration 


To C. A. Keziah, trade magazines 
are a source of inspiration. “Many 
a time I read an article in Harp- 
WARE AGE that makes me realize 
that if someone else can do it, I 
can do it,” he observes, “so I go 
out and do the job.” 

When it comes to aggressive sell- 
ing, the Keziahs operate in this 
manner. Recently when Bob Keziah 
was hospitalized for several days, 
he visited another patient in the 
same hospital who was building a 
home, and ended up by arranging 
for Builders Supply and Hardware 
Co. to furnish some of the ma- 
terials. 

This led to the discovery that a 

(Continued on page 98) 





Features Color Chart in Paint Window 





seeet 








ae oe 


ATix 
ehh wien tae: 


Typical of the paint windows used at Hinz Hardware at 8725 North Ave. 

in Milwaukee, is this built-up display in the center of which is a manufac- 

turers’ color chart. Attractive windows, including manufacturers’ display 

material, always bring a bigger traffic in paint and related lines, ac- 
cording to R. H. Hinz. 
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HH] 4 YOUR CUSTOMERS 
@ 


WANT 
DISHWASHERS NOW! 


SURVEYS INDICATE OVER 12,000,000 HOMEMAKERS 
ARE PLANNING TO BUY AN AUTOMATIC ELECTRIC 
DISHWASHER NOW!" 


This ts the market thats ready to buy... 
THEY WANT A QUALITY PRODUCT: Half of today’s OMWEY WANT USABLE FEATURES: Half of today’s 








dishwasher users say they bought principally because of 
confidence in the maker. HOTPOINT QUALITY IS UN- 
SURPASSED, AS PROVED BY THE EXTREME MINIMUM OF 
SERVICE CALLS ON THE HOTPOINT DISHWASHER. 


dishwasher users say they selected a brand because of 
use-value features. HOTPOINT FEATURES—front open- 
ing, double washing, double rinsing, extra large capacity 
—ARE DESIGNED WITH THE USER IN MIND; FOR SIM- 








PLICITY IN USE, FOR COMPLETE SERVICEABILITY. 


liked about dishwashers are “gets dishes clean... dries like the dishwasher because it ‘saves time ... no bother 
nicely.”” HOTPOINT’S SUPERIOR WASHING ACTION AND ... saves work.” HOTPOINT FEATURES AND WASHING 
FORCED HOT AIR ELECTRIC DRYING GET DISHES, SILVER, ABILITY SAVE THE HOMEMAKER MORE TIME AND WORK 
AND GLASSES HYGIENICALLY CLEAN. THAN ALL OTHER KITCHEN APPLIANCES COMBINED. 


e ; ° } *From recent Good Housekeeping Magazine surveys. 






HAS THE DISHWASHER 


THEY WANT TO BUY! 


SEE YOUR HOTPOINT 
DISTRIBUTOR NOW... 


he’ll give you the full story 
about how you can cash in on 
this huge market. There may be 
a Hotpoint Franchise open in 
your area. 


ptuctherneason why Leading Dealers say: 


GES ¢ REFRIGERATORS © DISHWASHERS © DISPOSALLS® © WATER HEATERS 


FOOD FREEZERS © AUTOMATIC WASHERS © CLOTHES DRYERS © ROTARY IRONERS © CABINETS 
i Inc. (A General Electric Affiliate) 5600 West Taylor Street, Chicago 44, Illinois 
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Don’t overlook a “good thine’ | 
8S S 


| 













/ Model 161—Low, com- 
x pact, streamlined. Magni- 
fying lens, 260 Ibs. capac- 


ay 
sy ity. Choice of colors. 


If you're interested in lines that count, you | 


é : 
' a can’t afford to overlook the Health-o-Meter | 
= Bath Scale line. America’s first bath scale, 
\ America’s best known and most popular 


bath scale, Health-o-Meter is solidly backed 
by consistent national advertising in lead- 
ing consumer magazines. 

Yes, you can count on Health-o-Meter to 
do a real job for you. Precision-built for 
unfailing accuracy, and styled with charm 
and distinction, every Health-o-Meter you 
sell means another satisfied customer—an- 
other customer well served. 


&& e Good Housekeeping 
e Ladies’ Home Journal 
and 
e Better Homes and Gardens 


CONTINENTAL SCALE CORPORATION * 5701 South Claremont Avenue, Chicago 36, Illinois 
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nurse was also interested in build- 
ing a home. Then brother Albert 
Keziah brought some plans, samples 
and literature when on a visit, in 
order to help the nurse complete 
her plans. 

And upon being discharged from 
the hospital, Bob Keziah visited the 
maintenance superintendent and 
found that he could se.] him some 
merchandise. 

Another example of the Keziahs’ 
aggressive selling is illustrated by 
the normal course of events on the 
family Sunday drives. . Such drives 
are frequently interrupted to in- 
spect property on which construc- 
tion is under way, and those stops 
frequently lead to sales. 


Firm Credit Policy 

A firm credit policy is another 
fact of the firm’s success. ‘We give 
credit,” reports Bob Keziah, “but 
we'd rather not sell the merchan- 
dise than be unable to collect for it.” 

A record of the company’s ac- 
counts receivable shows that in 
1946 about one-tenth of its busi- 
ness was on credit. In 1947, that 
proportion grew to one-third; in 
1948 to about one-half. In 1951 
credit ran to about three-fourths. 

Nevertheless Bob Keziah is able 
to say that “we doubt we’ve lost 
a thousand dollars in bad credit 
since we started. If a man is sup- 
posed to pay on Thursday, and 
doesn’t, we start after it on Friday, 
because we intend to keep on pay- 
ing our bills.” 

At present, the company shows 
an annual volume in hardware and 
yaints of about $105,000. 





HARDWARE HUMOR 
By Hardware Age 


MASON'S TOOLS 











"How clever! A pointed 
pancake turner.” 
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Another wedding 


»oanother sale? 


. Wedding bells mean gift giving and that means the "’Toast- 
master’ Toaster. There’s no more traditional bridal gift. 
None tops it in turnover, profit, or freedom from service 
complaints. 

Everyone hopes the gift he gives will be appreciated. And 
the ‘Toastmaster’ Toaster always is. For America’s most- 
wanted toaster is recognized everywhere as the finest of its 
kind. The gift buyer doesn’t question its quality. No one 
doubts its ability to give lasting service. No one wonders 
what sort of welcome will await it. 

That’s why people buy with such confidence. They're 
sure money can’t buy a finer toaster. And they know the 
one to whom they give the ‘Toastmaster’ Toaster is also 
aware of that fact. 

All of which adds up to easier selling for you. The 
‘Toastmaster’’* Toaster has been the favorite of brides for 
a quarter-century. These days, this practical, long-lasting 
gift is more popular than ever! 


TOASTMASTER 
ee \ pp Soailer 


TOASTMASTER PRODUCTS DIVISION, McGRAW ELECTRIC COMPANY, ELGIN, ILL. © 1952 


















**’ TOASTMASTER” is a registered trademark of McGraw Electric Company, 


makers of ‘Toastmaster’ ‘I oasters, ‘Toastmaster’ Water Heaters, and other “Toastmaster” Products 
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The special display box, with its own stage lighting, dominates this giftwares window. 


Daily Specials Display Box 
Boosts Impulse Sales 


A small stage box that cost noth- 
ing but the labor to build it has 
moved several thousand dollars 
worth of giftwares, dinnerware 
and housewares for the Lewis 
Hardware Co., Los Angeles, Calif. 

But, not only does this special! 
box give the store a high rate of 
turn-over on small items but it cre- 
ates continuing interest and has 
customers watching the box regu- 
larly for special buys. 

The lettering on the shadow box, 
“Today’s Special . . . Watch This 
Space . .. It Means Money for 
You,” was written by Mrs. R. E. 
Simms, wife of the store owner. 
The shadow box is frequently seen 
in the window at night, and often 
brings women to the store in the 
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morning before the store opens for 
business. 

“We can estimate a 15 pct in- 
crease in our dinnerware depart- 
ment from the amount of traffic 
the special box has drawn,” says 
Mrs. Simms who manages that de- 
partment. 


Customers Are Interested 


“Tt was first used a year ago 
to help us rid our shelves of slow- 
moving items and odds and ends. 
But now, at the customers’ in- 
sistance, since it has created inter- 
est in the neighborhood, we are 
having to make special buys in 
order to keep it in continual use,” 
explains Mrs. Simms. 


“If for any reason we have to re- 
move the special box from the win- 
dow, we get an immediate reaction 
from customers who note its ab- 
sence.” 

Small giftwares have been the 
things most often promoted by the 
special sales box. It has yet to fail 
to move any of Mrs. Simms’ chosen 
items quickly. In one instance, five 
dozen Dutch girl figures were all 
snapped up within three days. Typi- 
cal of the merchandise moved by 
the special box have been pottery 
cigarette trays, flower vases, cup 
and saucer sets, canister sets, and 
utensils. 

“During a single week we might 
have as many as three different 
specials succeeding each other in 


HARDWARE AGE, MAY 15, 1952 











HARI 





» to re- 
ie win- 
action 
ts ab- 


n the 
by the 
to fail 
‘-hosen 
e, five 
re all 
Typi- 
ed by 
ottery 
, cup 
, and 


night 
erent 


pr in 


1952 












* Sere 


““ Motorola 


© Weddings “GOLDEN VOICE” RADIO-ALARM 
© Graduations 

© Gift Showers 

®@ Vacations 

© Father's Day 

@ Bon Voyage Gifts 
© Engagements 

© Birthdays 








4 GIFTS IN 1! 
PRICED TO SELL 





THE PERFECT 
YEAR ‘ROUND 


GIFT FOR Automatic timer and appliance control, electric clock, alarm IN WALNUT 
and top quality radio! Appliance outlet, “lullabye” switch-off. $ * 

HOLIDAY Walnut, Ivory, Green plastic. Luminous indicators. AC only. 36? 

i Model 52C 


FUN! 


Motorola portables 
The “Golden Voice” of Radio fig 















“TOWN & COUNTRY” — Model “ESCORT” — Model 52B — “PLAYMATE JR.’ Model 52M 
621L—Plays upright or flat with dial- Very compact, light and at- —Enameled armored-metal case 
panel tilted open or closed. Extra tractivé in black and silver with Aerovane loop antenna in 


powerful long-life battery, AC-DC color: AC - DC, $9995" flip-up cover. AC-DC, battery. 
reception. Gray, Green $ 4995* battery. Maroon, Green or 8 3995" 
or Maroon plastic case. Battery Only, MODEL 428—$24.95* Gray, golden trim. 
NATIONALLY ADVERTISED IN LIFE AND POST AND OTHER LEADING PUBLICATIONS 
*Suggested Retail Prices: ‘Slightly higher 4545 Augusta Blvd. 
South and West. Prices and specifications Motorol a Inc. Chicago 51, Tl, 


subject to change without notice. 
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What Put That 


Gleam in Your 
HES Ce ae ed 


Those Beautiful, 
Distinctively Designed 


SCREEN DOOR GRILLES 
By National Guard 
Products 











Style 

Illustrated: pe ma 
etail Price: 

THE SEA GULL 


€-80 For Com- 


bination Screen 


$15 GRILLE 
and Storm Door ONLY 


$-80 For Regular Screen Door 


As Advertised In 
BETTER HOMES & GARDENS 
HOUSE BEAUTIFUL 
AND LIVING 


You'tt find plenty of ready-to-buy cus 
tomers when you display these beauti- 
ul, nationally-advertised Screen Door 
Grilles, Fully adjustable, easily installed 
—handcrafted of lasting steel. Sizes for 
Combination Screen and Storm Doors 
and Regular Screen Doors. Full selection 
of styles featuring beautifully modeled 
cast figurines. 


kkk 


ALSO: Volume-priced Screen Door 

Grilles, without figurines: and attrac- 

tive, strongly-built Window Guards. 
Send for descriptive literature. 


DISTRIBUTED THROUGH LEADING 
HARDWARE and BUILDING 
SUPPLY JOBBERS 


NATIONAL GUARD 
PRODUCTS, INC. 





540 Jackson Ave. © Memphis 5, Tenn. 


Screen Door Grilles, Window Guards, 
Weatherstripping, Mouldings 











the special box,” explains Mrs. 
Simms. “If they are priced at 
$1.19 or under, we generally do 
sell-out, but anything priced higher 
than that creates buyer resistance 
and reduces immediate pick-up 
sales.” 

It took less than an hour for a 
store employee to build the display 
box from an ordinary wooden pack- 
ing crate, measuring about 24 by 
36 in. 

The inside was painted a magenta 


pink. It was equipped with on- 
and-off lights; one in the inside top 
corner, and the other near the bot- 
tom front. 

The cardboard frame was paint- 
ed a cream color and the lettering 
is in red and black. 

A plywood slat, wrapped in gold 
paper, makes a riser on which the 
items are placed. 

The Lewis store is located at 
3524 W. Washington Blvd., Los 
Angeles. 


Sample Panel Saves Selling Time 
For Pacific Coast Firm 


When Al. Coppin of Coppin 
Hardware in Puyallup, Wash., in- 
stalled this sample panel of screws 
in his Marshall-Wells store he 
greatly reduced selling time for 
these items. Since the store serves 
many householders who do not 
know the size or type of screw 
they want: placement of samples 
on this panel, together with data 


Bs i i 4 : 
ae by grt, Ly 


. a 
- WOOD 


as to size, type and price, enables 
quick selection. 

Prices are indicated for two 
screws, one dozen and by the gross. 
Cellophane tape fastens the price 
tags and fish line holds the fast- 
eners. A large jar is used to dis- 
play the contents of an assortment 
of different sizes regularly offered 
as a package deal. 


oo gi 


TA 





This type of display speeds up sales and aids many customers. 
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THIS WESTINGHOUSE TEAM 


GIVES A “HUSKY” PULL 
_BUSINESS 


tee ail el _— 


FACTORY PAID 
NEWSPAPER ADS 
AND TV SPOTS 


=< 






NON 





AND...ONLY WESTINGHOUSE 
FEATURES FANS ON POLITICAL TV TELECASTS 


Here’s a team that will make your job of selling fans this 
summer so much easier. Each Monday night from the 
middle of May to the middle of August, a coast-to-coast 
television audience will watch Betty Furness demonstrate 
the Mobilaire® Fan and urge folks to see you, their dealer. 

PLUS . . . LIFE magazine will promote the complete 
Westinghouse Fan Line during May and June. PLUS... 
In 129 major markets Westinghouse will run a series of 


large newspaper ads and, where possible, television 
commercials on a temperature release basis. 

Be the Fan Man in your territory. See your Distributor 
for display deals, set up your fan selling center and pre- 
pare to cash in on this tremendous summer promotion 


WESTINGHOUSE ELECTRIC CORPORATION 
. Springfield 2, Mass. 


Electric Appliance Division 


MOBILAIRE® 
FREE HOME TRIAL 
PROMOTION KIT 


De luxe 4-color illuminated action 
display emphasizes Free Home 
Trial. Complete with merchandis- 


STANDARD 
MOBILAIRE 


PROMOTION KIT 


For limited floor area, display fits 
on Fan. Demonstrates power of air 
stream. Complete with selling kit. 








DEBONAIRE* 
DISPLAY KIT 


Brightly colored display for both 
Debonaire Models. Turns Fan into 
fast-action selling center. Plus 








ing kit. selling kit. 


ASK YOUR DISTRIBUTOR HOW TO GET THESE DEALS 





10” Home 
Ventilator 
Model 10PHV 
$44.95 


. . of course, it’s electric! 


you CAN BE SURE...1F 17s Westinghouse 
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IF YOU WANT TO TAKE 
THE LEAD — CARRY 





Nationally advertised in The 
Saturday Evening Post and 
Good Housekeeping. .a top- 

of-the-line quality product 


WHALE 
CLOTHES LINE 


extra-tough, solid 
braided cotton, 
smooth, glazed and 
pliable. 


ag 
< Sealed by % 
Good Housekeeping / 
S hoy * 


\) 
4S aoyearist TS 


CALL YOUR 
JOBBER 
ABOUT THE 
COMPLETE 
SAMSON LINE! 


All nationally adver- 
tised — Tite-Rope, the 
wire - centre, plastic- 
coated clothes line; Spot, 
Phoenix and Aetna sash 
cords; venetian blind, awn- 
ing, marine cords. 


OR 
WRITE US 


For Free Samples and 
Complete Information. 


CORDAGE WORKS 


Boston 10, Massachusetts 





Compact Display Aids 
Pulley Sales 


With its 12 in. wide display of pul- 
leys, between two islands and visible 
from two aisles, Neis Ace Store of W. 
Allis, Wis., attracts many impulse 
buyers. A hinge in the middle of the 
— permits access to an overstock 
ept inside the wedge shaped unit. 
Each side of the two panel unit is 
seen by all people passing the power 
tool displays. The two panels show 
the same stocks in the same positions. 





Toys Can Be Sold 
All Year 


(Continued from page 90) 

tises constantly through spot radio 
announcements and newspaper dis- 
play space, toys receive the great- 
est promotional emphasis at Christ- 
mas time. Last Christmas Santa 
Claus was on hand every afternoon 
for a month preceding Christmas. 
Consumer toy catalogs are also ex- 
tensively distributed. 

As part of its toy program, a 
lay-away plan is offered and has 
proved successful and preferable 
to charging toys. Experience has 
taught that on open accounts, peo- 
ple seem more reluctant to pay for 
the toys when billed. 
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FOR U. S. LINES’ NEW 







. » «THE WARE THAT 
WEARS AND WEARS! 


She’s the safest passenger ship ever con- 
structed, the United States Lines’ 
52,000-ton “United States.” And— 


peng nothing to make her the dest Yes, Wheeling Ware se//s to the house- 








equipped, too—her outfitters specified wives who are your customers! Three 
Wheeling galvanized ware. Hand- reasons for that: our Miss Wheeling’s 
. . . - messages to consumers in This Week 
dipped In Dura-Zinc- Alloy after ws and Parade, Wheeling’s hard-hitting 
made — Wheeling Ware comes with every point-of-sale display material, and the 
hall hale ‘ naif quality of Wheeling Ware itself—qual- 
seam seale 1g against 1¢aks, every ity that builds repeat business for you! 
inch of surface guarded against corrosion! atl 





WHEELING CORRUGATING COMPANY 
WHEELING, WEST VIRGINIA 





ASH CAN Atlanta + Boston + Buffalo + Chicago + Columbus «+ Detroit + Kansas City 
Louisville + Minneapolis * New Orleans +» NewYork + Philadelphia + Richmond + St. Louis 
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Housewares Sales Doubled 
In New Basement Store 











Williamson brothers played qua 
host to the town of Angola, Provide 
Ind., at a picnic to mark ome. 
the opening of their 
renovated store 

“om 


Ed and Jim Williamson are 
third generation owners 
of the business. 


Within a few months of the mod- 
ernization of their old basement and 
the opening of an attractive house- 
wares department, sales in that line 
doubled and volume on other lines 
also increased for Williamson’s 
Hardware, Angola, Ind. 

Customers like the wide, 5-ft. 
stairway leading into the 30 ft. 
wide basement sales room. As the 
room is 80 ft. long it provides ample 
space for good display of house- 








wares, small electrical housewares ‘te ae ee iG “- 
and paint. ie lp Be per =e ‘, 
2 be Ute lee =f oui a4 wnat 
Ample Display Space ; ow, \ satire 
casing 
Without crowding, there is plenty cit 
of space for showing home freezer ee 
units. Other major appliances and 
television sets are displayed on the 
second floor which now has much 
more space for general hardware 
store lines. 
Being in the heart of the lake 
region, on two major Federal high- 
ways, Williamson’s sells a large 
volume of sporting goods for fish- one 
ing, hunting and seasonal sports. when 
Ice fishing and winter sports at a _ . 13 
Pokagon State Park offer sales op- Shoppers edits the wider selections 
portunities for winter clothing, of merchandise, properly displayed. 
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QUAKER “BLO-THRU” GAS HEATERS QUAKER CHALLENGERS THE QUAKER “LITTLE GIANT" 
(Models 550-565) pds 3013-3010-3008) (Model 3308) 
Provides the finest heot distribution and The Only Heaters in The Modercte Does o “big” heating job in a smoll 
greatest economy of any gos heater Price Class With So Many Exclu- spoce. ideal for camp, cottoge or 
made. Available with heat sive Advontages! remote room THE QUAKER 3210-M (Monvo!) 
sane THE QUAKER 3210-7 (Thermostatic) 


Producing more dollar volume for dealers 
thon any other heater on the morket todoy! 


NOW... 


THE INDUSTRY’S MOST COMPLETE 
a, --- SEATED apace oe 


5 





QUAKER FIRESIDE GAS HEATERS 





(Models 3428A-3350A) ty Hee" Penh 
: i % 
i Re! 
at . QUAKER PORTABLE KEROSENE HEATER 
—o = (Model 11A) 


NEWI Single burner, portable kerosene 


. y : y on GAS heater. Needs no chimney. Baked enamel 
The fist Name th Oi Heaters ns 


ANNOUNCING .. . the most complete line of 
heaters ever offered . . . FEATURING the greatest 
values in QUAKER'’s 64 years of heating leader- 
ship . . . BACKED BY the most unusual heater pro- 








motion ever staged . . . RUN AT THE LOCAL LEVEL 
QUAKER FIRESIDE GAS HEATERS where you get direct, immediate benefits. Get the 
(Models 3558A-3456A) facts! Contact your distributor or mail the coupon f 
below TODAY! f 
QUAKER MANUFACTURING COMPANY 
223 WEST ERIE STREET . CHICAGO, ILLINOIS 
= Pe tee : QUAKER TWIN KEROSENE HEATER 
™” — : (Medel 12A) 
NEW! Needs no chimney. Twin-burner 
. portable kerosene heater. Efficient, eco 
aie nomical, low priced. 
QUAKER O11 ae 
sini FLOOR FURNACE 4 
Per (Medel 270) ; 


Available with 
fuel-saving me- 
chanical draft to 
help lick tough 
chimney problems. 


QUAKER FIRESIDE GAS HEATERS 
(Models 3808A-3650A) 


SIX NEW MODELS! Fully vented. Heating 
units are porcelain enameled inside and 





out for lifetime service. Porcelained outer QUAKER FIRESIDE UNVENTEDS QUAKER VENTED GAS CIRCULATOR 
casings. Rediant fronts. One-piece welded (Models 4120A-4220A (Medel 5200A) 
construction. Automotic controls optional. 4300A) NEW! An excellent heat circulator. 
Capacities range from 35,000 BTU input NEW! Choice of three sizes for Efficient in operation. Both inner unit 
smaller heating needs. Efficient and ovter casing porcelain enameled. 


to RODOT GTY input. ond low in cost and upkeep. 





ay MAIL THIS COUPON TODAY! 





QUAKER MANUFACTURING COMPANY 


4 
f 223 W. Erie + Chicago, III. 
r 


Please have my distributor contact me. | want the facts about QUAKER's 








' ! 
| | 
! | 
| | 
l new line and details of their ational 1952 pr | program | 
| | 
| CAME, < cccccccccsvesdie eecerececes | 
I STORE NAME..... ; 

AUTOMATIC HEAT CIRCULATOR QUAKER MECHANICAL DRAFT QUAKER THERMOSTATIC | 
Requires no attention! Turns on Gives fuel sovings impossible to CONTROL | ADDRESS... . | 
aoe ay eres See Available on most QUAKER Wiss acon taeaeke os eS STATE........ 

t > : F : 
Fe eee ee to the bymer mechontoaty. ae ap eeinn eye ace | Distributors: Some territories now open. Wire for details. | 
wall thes 

operation. aa Fe a | 
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FULL-COLOR 


NATIONAL 
ADVERTISING 


will help-séll the hottest 
“Cold-Line” in the nation 
in ’52 


Manitowoc 





Please rush me all the details on your 
line of Sub-Zero freezers. 


I cocalebabanicnetigisscuaciseiniyssovesassbesblskisimacsicntaineie 
NN, io aacuacseucsstvnsaascoenbananrecisoiveeton 
TONE diicrecitssiescess cbsonseniopeensetiiernn ‘ 

Cue :. 


Distributor . wu. Dealer ...... H-5 


the fiat TO BRING HOMEMAKERS SO MUCH 
FREEZER CAPACITY IN SO LITTLE FLOOR SPACE! 








| 
| 
| 
| 


| 
| 


| 


| 


foot gear, tobogganning, skiing and 
ice skating. 

The two Williamson brothers, Ed 
and Jim, are the third generation 
owners of this flourishing business. 
Their grandfather, Isaac William- 
son, started a hardware store in 
Bristol, Ind., in 1861, and in 1876 
started the Angola store. 

To acquaint the buying public 
with their enlarged and modern- 
ized store, the Williamsons gave a 
big free entertainment at Buck 
Lake Ranch, which will be long re- 
membered by Angola residents. 

The public was invited to attend 
by full- and double-page ads in the 
county papers, and, in cooperation 
with several manufacturers, they 
put on an outdoor stage show with 
entertainers from WLW, including 
Ernie Lee and the Pine Mountain 
Boys. 


About $200 was spent on ice 
cream and soft drinks for the chil- 
dren, and merchandise valued at 
$250 was given as gifts. The total 
cost of the show was about $700, 
which was shared by the store and 
co-operating manufacturers. 


1,631 Registrations 


The publicity program paid off 
well, as there were registrations of 
1,631 people. The store staff esti- 
mated that about 200 signatures 
were of good prospects for personal 
follow-ups on major appliances, 
radios and television sets. 

Besides, at least 800 of the pick- 
nickers were under 10 years of age 
and they are not apt to forget the 
good time they had at Williamson’s 
show, so the management considers 
that it was a good investment. 


How to Guard Against Pilferage 
In Self-Service Operations 
(Continued from page 64) 


that they are under suspicion. 

Dealers should always be wary 
of strangers, especially if they have 
a coat over the arm, carry a leather 
or shopping bag, and seem to spend 
an unreasonably long time at tables 
that display the small, but more 
expensive types of merchandise. 

Watch for two strangers shop- 
ping together. One will often en- 
gage you in an interesting conver- 
sation at the cash register while 
his companion wanders casually 
around the far side of the display 
tables. 

Keep an eye on people who seem 
to make many trips to your store, 
buying only one itgm on each visit, 
but who spend considerable time 
looking over the merchandise in the 
far parts of the store. 

Watch children with their 
parents. They will often be more 
bold because they know their 
parents will pay if they should 
happen to be caught. 


Protect Your Merchandise 


1. A shoplifter is going to be 
much more quickly discouraged if 
your displays are low enough so 
that you can see into any part of 
your store. He is also going to 


find it more difficult if you display 
the smaller, “more desired” mer- 
chandise near your cash register 
or central selling point. 

2. Hardware dealers will find it 
profitable to talk to their employees 
about the necessity of keeping a 


careful watch on merchandise and 
customers. This should be done at 
the time of an employee’s initial 
training and periodically with the 
whole sales staff. Salesmen should 
be told that if goods are stolen, 
the store’s profits will go down and 
affect salaries. 

3. Instruct salesmen to work with 
other floor personnel so that if one 
has to leave a customer to go to 
the back room, the eyes of another 
will automatically take over. 

4. Salesmen should be instructed 
to tell the owner or manager about 
any suspicious action of a customer. 
The owner or manager should make 
the decision as to what action to 
take. 


Must Have Witnesses 


Unless there are two witnesses 
who are quite certain that a cus- 
tomer has stolen merchandise and 
still has it on him, it may be wise 
to take no direct action at all. 
False or unprovable accusations 
may lead to serious legal action 
against the store plus malicious 
talk against you. 

5. But if you suspect a person, 
tip off your floor personnel to study 
him carefully so that each time 
he comes into your store thereafter, 
he will be under constance surveil- 
lance. A shoplifter under watch 
will soon go elsewhere. 

6. Talk to other store owners in 
your neighborhood. If you suspect 
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National’s Fast Moving 


Packaged 


WEATHER STRIP 
For DOORS + For WINDOWS 


These are the sets that have made 
weatherstrip installation a lazy 
husband’s job. Package contains 
heavy, “post-war” bronze strip- 
ping cut to the required length, 
nails or screws and simple in- 
structions for installing. 


Packed in two standard door sizes 
and four standard windows. Dis- 
play them anywhere and let the 
package do the selling. No cut- 
ting, rolling or wrapping. Just 
drop in a bag and ring up the sale. 


Price lists and literature by return 
mail at your request. 


cus- 
and 


em mY NATIONAL METAL 


all. 


tion + SA PRODUCTS COMPANY (iiiennsendbainiiediedl 


—~ 


* Zinc and Bronze Weatherstripping 
* Stampings * Bronze and * Aluminum Awnings 
Aluminum Thresholds * Zinc Products 
* Window Guard Units * Quonset Hut Window 
* Special Rolled for Mobile Machine Units 
Mouldings Shop * Industrial Polishing 





* Metal Frame Screens 


HARDWARE AGE, MAY 15, 1952 








% GALVANIZED STEEL 


Keystone Galvanized Steel Wire 
Screening, made of specially selected 
analysis copper bearing steel, gives 
strength and rust resistant qualities. 


% QUALITY BRONZE 


Keystone Bronze Screening, both 
Bright and Antique finish, woven 
from highest quality commercial 
bronze wire of 90/10 analysis (90 % 
Copper, 10% Zinc Alloy) combines 
beauty, hardness, strength and resist- 
ance to atmospheric conditions. 


%* CLAD ALUMINUM 


Keystone Clad Aluminum Screen 
Cloth can be sold by you with con- 
fidence. Will not stain or discolor 
woodwork or masonry. Red rust is 
eliminated, appearance improved. 
Light, strong, durable, and pleasing 
to the eye. 





Write for 
free catalog today. 


KEYSTONE WIRE CLOTH CO. 


Hanover, Pa., Fostoria, Ohio 

















a shoplifter, pass the description 
around. Mutual cooperation is 
your strongest possible protection. 

7. It may be wise to engage the 
services of a protective agency. 
Its sign over your cash register or 
on your door is enough to warn 
many prospective shoplifters that 
you mean business when it comes 
to protecting your stock. 


Agencies Can Help 


A protective agency can also 
often track down and return stolen 
merchandise. They can offer sug- 
gestions as to how to protect your 
merchandise and also issue warn- 
ings whenever professionals are 
operating in your particular com- 
munity. 


Work Together 


8. Work together. If the other 
stores in your neighborhood are 
also losing goods it may be wise 
to chip in and hire a roving detec- 
tive to watch customers during the 
busiest hours. He may not catch 
anyone, but his presence will usu- 
ally encourage shoplifters to go 
elsewhere. A professional can al- 
ways spot a detective. 


Promotional Program 
Wins Customers 


Retailers at Galesburg, IIl., have 
a very active promotional program 
which is winning more friends and 
customers. The Chamber of Com- 
merce annual business education 
days sees teachers of Knox County 
as guests of Galesburg business 
men and visiting many industries, 
being feted and entertained roy- 
ally. 

An annual band festival held at 
Knox College, with state high 
school bands participating, also 
brings many visitors to Galesburg. 
A farm and home show with many 
exhibits and talks interests many 
farmers as does an annual 4 H Club 
Recognition banquet, where key 
4 H leaders and members are hon- 
ored for their work. 





Broiler Project 


Forty-four business men of Okla- 
homa City signed up last year to 
sponsor 50 quality baby chicks for 
each qualified 4 H club member. 
Cost to a business man sponsoring 
such a project is $9.00 which in- 
cludes tickets to a luncheon for him 
and his 4 H club member. At the 
end of the season, each youngster 
returns five fine cockerels to his or 
her sponsor. 





Humor Attracts Attention to Store 


By identifying itself as “More 
Dern Hardware,” on the tailgates 
of its delivery trucks, Modern 
Hardware & Appliance Hardware 
Co. of Temple, Tex., creates many 
a laugh and considerable comment. 

“More Dern Hardware” appears 
in white lettering 4 in. high on the 





tailgates but the concern is prop- 
erly identified on the sides of its 
trucks. On the theory that every- 
one appreciates a laugh Robert 
Stavinoha, who heads the firm, 
also uses humor in newspaper ad- 
vertising, window displays and 
radio promotions, whenever pos- 
sible. 





The line "More Dern Hardware" creates laughs, comments—and business. 
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Now’s the time to prepare for a 


Yes, Sir! Here’s news that’s 


6 worth singing about. Famous 
“ST. LOUIS BLUE” — the 
stronger, longer-lasting, better- 
looking stove pipe — is still 
available at last year’s prices! 

— Don’t miss this chance to tune up 
= your stove pipe stock for bigger 
business when the heating season 

rolls around again. 


Every length of “ST. LOUIS 
BLUE” is backed by JE’s 








64-year-old reputation for top 
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quality and craftsmanship. 


Why put it off? By placing your 
order for “ST. LOUIS BLUE” 
now, you avoid the last minute 
rush — and you are sure of getting 
all you want at the lowest 

| possible price. 


. sold only through authorized 
f hardware wholesalers 

! JACKES-EVANS MFG. CO. 
St. Lovis 15, Mo. 


Makers of 


GAS ROOM HEATERS and 


Hearth Po 


VENTED GAS CIRCULATORS 











Louis L. Shomshak sells more 
than $12,000 worth of quality hand 
tools in a year at his neighborhood 
hardware store in Minneapolis. 
Prominent displays well toward the 
front of his store keep not only 
hand tools, but power tools, acces- 
sories and parts moving well for 
him. Window displays are also a 
contributing factor in the store’s 
good tool volume. 

Much though not all of the tool 
displays are given island unit show- 
ings, supplemented with manufac- 
turers’ display panels and a tool 
bar. Whether the prospective cus- 
tomer has little or much to spend 
he immediately knows the sales 
price of each item. Everything is 
plainly price marked. 


Cash and Carry Sales 


Numerous customers coming in 
to buy power tools will also buy 
chisels, hammers, planes and a 
variety of other hand tools as well 
as power tool accessories. In most 
instances these sales are cash and 
carry transactions or are made to 
customers having open accounts. 

The firm’s 30 ft. of table displays 
for hand and power tools is often 
supplemented with displays in the 
store’s open back windows. Window 
displays are regularly changed 
every other week, with tools get- 
ting a good showing prior to 
Christmas and several times dur- 
ing the summer months. 

Mr. Shomshak operates his store 
at 4334 Lyndale Ave. N. as Camden 
Ace Hardware & Appliances, Inc. 
His store is not affiliated with any 
group. The Shomshak store opens 
on all business days at 8:30 in the 
morning and is open until 9:00 in 
the evening to accommodate home 
owners needing tools and materials 
for use before or after their own 
business hours. 
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$12,000 in Hand Tools 


Prominent displays of quality hand and power 
tools help to keep them moving the year "round. 
And it is largely cash and carry business 


Louis L. Shomshak looks over an island display of portable power 
tools and accessories. Below the table top is a panel, set at a slight 


angle, for the display of mail boxes. 


Panels furnished by manufacturers are used on a table for 
displaying wrenches and chisels. In back is a wall display of 


numerous other hand tools. 
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OLIN EMERGENCY LANTERN 





ORDER 
NO. 9904 


dealer unit consisting of 4 
lanterns in colorful indi- 
vidual cartons plus Free 
Counter Display 


Dealer Cost $7.16 


INDISPENSABLE during power failures and 

blackouts! Ideal for carrying, setting down, or hanging up, 
on farms, in factories, in cars, trucks, on camping trips or 
wherever portable light is needed. 


FEATURES OF OLIN LANTERN NO. 99 
ADJUSTABLE FOCUS. Just remove reflector, turn bulb and 
replace reflector. 

ASTONISHING RANGE of 1200 feet! 


WIDE-ANGLE LIGHT when reflector is removed ... light that 
is perfect for tent, porch or beach. 


EASY TO CARRY WEIGHT. Only 18 ounces without battery, 
41 ounces with battery. 


HANDY SIZE. Base measures 3'% x 3'He inches, height is 
5% inches (6% inches, with handle raised). Reflector has 
diameter of 4%¢ inches. 


’ EYE-CATCHING FINISH in durable red enamel. 


Uses regular 6-volt lantern battery (OLIN No. 4812) and 
No. 27 bulb. 


Act today! Contact your Olin wholesaler’s salesman NOW! 
OLIN INDUSTRIES, INC., Electrical Division, NEW HAVEN 4, CONN. 













Olin Heavy-Duty 
Lantern Battery 
#4812, 6 volts. Fits 
all standard electric 
lanterns. Shelf life 9 
months. Weight 11 
Ibs. Has coil spring 
center (positive) 
terminal. The other 
terminal (negative) 
is flat brass spring 
insuring firm contact. 













This eye-catching 3-color 
one-fold display stand is 
free with each unit of 





































THE NEWER 
EASIER WAY 
TU SPRAY! 





LIGHTWEIGHT 
Compressed Air 


oPRAYER 


It’s selling like hot cakes... this great 


new lightweight compressed air sprayer 
by Chapin. This small capacity tank 
model is wonderfully convenient .. . 
easily carried by pump handle. Tank 
is electric seam welded, Armco Zincgrip 
galvanized for rust resistance. Has dome 
top, die-cast handle and top for quick 
closure, 12” brass extension tube (longer 
extensions available) and funnel top for 
easy filling. Ideal for the lady gardener 
° and for concentrate sprays. Order a 
good supply of the model No. 110. They 
are in great demand...right now! 


H. E. CHAPIN | 


MANUFACTURING WORKS, INC. 


200 Chapin Street Batavia, N. Y. 
Canadian Representative 
FRANK HACKING (Canada) Ltd. 


44 Yonge Street 





Toronto, Canada 
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Displays Bathroom Fixtures at W 





A high rate of sales in bathroom 
fixtures is attained by Zollman 
Bros. Hardware at 5519 W. North 
Ave., Milwaukee, Wis., as the re- 
sult of displaying them directly 
in back of the wrapping table. 
All customers having purchases 
wrapped are exposed to this dis- 





| 


rap Table 


oa P Bi 











Customers at the wrapping table can't miss seeing this display. 


play of bathroom and kitchen 
items shown on a tiled background. 
A ledge above is utilized for show- 
ing electric clocks and irons. Yel- 
low paper and shelf edging serve 
to make the electric housewares 
display a colorful one that will 
catch the eye. 





When Coast Hardware at 565 — in Long Branch, N. J., started 




















displaying wax applicators and mops on the front of its table of waxes, polishes 
and cleaners its sales of the former were increased by 50 pct. With this 
arrangement all customers selecting merchandise from the four-tier table are 
exposed to the applicators and mops. Applicators and mops are fastened 
with screws to the waist high lip of the table. And all customers seeking mops 

and applicators are also exposed to waxes and polishes. 
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WHATEVER THE SOOT REMOVAL JOB... 
CLEAN RIGHT DOES IT WITHOUT» 44s 
== opps 


NEW... DIFFERENT... OUTSTANDING... 


With CLEAN RIGHT, customers are sure of instant, complete soot removal 
in any type heating plant, without danger. Even when soot deposits are 
so great that the plant can’t be operated, a layer of CLEAN RIGHT lights 
immediately. PRESTO! — all soot is gone. CLEAN RIGHT is entirely com- 
bustible, but not explosive . . . there’s no intense heat or blinding flash. It 
leaves no residue to plug small burner holes or corrode 
control units. An economical size package for every 
soot removal job. 


__.WHAT CLEAN RIGHT DOES 


® Safely burns out soot in furnaces, heaters, stoves, flues, and 
chimneys — whether coal-, gas-, wood- or oil-operated. 
Removes a ‘'2” coating or more of soot in 2 to 5 minutes. It’s 
so light that normal drafts carry it throughout the entire sys- 
tem... assures a complete cleaning job with one application 
in most cases. 
One 8 oz. package is enough for 8-16 cleanings, depending 
upon size and condition of the plant. 


' HE 
CLEAN RIGHT is made for {ook FOR. swe AS 
GENERAL FILTERS, INC., ( proO™ ace 
Makers of Long-lasting Fuel Oil Filters pA 


- ; ; 
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THRIFT PACKAGE 
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BLOW TORCH 


“a You get added safety and added tom. The Wall blow-proof pump 
performance in Wall Blow Torches means added safety. Available in 
with the revolutionary new Pisto-Grip brass or steel. No extra cost for this 
handle. Drawn steel tank has brazed new handle. It will sell on sight! Write 
inserts and electrically seamed bot- today for complete catalog. 















COMPOUND KETTLES + FIREPOTS © OILERS © SAFETY SHIELDS © SOLDERING IRONS 
e SOLDERS © Ojl CARRIERS © PAINT POTS @ ACCESSORIES 









rted : 
‘shes Ky ‘ 6 RON 
ore P WALLS 
a WAL MANUFACTURING CO. _& WAULE 
i Grove City, Pa. an: . 


115 


HARDWARE AGE, MAY 15, 1952 . 


1952 

















(Bases &StRA TION, J { 


Wile 
ie tate] a4 


SUPERVISED 
SERVICE 


Preferred power on cement surfacing and concrete working machines — the 
world’s most widely used single-cylinder gasoline engine on tools machines 
appliances used by the construction industry, railroads, oil fields, other’ 
industries, and on farms and farm homes. ‘ 





. €: know you have the right power when the 
power is Briggs & Stratton — the accepted 
leader in single cylinder, 4-cycle, air-cooled 
gasoline engines. Briggs & Stratton Corporation, 
Milwaukee 1, Wisconsin, U.S.A. 


In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 


116 


9 Keys to Lower 
Postage Costs 


How your local Post Office 
can help you cut your mail- 





ing costs and assist you in 
getting your direct mail to 
every address in your trad- 
ing area. These and other 
useful services are available 


at very low cost. 


As taxpayers, hardware dealers 
pay for the support of the Post 
Office and for maintenance of ser- 
vices in addition to carrying letters, 
bills or packages. Actually the Post 
Office provides a variety of low cost 
services that may help hardware 
dealers to make new friends and 
win more customers. 

No matter what use a dealer 
makes of the U. S. Mail, contact 
with his local postmaster can reveal 
to him additional services that can 
be rendered at very low cost. Your 
local Post Office can help you to keep 
up-to-date mailing lists, reduce 
some of your mailing costs and offer 
suggestions that can make your 
mailings more effective. 








Nine Keys to Improvement 


Here are nine keys to lower post- 
age costs and better mail service: 
(1) Your local Post Office main- 
tains a list checking service that 
will help you keep your mailing list 























accurate and up to date. As the 
charge for this service is moderate 
it is recommended that such a check 
be made at least once a year to keep 
your list up to date. If you are in an 
area in which numerous new homes 
are being constructed a more fre- 
quent checking may be desired. 

(2) The Post Office will print 
your store’s return address on Gov- 
ernment stamped envelopes if or- 
dered in lots or multiples of 500 of 
a given size, quality and denomina- 
tion. A small charge is made for 
this service but the use of return- 
address envelopes assures the dealer 
that undeliverable lettters will be 
returned to him. 

(3) Your Postmaster can show 
you how to plan your mailing pieces 
for fastest and cheapest distribu- 
tion. He can show you how your 
advertising messages should be ad- 
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dressed if you want to reach every 
house, apartment, post office box 
holder and rural box holder in your 
community. He can show you how 
mailing pieces should be addressed 
if you only wish to reach a special 
group such as rural box holders. 
(4) Most direct mail pieces may 
be sent under third-class mail, pro- 
vided the envelope is not sealed. 
You can use reproductions or imita- 
tions of handwriting or typewrit- 
ing, and processed or printed letters 
personalized with the name of the 
store or the signature of the dealer. 
However, these must be mailed at 
the Post Office window in a mini- 
mum of 20 identical unsealed copies. 
(5) Study of third-class bulk 
mailings may also save you money. 
For example, bulk rates can be ob- 
tained for specially authorized 
third-class mailings of identical 
pieces if in lots totaling 20 lbs or if 
200 pieces are mailed at one time. 


Savings on Weight 


(6) Money can often be saved by 
paying for bulk mailings on the 
basis of weight rather than the 
number of pieces. Here the use of 
lighter weight paper stock can help 
cut mailing costs. 

(7) With a special permit from 
the Post Office, the hardware dealer 
may use a postage meter to print 
the postage of all classes of mail on 
his mailing pieces. This eliminates 
an important step—the stamping 
operation—in his mailings. Adver- 
tising slogans may be printed on 
the envelopes simultaneolsly with 
the meter impressions. However, 
the slogans must not use space re- 
quired at the right end of the mail- 
ing piece for the name and address 
of the person to whom mail is being 
sent, the permit imprint and the 
necessary postal endorsements. 

(8) Meter impressions may also 
be a time saver if used to prepay 
reply on return postage, provided 
they are printed directly on enve- 
lopes or cards on which the return 
address of the meter holder has also 
been printed. 


Consult Your Postmaster 


(9) When in doubt as to the most 
suitable way to prepare, wrap or 
package his mail material, the hard- 
ware dealer can save himself much 
time and work if he consults his 
local Postmaster first. If your Post- 
master does not have the answer to 
your query he can likely find it in 
the United States Postal Guide, 
Part I, on file at every Post Office. 
Detailed information on postal ser- 
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‘BOLT “SALESMEN” 


This lineup of Lams6n merchandisers for hardware stores packs a 
double-barreled sales punch: 

First they sell for you because they enable customers to find 
the fasteners they want while you’re busy serving someone else. 

Second they help buidd store traffic and expose your customers 
to other products you qrry. 

Ask your distributor, for these helpful Lamson .“'salesmen”’. 
They'll make your job egsier. 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street . Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Chicago ¢* Birmingham 
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FULTON 


TRAILER COUPLINGS 





your Quality line! 






Made of 
quality pressed steel...can be 
welded to trailer tongues... 
easily operated, ratchet-type 
hand wheels... positive safety 
latches . . . die-formed steel 
balls . . . heat-treated bolts. 


NO. A-6 COUPLING, extra heavy-duty for use 


with trucks, tractors, road machinery. Loads 


to 8,000 Ib. 
NO. B-6 COUPLING, 6,000-lb. capacity. 


NO. 0-6 COUPLING for 2-inch pipe tongues, 
4,000 lb. capacity. 


NO. 0-7 TRAILER COUPLING for most types of 
two-wheel utility trailers. Loads up to 4,000 
Ib. 


EXTRA BALL ASSEMBLIES, complete with nut 
and lock washer. For all models of Fulte- 
Couplings. 


—) NO. 25 
> BUMPER CLAMP 





Rugged, 
all-steel, adjustable 
for most bumper 
shapes. Rubber cushions 
protect bumper face. 





vices is contained in this guide 
which may also be purchased from 
the Superintendent of Documents, 
U. S. Government Printing Office, 
Washington 25, D. C., for $1.50. 
Of his use of direct mail adver- 
tising a long-established hardware 
dealer observes: “I believe that the 
most important reason for any form 
of advertising is to keep your name 
continuously before the public. This 
is especially true of direct mail ad- 


| vertising. You may say after exam- 











ining the average family’s mail, 
today, ‘Everybody receives a dozen 
or so unsolicited mailing pieces 
every month. Some of these adver- 
tising messages make such a fast 
trip to the waste basket that it 
hardly seems possible that they 
could be worth the paper they are 
printed on.’ 


Repetition Important 


“That seems like a logical as- 
sumption. It has been our experi- 
ence, however, that if the person 
examines that advertisement only 
for a second—just long enough to 
read the name of the store—that 
mailing piece has more than paid 
for itself. Now, if I mail that per- 
son a folder every month or six 
weeks, in time the name of our 
store will register in the back of 


that person’s mind to such a degree, 
that the next time he is shopping 
for hardware, the name of our store 
will be the first to come to his mind. 

“Mind you, we think that that 
mailing piece has paid for itself if 
it impresses on our potential cus- 
tomers our name. If it is a good and 
timely advertising job, it will do 
much more than that.” 





Demonstrations Sell 


Power Tools 
(Continued from page 61) 


merchandise in the store will often 
be created. 

A recent window display fea- 
tured several types of power tools 
and included accessories on dis- 
play panels. Two small panels 
showed a variety of hand tools of 
interest to both the homework- 
shop fan and the professional 
mechanic. 

Urich’s do a large volume in key 
business and in the repair of locks. 
Many of the customers coming in 
for keys or to purchase one hand 
tool will stop to look at power tools 
and frequently the seeds are sown 
at such times for later sale of a 
power tool and some accessories 
for it. 
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Compact Saw Display Reduces Handling 





U-2-B BUMPER CLAMP, for older model, flatter- 
style bumpers. 


NO. 26 BUMPER CLAMP CONNECTING BAR. Used 
with two No. 25 Bumper Clamps where bumper 
guard or license plate mounting prevents center 
attachnient of a single clamp. 


TC-22 TWIN-CLAMP HITCH, for older cars. Wide 
2-point attachment with connecting bar. 








NO. 30 
TRAILER TONGUE STAND 


Supports two-wheel } 
utility trailers for : 
easy loading, unload- 
ing and parking. 
Sturdy, pressed steel 
stand is adjustable 
in height, locks in 
vertical and horizon- 
tal position, bolted # 
or welded to trailer «— 
tongue. 











Order From Your Jobber 
With this display rack Al. Coppin of Coppin Hardware, Puyallup, Wash., 


has improved service to his customers and has eliminated unnecessary handling 

of saws by prospects. Built of two side rails and two end pieces of | by 4 

lumber it holds saws at an angle permitting prospects to examine them with 

a minimum of handling. Professional carpenters in particular, select saws by 

number, and so this rack has saved them time in that they can immediately see 
the number without removing the tool from the rack. 


THE FULTON COMPANY 


Milwaukee 14, Wisconsin 
In Canada: J. C. Adams Co., Ltd 


Toronto, Ontario 
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9t3 Prolé FROM BOTH SIDES 
OF THE COUNTER... 


CHANNELLOCK 
| Wade only by 


CHAMPION DEARMENT 


































When you sell Channellock pliers you profit— 
but, so does your customer . . . to an even greater 
extent. He gets more than a pair of pliers, he gets 
the benefit of the labors of skilled craftsmen—of a 
company, which for nearly 3/4 of a century has been 
producing highest quality tools. Channellock pliers will 
give him longer service because of their outstanding features 
fg —No Wear On The Joint Bolt, Longer Service, Greater 
3 Strength, Closely Spaced Adjustments—and because they are 
made by Champion DeArment. You sell Channellock Pliers 
proudly—you know that your customers can find none better. 
And remember—Only Champion DeArment makes Channellock. 


CHAMPION DEARMENT TOOL CO. Meedville, Pa. 


Send for Catalog Dl Today. 


y, 


Channellock pliers are listed in the 
LE) Yellow Pages of most Telephone 
Directories under ‘‘Tools'’ 
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YOU'LL FIND SALES IN 


There’s a place for Shelby 
Closet Hanger Bars in 
every clothes closet 








They telescope to exactly fit 
any space. The large tubing and 
wall flange are spun into one 
part—extra strong. 


They'll please your customers 
because they’re easy to install 
—only four screws— more clothes 
can be stored, clothes and clos- 
ets are always neat. That means 
sales! 


Four sizes for spaces 18’ to 
126’’. Order from your Jobber. 


THE SHELBY SPRING HINGE CO, 
SHELBY » OHIO 


CLOSET HANGER BARS 
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Effective Display for Portable Power Tools 
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The Neis Ace Store in W. Allis, Wis., shows portable power tools on a rack 
constructed of half inch pipe atop a flat table. Price tags are suspended 
from metal clamps. By hanging these tools instead of showing them in a 
flat position greater attenion is attracted to the display. Other units and 
accessories not adapted to such display are shown on the table surface. 








HARDWARE HUMOR 
By Hardware Age 
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"| always satisfy my customers—I believe this 





is the size screw you want!" 
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“A BIG HELP” 



























Tell-All” Labeling” 


Here’s basic merchandising at its best .. . Russwin 
bar-type package labeling. 
















It aids in instant stock location on shelf... saves cus- 
tomer’s time, saves dealer's time, speeds up inventory 
and re-order routine. 


Notice how completely it gives the facts... 


1. A red-colored bar always means brass or bronze 
hardware ...a blue, steel hardware. 


2. Exact finish shows in upper right-hand corner. 
3. Original quantity appears in upper left-hand corner. 


4, The item is plainly illustrated and named. Catalog 
number of the item also appears. 


5. A space for price or cost is provided, too. 


Russwin “Tell-All” Labeling is a typical example of manufac- 
turer-distributor-dealer teamwork that makes the Russwin 
line of builders’ hardware so attractive and profitable. Russell 
& Erwin Division, The American Hardware Corporation,  <~ 
New Britain, Conn, 


* Copyrighted 


Russwin Dealers always have the Edge 


SINCE 1839 


usswiN 


DISTINCTIVE HARDWARE 
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ADAMS-RITE 


SURFACE BOLT 


DAMS RITE 


MANUFACTURING COMPANY 


Chevy Chase Or Glendale 4, Calif 


SPECIALIZED LOCKS AND BUILDERS’ HARDWARE 
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National 


American Gas Association annual con- 
vention and exhibit by the Gas Ap- 
pliance Manufacturers Assn., Oct. 
27-30, at Atlantic City, N. J. Ameri- 
can Gas Association, 420 Lexington 
Ave., New York City 17. 


Builders’ Hardware Show and Con- 
vention, Sept. 28-30, Oct. 1, at the 
Palmer House, Chicago. Sponsored 
by the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
John R. Schoemer, managing direc- 
tor, 420 Madison Ave., New York 
City. 


Housewares and Home Appliance 
Manufacturers’ Exhibit, July 7-11, 
at Atlantic City, N. J., Auditorium. 
Sponsored by National Housewares 
Manufacturers’ Assn., 1140 Mer- 
chandise Mart, Chicago 54. A. W. 
Buddenberg, secretary. 


Industrial Supply Convention, May 
19-21, at Atlantic City, N. J. Spon- 
sored jointly by the American Sup- 
ply & Machinery Manufacturers’ 
Association. R. Kennedy Hanson, 
general manager, 1346 Connecticut 
Ave., N. W., Washington, D. C.; 
the National Industrial Distributors’ 


Regional 


Ace Stores Junior Convention, Toy, 
Gift, and Sporting Goods Show, 
June 8-10, at Ace Hardware Corp. 
warehouse, 2355 S. Blue Island Ave., 
Chicago 8. Ace Stores annual con- 
vention and exhibit, Feb. 2-4, 1953, 
at the Conrad Hilton Hotel, Chicago. 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





Events 


Association, H. H. Rinehart, execu- 
tive secretary, 1900 Arch St., Phila- 
delphia 3, Pa.; Southern Industrial 
Distributors’ Association, E. L. 
Pugh, secretary-treasurer, 712 Vol- 
unteer Bldg., Atlanta, Ga. 


National Hardware Show, Oct. 6-10, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City, Frank M. Yeager, 
managing director. 


National Retail Hardware Association 
Congress, July 14-17, at Statler 
Hotel, Washington, D. C. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 


National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. G. Marvin Shutt, 
secretary. 


Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4903 Delmar Blvd., St. Louis 
8, Mo. 


Events 


E. G. Lindquist, 2355 S. Blue Island 
Ave., Chicago 8, secretary. 


Cotter & Co. Fall Dealer Show, Aug. 
11-12. Spring show and annual 
stockholders meeting, Feb. 2-3, 
19538. Both to be held at company 
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WYTEFACE* Steel Tapes 


\ ‘REA LLY Vp 
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y \ 
They’re Easier to SE 
Because They’re Easier to (xlestt> 


Favorite,® Boss,“ Handy*— 
All Feature WYTEFACE Tape 


There’s nothing like a genuine WY TEFACE* steel tape 
—with its jet black markings on a clear white surface— 
for easy, instant readings in any light. 

This means faster measurements, fewer errors... 
for your customers. It means less sales resistance... 
for you! Remember too the Wyteface tapes are extremely 
durable, full strength and rust-proof! 

More and more people are being told, through 
K&E’s consumer and trade advertising, that this 
superior tape is now available in the BOSS, as well as 
the FAVORITE and the HANDY. 

@ BOSS WYTEFACE: Priced for volume sales! 50’ 
length—$4.90; 100’ length—$7.95. Black and green 
aluminum case edged with non-slip finger grips; extra 
wide sweep handle. Foot markings in red. 

@ FAVORITE WYTEFACE: For your customers who want 
the best! Available in 25’ length—$6.10; 50’ length— 
$7.50; 75’ length—$10.20; 100’ length—$12.60. Foot 
markings in red. 

@ HANDY WYTEFACE: Now reduced in price to only 
98¢ for 6’ length; $1.19 for 8’; $1.49 for 10’. 

(All prices slightly higher in the west.) *Trade Mark 


KEUFFEL & ESSER CO. 


EST. 1867 
Drafting, Reproduction, Surveying Equipment 
and Materials. Slide Rules, Measuring Tapes 


NEW YORK « HOBOKEN, N. J. 
CHICAGO « ST. LOUIS » DETROIT SAN FRANCISCO « LOS ANGELES « MONTREAL 
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ERE’S a two-color hand-out folder that will bring in more Penn- 
H vernon Window Glass business for you. For it illustrates and 
describes in five easy steps how customers needing window glass can 
do their own glazing. What’s more, it will increase the sale of such 
related supplies as putty, glazing points and paint. 

We suggest you use this folder in your direct-mail work, hand it 
to customers visiting your store, wrap it in other merchandise you 
sell, and display it prominently with a sign saying: “FREE—take 
one!” Dealers have proved that such action results in an appreciable 
rise in Pennvernon sales. That’s so, too, because Pennvernon is 
recognized everywhere as “window glass at its best!” And Pitts- 
burgh’s national advertising has created public acceptance of the 

highest order for this quality window glass. 






Ask your local Pittsburgh branch or jobber about 
the other sales aids that are available to help you 
do a real job on Pennvernon Window Glass. Pitts- 
burgh Plate Glass Company, 2157-2 Grant Build- 
ing, Pittsburgh 19, Pennsylvania. 


Penni CINLOMt - window glass at its best! 


GLASS +» CHEMICALS + BRUSHES - PLASTICS 


PAINTS ° 


PITTS RURGH 
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headquarters, 365 E. Illinois St., 
Chicago 11. 

Pritzlaff Merchandise Fair, Aug. 18- 
20 at.the Sports Arena, Milwaukee, 
Wis. Sponsored by the John Pritz- 
laff Hardware Co., Milwaukee. 


Texas Wholesale Hardware Associa- 
tion convention, June 19-21, at the 
Plaza Hotel, San Antonio. Secre- 
tary, Nat Johnson, P. O. Box 386, 
La Feria, Tex. 


State Events 


Carolinas Hardware Association of, 
convention and exhibit, June 10-11, 
at Charlotte, N. C. Mrs. Sally 
Couch Masten, 118% East 4th St., 
Charlotte, secretary. 


Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn. con- 
vention and exhibit, May 19-21, 
at George Washington Hotel, Jack- 
sonville, Fla. W. W. Howell, P. 0. 
Box 183, Waycross, Ga., executive 
manager. 

Mississippi Retail Hardware Associa- 
tion convention, June 15-17, at 
Buena Vista Hotel, Biloxi. David O. 
Mansfield, P. O. Box 1696, Jackson, 
secretary. 


How Modernization 
Paid Off for Howe 


(Continued from page 58) 


side the store. An additional dis- 
play bay was also provided where 
the old entrance had been. Windows 
on the right-hand side of the store 
were built with 32-in. sq. plate 
glass sections, rather than full 
plate glass windows. This reduces 
the hazards of breakage without 
interfering with visibility. The 
framework of the front was faced 
with brick, with dark stained sid- 
ing running the length of the build- 
ing above the windows. ’ 

Added display space and open 
displays also permit more efficient 
store operation. 

The store’s glass cutting fixture 
was placed alongside the steel goods 
display at the right rear of the 
store. Considerable time and steps 
were saved by having this equip- 
ment in the display room instead 
of in the warehouse at the rear. 

Although the principal and most 
difficult phases of the moderniza- 
tion project have been completed, 
other layout improvements will be 
made from time to time. Step-up 
islands will replace the present 
tables. An entirely new floor sur- 
face will be installed over the un- 
even concrete flooring. New wall 
fixtures will be installed later. 
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“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished jones head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 

95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
o. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 





THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD e e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin ng 
Cup Point Set Screws by the col 
ups qo Cup points machine 
turn Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


5 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon | ead style —to Sine owe 








polished if specified - - ——s soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Le plied in various 
head sha apes oil holes and 
grooves o herent kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
sert — steel cover Finish: vaotn, 
zinc plated, cadmium plated. S 

9/16”, 3/4",15/16"’ across the fete. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 
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Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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WHAT'S NEW 








Latest Information on New Hardware Merchandise 


(Continued from page 13) 


tects the sharp cutting edges. John 
H. Graham & Co. Inc., 105 Duane 
St., New York 8, N. Y. 


Freeze Display Deal 


Four cartons make up this No. 
850 Kordite freeze display deal for 
home freezer supplies. Carton 4 
contains this wire display rack, 
measuring 26x2414x54 in., which is 
offered free with this deal. Carton 1 
has an assortment of Freze bags 
and wraps, poultry bags and others. 
Carton 2 holds pint Super Freze 





Aoenire 
FREEZER DEPARTMENT | 





Boxes, and Carton 3 holds quart 
Super Freze Boxes. Kordite Corp., 
Macedon, N. Y. 


Improved Wooden Rule 


The Guardsman folding wood 
rule is now available completely 
moisture-proofed. A paint, which 
will not puddle in the clamp seat 
and can be applied after the stick 
is bored, has been used. Three coats 
of finish triple-seal the entire stick, 
including the clamp seat, against 
swelling and paint scaling. Friction 
tests equivalent to 10 years of hard 
wear have failed to break down 
the finish on a Guardsman rule. 
Master Rule Mfg. Co., Inc., 40 Mul- 
berry St., Middletown, N. Y. 


Work Gloves 


Here are new Blue Jean work 
gloves, made of 6-0z. white Canton 


126 


flannel, printed in red, green or 
blue, with white checks. They are 
styled in a woman’s size, and allow 
freedom of fingers without being 





bulky. Packed in dozen packs of 
one color, the gloves retail at 49¢ 
a pair. As a special feature, two 
pairs are packaged in a polyethe- 
lene bag, the unit retailing for 
about 98¢. A bright-colored rider 
ticket shows the product in use. 
Boss Mfg. Co., Kewanee, Ill. 


Double Boiler 


Added to the Ekcoware line of 
stainless steel, copper bottom uten- 
sils is this new 1-qt. double boiler. 
The full quart upper section 
doubles as a table service piece, ice 





bucket or bun warmer, or can be 
used as a casserole. The black 
plastic handles withstand oven tem- 
peratures up to 400 deg. Fair- 
traded at $6.95. Ekco Products 
Co., 1949 N. Cicero Ave., Chicago, 
Ill. 


Fishing Knife 
Here is the newest Camillus fixed- 


blade fishing and hunting knife, 
No. 671, with a 3%4 in. blade of 





high carbon steel, chromium plated 
for resistance to stain and rust. 
The blade is force molded deep into 
a tough Tenite ivory handle, and 
the back of the blade is an efficient 
scaler. The guard has a bottle cap 
lifter and a beverage can opener. 
The genuine topgrain leather 
sheath is deeply embossed and has 
a large, strong belt loop. Camillus 
Cutlery Co., Camillus, N. Y. 


All Purpose Opener 


Opening all kinds of bottles and 
cans, removing corks, and unscrew- 
ing tight tops are just several of 
the jobs that can be done with this 





Ami Open-All. It can also be used 
to crack nuts, for corn or ice tongs, 
or as a fish scaler, a screwdriver, 
wrench, pair of pliers, or a ham- 
mer. Made of a special alloy and 
finished in chromium, silver or 
gold, it measures about 8 in. long. 
Ami Co., 3404 Main St., Buffalo 14, 
mm. 2s 


Spray Mixer Attachment 


Here is a new hose attachment, 
Spray-Mix, that operates on a suc- 
tion principal to mix fertilizers, 
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Testimonial ads keep farmers 


SO 


ARMERS are more interested in 

what other farmers have to say 
about fence than they are in what 
the manufacturer or dealer says. 
That’s why we have been using 
true stories obtained from real 
farmers in our national fence ad- 
vertising. 

These advertisements have 
proved very effective in keeping 
customers sold and in bringing 
new customers into the dealers’ 
stores. Some of our own American 
Fence dealers have been pleas- 
antly surprised at the enthusiasm 
shown by their customers when 
they tell of an American Fence 
that has been in service for more 
than 40 years. 

The advertisements shown here 
appear in leading national and 
state farm papers having a circu- 
lation of more than 6,777,000 
readers. They undoubtedly reach 
the best farmers in your com- 
munity and help to keep them 
sold on U-S-S American Fence. 

Although the demand for farm 
fencing is running ahead of the 
supply, we are making every effort 
to see that each American Fence 
dealer gets a fair share of the 
available supply in proportion to 
past business. 


0000008000000 0 6 6 © Ohne 





on American Fence 


“'There’s nothing like woven wire fence 
— and AMERICAN tops ‘em all’’ 


SAYS HOMER CARON, BLOOMER, WISCONSIN 





of American Fence 
1. Long Lite Wires 
2. Hinged Joiat 
1. Temsios Lorve 
4 full Gauge Wires 

| & Correct Spacing of Wires 
| 6 Full Length and Height 
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AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO * TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 


U-S°S AMERICAN FENCE 


Theres more American Pence in use Than any other brand / 
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UNITED STATES STEEL EXPORT COMPANY, NEW YORK 














ARMSTRONG-BRAY & CO. 


5348 Northwest Highway, Chicago 30, U.S.A. 








PACKAGES 


For the small user, STEELGRIP 
Belt Lacing is now conven- 
iently packaged — 1 set of 
12” lengths of STEELGRIP 
complete with hinge pins and 
gauge pin to the box. Lacing 
can be easily broken to sizes for 
narrower belts, if desired. Econ- 
omy packages are convenient 
for dealers too because it is no 
longer necessary to break large 
boxes for small sales. 


Write for Catalog 
Sheets 









Carton of 
single or 
assorted 
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Automatic Driver 
Diamond Points 








Sy 










Shoots 100 Zinc Coated 
Diamond Points into the hard- 
est wood — as fast as a man 
can pull the trigger. Speeds 
up glazing of sash, frames 
and mirrors. Points can be 

driven at an angle, due 
e to patented nose plate. 

For hand-driving — Per- 

fect glazing with Red 
Devil Triangle Points. Zinc 
Coating prevents corrosion. |f 








7978 





A Product of 


Devil Tools 


Irvington 11, N.J., U.S.A 





BWHAT’S NEW 








insecticides, detergents, and other 
chemicals with hose water when 
the unit is attached to an ordinary 
garden hose. This solid brass 
Spray-Mix is entirely rust-proof 





and comes complete with 5 ft. rub- 
ber suction-hose and filter. A three- 
color set-up display carton comes 


with 12 individually packaged 
units. Suggested retail is $1.49 
each. Melnor Metal Products Co., 


Inc., 112 Lafayette St., New York 
ie. Ss 


Extension Rule 


The newest addition to the line 
of Lufkin Red End rules is this 
X-46F, which gives easy and ac- 
curate inside, outside, regular and 









flat reading measurements. Num- 
bering begins at the extension end 
of the rule, both sides. Brass ex- 
tension slide allows inside mea- 
surements up to 78 in., and a stop 
prevents the brass slide from com- 
ing out. The rule is made of heavy 
sections of select hardwood, and 
the boxwood finish is protected by 
a clear plastic coat. Figures are 





easy to read, and the rule is 
marked in consecutive inches to 
16ths. Folded length is 8 in. 


Lufkin Rule Co., Saginaw, Mich. 


Automatic Fire Extinguisher 


Completely corrosion- and rust- 
proof is this new Red Comet Safety 
Spray automatic fire extinguisher. 
It is made of a tough fire-resistant 
plastic with the few small metal 
parts being cadmium plated. Car- 
bon tetrachloride is sealed in a 
glass container, and when fire 
breaks out, heat releases a fusible 
clip which frees a powerful coiled 
spring built into the lower section 
of the extinguisher. A_ plunger 
shatters the glass container, releas- 
ing the fluid. There is a detachable 
top cover that can be quickly taken 


~\ 





off so the glass bulb can be removed 
and thrown manually over the fire. 
Available in red or ivory, the unit 
retails for $11.35. Red Comet, Inc., 
Littleton, Colo. 


Midget Numbers 


Reflecting all aluminum Midget 
Numbers for mail boxes, pricing 





systems, bins, stores, etc., have 
been added to the Hy-Ko line. The 
numbers have night or day visibil- 
ity, and resist weather, wiil not 
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rust, break, fade or fall apart. As- 
sortment No. 50, with a list price 
of the assortment of $10.80, in- 
cludes one gross of Midget Num- 
bers, 24 frames in dozen packs, and 
a free display rack. Hy-Ko Prod- 
ucts Co., 1260 W. Fourth St., Cleve- 
land 13, Ohio. 








Potato Cutter 


This new Mrs. Damar potato cut- 
ter cuts 25 french fries or 49 shoe- 
string potatoes in one stroke by | 





WILLIAM J. McELROY 
President 
and General Manager 






GERALD T. KNOTT 
Portland Manager Asst. General Manoger 


A 5 
BYRON M. GLAD 


ROUND SEATTLE CHAIN CORP. 


For nearly forty years, Round Seattle Chain has been growing with 
the great Pacific Northwest. This important plant not only manu- ° 
factures and distributes heavy chain for the lumber, fishing and 
marine industries, but all types of welded and weldless chain, 
chain hoists, electric hoists, trolleys, winches, etc. 


ONE OF THE COMPANIES THAT MAKE 


RU WULA CHAIN 


The coast-to-coast Round organization is justly proud of 
' ; Seattle Chain and of the men who manage it. In all parts 
inserting a whole potato into the of the United States, other Round Chain Companies are 
“$ — pe pret gern Made equally well qualified to supply 4 complete line of chain 
y-ias € 3 . . . . * 
of long-iasting enamel steel, it is in their respective territories. Wherever you are, there’s 
rust-resistant, safe to use, and , 
a Round Chain Company nearby ¢o serve you better. 


easy to clean. It comes complete 
He | Welded and Weldless Chain for Every Need! 


with two interchangeable cutters 
in red, yellow and white. Individ- 

FARM CHAINS e LOG CHAINS e BUILDING CHAINS e TIRE CHAINS 
CHAIN HOISTS e TROLLEYS © CRANES @¢ WINCHES e FITTINGS 


ually packed in an attractive foyr- 
Damar Products, Damar Bldg., | ORDER FROM YOUR WHOLESALER, OR CONTACT ONE OF THE 


color package. Retail is $3.98. 
Treat Pl., Newark 2, N. J. 7) i 
KOU HAIN COMPANIES 7 








Food Blancher 


A new addition to the Wear-Ever 
line is this Food Blancher, consist- 
ing of an 8 qt. sauce pot, perforated 








—— 


inset and cover, all made of cold 
rolled sheet aluminum. The unit has 
heat resisting finger grip handles 
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Good to Look At 
Important to Own 
Because the little red COMET 
Lantern is decorative when not in 
use—it will sell on sight to the 
large percentage of your customers, 
who need a safe, dependable light 
for emergency use. 
Write for Dealer Helps 


[R.E. DIETZ COMPANY 





SYRACUSE 1, N. Y. Cogi@mbonay 





~ 
by PARK 





Carpenter’s 
Tool Box 

















With all the ‘‘PROFESSIONAL”’ features 
that Carpenters demand ! 


This NEW box has the same sturdy construc- 
tion that has made PARK the standard of 
comparison. Full length tray-hangers to hold 
level, inserts in bottom for 3 saws. Cover has 
slot to allow clearance for square. Copper 
hammerloid enamel. 


lete line 





WRITE: For informati on comp 
OR CALL YOUR JOBBER 


PAR 


MANUFACTURING CO 
GRANT PARK, ILLINOIS 
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welded to the pot, and the cover fits 
both pot and inset. Besides blanch- 
ing food, it can be used for deep 
fat frying, for scalding or steaming 
vegetables, as a_ sterilizer, and 
others, or parts of the unit can be 
used separately. Retail price is 
about $7.00. Aluminum Cooking 
Jtensil Co., New Kensington, Pa. 


Mower Lapping Machine 


Here is a portable power unit de- 
signed to lap in any reel type 
mower quickly and easily. It is 
called the Simplex Portable Lap- 
ping Machine. The Simplex can be 
coupled to the reel of a mower any- 
where near a source of 110-volt 
power. Adjustable mower supports 
are provided with several sizes of 
reel shaft couplers and two grades 
of lapping compound. A reversing 
switch allows the Simplex to run in 





either direction, and the final drive 
arm can be adjusted to any position 
from 3 to 16%4 in. above floor level. 
It uses a 44 hp. double shaft motor, 
and a grinding wheel or wire brush 
can be mounted on either shaft. Re- 
tail is $69.50. Fate-Root-Heath Co., 
Lawnmower Sharpener Div., Plym- 
outh, Ohio. 


Steel Drawer Unit 


A new 18-in. deep, 18 drawer 
steel cabinet has been added to the 
Equipto line of storage units. 
Wider, deeper drawers and larger 
label holders are the new features. 
The drawers, measuring 514x312x 
17 in., come equipped with two di- 
viders adjustable on 1 in. centers. 
Label holders are furnished on 


each drawer and divider. The cab- 
inet, with an overall size of 18x14 
x34 in., is finished in olive green 





baked-on enamel. Equipto, Division 
of Aurora Equinment Co., 715 
Prairie St., Aurora, Ill. 





Plastic Drop Cloth 


A new painter’s drop cloth, called 
See-Safe, is a durable transparent 
plastic cloth that allows the user to 
see what he is keeping safe. It 
measures 9x12 ft., and can also be 
used for porch furniture cover, au- 
tomobile seat cover, picnic cloth, 
mattress cover, blanket storage, 
bush covering, home-made wading 
pool, and for many other purposes. 
It is lightweight and folds to coat 
pocket size. Can be wiped clean with 
a damp cloth. Retail price is $2.98. 
Mehl Mfg. Co., 2046 Reading Rd., 
Cincinnati, Ohio. 


Kitchen Corner Cabinet 


Two revolving shelves that elim- 
inate waste space are features of 





this corner counter “spinner” cab- 
inet for kitchens, added to the Ber- 
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SHOP EQUIPMENT 
| PRECISION TOOLS 
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More than 80 million Starrett advertising messages ... well over 614 
million per month during the next 12 months...and every Starrett ad 
tells every reader, “Buy Through Your Distributor.” This new, expanded 
Starrett advertising program in 35 key publications* reaching consumers, 
industrial buyers and specialized trades — including the top ranking 
Saturday Evening Post —is designed to build even greater acceptance 
for Starrett Tools and to help establish your house as headquarters for 
the complete line of widely advertised Starrett products. This powerful 
program pre-sells for you now, saves your time, boosts your sales and 
profit. It is also a valuable investment in customer preference, loyalty 
and good will for the future. 

*These Publications Carry Starrett Advertising Regularly: The Saturday Evening 
Post, Popular Science, Popular Mechanics, American Machinist, Machinery, Mill & 
Factory, Tool Engineer, Modern Machine Shop, Purchasing, Industry, Industrial 
Equipment News, Industrial Distribution, Hardware Age, School Shop, Industrial 
Arts & Vocational Education, Motor Service, The American Automobile, El Auto- 
movil Americano, Ingenieria Internacional, American Exporter, Canadian I. E. N., 
New Equipment News, Oil & Gas Journal, Construction Equipment, Industrial 
Woodworking, Meat (Meat Kutter Band Saws ), Meat Merchandising, Meat Packers 
Guide, Bakers’ Helper. 


HERE’S HOW YOU CAN CASH IN ON 
THIS POWERFUL SALES PROMOTION 


The Starrett Distributor Sales Promotion Plan pro- 
vides complete material for an 8-point program 
that will completely identify you as a Starrett dis- 
tributor. It includes a complete advertising mat and 
electro service plus many sales-tested display, direct 
mail and sales promotion items. Cash in on this valuable free service. 
Get the whole story from the Starrett salesman or write for 
Bulletin No. 1300. 








O/#4 


O14 pi eoiarrst = ~y 
- wT @k “avelgac <=: ; 
ra oS Las » » \ “A Ad . /4/ 
. al wo = THE L.S. STARRETT COMPANY ATHOL, MASS., U.S.A. 





LY SINCE 1880 STOCK AND SELL THE COMPLETE LINE 
WORLD'S GREATEST TOOLMAKERS 
HACKSAWS., BAND SAWS end BAND KNIVES 
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Make an Extra Profit on 


Grainger’s Lower Prices 


EVERY HOME NEEDS A 









A “must” for every kitchen, bedroom, 
etc., this summer. Expels hot, stuffy room 
air and brings in fresh, cool air. 10" 
blade with quiet, 115 V. Dayton Motor. 
Steel panel 11'/" high by 22" wide— 
adjustable for up to 32" windows. Sturdy 
guard. Enamel finish. Illustrated is No. 
4F219 which lists at $21.00. Your discounts 
are extra large. You can get Dayton 
Window Fans with up to 30" blade. Order 
your sample fans now. 


ERS 
no WHOLESALE CATALOG 


Pe Request on Letterhead 


w.W.GRAINGER 


ING, 
43 WAREHOUSES — COAST-TO-COAST 
GENERAL OFFICE: 740 W. ADAMS, CHICAGO 6 








CHAIN 
TONGS 


“Reversible,” “Standard” and “Ideal” types, 
in all sizes, Jaws are drop forged from spe- 
cial steel, are carefully milled, heat treated, 
hardened and tested. The Handles are forged 
spring steel. The Chains are proof-tested to 
2/3 catalog strength (1,200 lb. to 40,000 
Ib.). “‘Reversible’”’ Jaws give double jaw life. 
“Standard” Jaws have extra bearing on the 
handle forged-in chain guides. The 
“Ideal’”” Tongs have G shaped 
teeth for a sure grip on irregular 
shapes—fittings, etc. 


TRONG BROS. TOOL CO. 


“The 180! Holder People” 


and 







WINDOW FAN 








5214 W. ARMSTRONG AVENUE © CHICAGO 30, ILL. 
ial 
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ger line. It requires 32 in. of wall 
space to the left and to the right 
of the corner, and can be fitted in 
with other Berger counter cabinets 
to make a more complete unit. 
Berger Mfg. Div., Republic Steel 
Corp., Canton, Ohio. 











“Petey.” 
tains efficiency in pressure and out- 
put. 





| Attic Breather Unit 


Here is a new attic breather unit, 
the Damp-Vent Cornice Ventilator, 
made of sturdy cast aluminum. It 





equally distributes air circulation 
in attic space, and moist air reduc- 
tion eliminates heat loss. The small- 
est insects will not penetrate or 
clog the fine mesh copper screen 
that is a special feature of the ven- 
tilator. Installation is easy. Damp- 
Vent Co., Bettendorf, Iowa. 





Tractor Power Sprayer 
This new tractor power take-off 

sprayer featuring a positive piston 

pump is known as the Hudson 





The piston pump main- 


Other features are a quick- 


set pressure regulator and an 
.eight-way boom selector valve. The 
sprayer has a 20-ft. hinged boom, 
with 13 10-gal.-per-acre nozzles, 
and is designed for general weed 
and insect control spraying in 
fields and on row crops. Fits most 
all U. S. tractors with PTO speeds 
of 600 r.p.m. or less. H. D. Hud- 
son Mfg. Co., 589 E. Illinois St., 
Chicago 11, IIl. 





Early American Toys 


Early American modes of trans- 
portation are portrayed in this new 
Northwestern line of toys. Included 
are the prairie schooner, retailing 
at $1.95, Springfield freighter, re- 
tailing at $1.69 the stage coach, at 
$1.69, and the ranch buggy, at $1.29. 
Each toy is packed individually in 
colorful display cartons and are ac- 
companied by a leaflet entitled, 
“Early American Transportation 
Horse-Drawn Vehicles.” Shown 
here are the stage coach, Spring- 
field freighter and prairie schooner, 
which come packed in a three-color 





carton reproducing an early Amer- 
ican general store and bank. The 
unit retails at $5.00. Northwestern 
Products Co., 200 Fifth Ave., New 
York, N. Y. 





Machinist Scriber 


A double point Machinist Scriber, 
No. MS-2, has been added to the 
Moody line of precision small tools. 
The Scriber is designed to fit the 
hand for a snug grip in the tapered 
finger ends. Both marking ends are 
properly precision tapered, heat 
treated and polished for pinpoint 
metal marking. Scribers are 9 in. 
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CLEAR-Lii 


Here’s the first new idea in window materials since 
their development. Now you sell windows in rolls 
—new plastic window materials. To help you we 
furnish a compact attractive 5-roll merchandising 
display, giant 3-color broadsides for mailing to pros- 
pects, folders, newspaper advertising mats, display 
cards and posters. Backing this local dealer pro- 
motion is our own national advertising program 
reaching millions of buyers. See your jobber or write 
direct for complete details on this Dealer Profit Plan. 


SOL-O-LITE MANUFACTURING COMPANY 
4303A W. NORTH AVENUE ¢ CHICAGO 39, ILLINOIS 










NU-V-GLASS 
Clear plastic rein- 
forced with tough 
cotton cord. Avail- 
able in white, blue 
and green. 








GLAZ-FABRIK 


Paraffine coated 
plastic cloth. Heavy 
duty! Just the ma- 
terial for low-cost 
installation. 
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SOL-O-LITE 


A specially devel- 
oped low-cost 
window material. 
Easily installed. 
Big market. 


ELL WINDOWS 
IN ROLLS! 


new improved material 
has great market! 





@ Every Home on the Farm or in the 
City a Market. 


@ Backed with Powerful Merchandising 
Plan. 


@ Has Hundreds of Practical Uses 
on Farm Outbuildings. 


@ The Lowest Cost Clear Window Material 
on the Market. 






“ine 
' ClEARLITE 
UV GLASS 


y —y 
EN CUAT-FABRIC 
@F ~ GAL SUREEN 






ciaz-screen & PACKAGED STORM DOORS & WINDOWS 


Galvanized wire 
embedded in clear 
plastic. Bends into 
any shape. Avail- 
able with 4”, 10 
and 14 mesh wire. 


Ask about special storm 
window package pro- 
motion. Sell pre-cut 
storm window material 
in colorful display 
package. 78” x 36”! 
Complete with nails: 
and mounting strips. 
Highly competitive 

$1 retail price. 
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NOW .. . during the peak 
of your garden supply season! 





SWIFT 
A PRODUCT OF * 


yin 





Strong displays now will help bring you 
your greatest profit on VIGORO* . . . 
End-o-Pest and End-o-Weed 


You can count on it! Demand for 
Vigoro will be greater than ever 
from now on. Behind America’s 
No. 1 plant food is one of the most | 
unique and powerful ad campaigns 
in Vigoro history. People are ready 
to buy. Get your share of the wait- 
ing sales by displaying Vigoro and 
its 2 famous companion products in 
your window and garden department 
now. 











*There te only one Vigero — the trade-mark for 
Swift 4 Company’s complete, balanced plant food. 


REMEMBER 


VIGORO is eferred by more people 
than all other brands combined! 


VIGORO nas 





brought hardwaremen 
bm 4 profits than any other plant 


| 
| 
| 
VIGORO’S 1952 advertising makes it 
profitable to feature Vigoro now. | 
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overall, and available in quantities 
of 12 or six in an attractive sturdy 
box that protects the fine points. 
Moody Machine Products Co., In«., 
1 Washington Ave., Providence 5, 
R. I. 


Grater and Shredder Set 


Here is the new Miracle Grater 
and Shredder set, consisting of 
three separate grating and shred- 





ding blades, for coarse, fine and 
medium grating and slicing. The 
individual blades fit snugly to- 
gether when not in use. The grater 
is stainless steel, and will not rust 
or corrode. Each set of three blades 
is individually boxed in attractive 
display cartons, with a suggested 
retail price of $1.95 per set. Dis- 
pensers, Inc., 947 E. 62nd St., Los 
Angeles 1, Calif. 





Fly and Hook Snap 


Here is Kwik-Klip snap, a device 
that eliminates much of the trouble 





and time consumed in attaching 
and detaching flies or hooks from 


lines while trout fishing, spinning 
and casting. Made of spring wire 
and designed for strength so it will 
not open up, it is available in small, 
medium and large sizes. It allows 
bait to have natural free action, 
and prevents a fly from whipping 
off. Six Kwik-Klip snaps are packed 
in a colorful envelope, two of each 
size, or any one size. Cheshire In- 
dustries, 80 Skiff St., Hamden, 
Conn. 


Portable Coolers 


Here is the Snackmaster Portable 
Cooler, a sturdily built, all metal 
cooler, finished in green baked en- 
amel. It will keep food and liquids 
cold or hot for many hours. Ultra- 
lite insulation fills the space be- 
tween the strong outer steel shell 
and the rigid leakproof inner tank, 
and a sponge rubber gasket on the 





lid acts as a complete seal. Standard 
Snackmaster, holding 91% gal., has 
a removable serving tray over 
the beverage and ice space. The 
Junior holds 3% gal. A sturdy bot- 
tle opener is built into the outside 
of both sizes of cooler. Acton Prod- 
ucts, Inc., 605 S. Summit St., 
Arkansas City, Kan. 


Subdued-Lustre Enamel 


A hard wearing enamel that has 
been subdued to fit into decorator 
planning is this self-priming and 
odorless Sapolin Subdued-Lustre 
enamel. It comes ready mixed in a 
large selection of decorator colors, 
and requires no undercoat or spe- 
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at the bottom. The plastic surface 


and can be quickly cleaned with a 





almost every surface, including 
plaster, masonry, brick, wallpaper, 


cial primers. One coat will cover | 


can be applied by brush, spray or 


woodwork or composition board. It | 








| 
roller, and dries the same day. 
Price is $1.60 a quart or $5.65 a | 
gallon. Sapolin Paints Inc, 229 E. 
42nd St., New York, N. Y. 





Garage Floor Mat 


Helping to keep the garage floor | 
clean and tidy is this Neoprene type 
rubber garage floor mat, which is 
oil and grease resistant. Cross-ribs 
on the mat prevent drippings from 
running to one end when garage 
floor slopes and a beaded edge keeps 
the oil or grease on the mat. Mat 








| 


Ace Rubber | 
101 Beech St., 


38x60 in. 


measures 
Products, Inc., 
Akron 8, Ohio. 





Plastic Wall Covering 


This new plastic surface wall | 
covering, called Man-o-Tile, fea- | 
tures an all-in-one border design, 
with attractive cap and feature 
strips, for easy installation. Full 
height, including the border de- 
sign, is 54 in., and if less height 
is desired, it can easily be trimmed 


resists alkali, dirt, grease and dust, 
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A 1/4 oz. size of the famous Nip-I- -N ' 
Diddee*—for spin casting. Ant ew & -E° 
enal fish-taking ability. Only 2-1/4" a . Pom 
long with flashy spinners that kick 
up a tantalizing fuss. Floats high. 
Ideal light action casting rod lure, 
too. G finishes. No. 916— $1.25. 


WEE-NIPPEE® 


Make fools out of 
Nip-I-Diddee®. P 
medium action Ca: 
ning rods. Sem 
2-3/8". Weight 3 
No. 912— $1.35. 


LIMES FOU CAW FRAS7 
















FIN-DINGO® 

w-sinking lure 
ones. Realistic 
‘ion. Casts easily 
nedium action 
ell, too. Length 
Molded plastic 
365 — $1.25. 


This Advertisement, sopvenns 
in Outdoor Publications, w! 

Influence More Than Melelemelele) 
Anglers. Ask Your Jobber Now! 








DEPENDABLE® LINE Nylon 
for squidding and other salt 
water fishing, 24 to 108 lb. 
tests $1.40 up per 50 yards. 


BLACK-ORENO® LINE Fin- 
est casting line made. 
Nylon — 10 to 40 Ibs. 
tests $1.20 up, silk—9 to 
24 Ib. tests $2 up, per 50 
yard spool. 


EXCEL-ORENO’ FLY LINE 
New finish won't crack, 
chip or peel. Double and 
bug tapers, silk — $11, 
Nylon — $9.50. Level 
sizes, silk—$2.20 up, Ny- 
lon — $1.95 up, per 25 
yard coil, 


SOUTH BEND BAIT CO., 910 High St., South Bend 23, Indiana 


SOUTHBEND = eae 


DECEIVER® LINE. Camouflaged 
Nylon casting line in 10 to 
40 Ib. tests $1.20 up per 50 
yard spool. 


DECEIVER® SPINNING LINE 
Soft, pliable, camouflaged mon- 
ofilament Nylon. 2 to 8 lb. 
tests $1.10 up per 100 yards. 
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Peerless 
Features 


DASHER WITH 
ADJUSTABLE SCRAPERS 


GEAR FRAME 


GEARLESS CAN TOP 
GEARS INCLOSED TAU C. 


AN 





SCRAPER 







STEEL CAN BOTTOM“ 


that SELL 


the year ‘round 





PEERLESS 
Super Value 
FREEZERS 


Eye appeal PLUS Buy appeal. 
Famous triple action freezing 
PLUS quality construction 
throughout. PEERLESS Features 
that speak for themselves. Sell 
PEERLESS Super Value FREEZERS 
and enjoy profits the year ‘round. 
Ask your jobber or write us for 
particulars. 


Household Sizes 
Hotel Sizes 


The PEERLESS FREEZER CO. 


WINCHENDON, MASS. 


2-10 Qts. 
12-20 Qts. 








WHAT'S NEW 








damp cloth. Other features include 
a specially treated backing that 
simplifies adhesion to the wall, and 





Retail is 
Mann- 


a wide range of colors. 
about 49¢ per lineal foot. 
ington Mills, Salem, N. J. 





Trash Burner Unit 


Two bushels of trash can be 
burned at once in this new Fire 
Guard trash burner, and once light- 
ed, it can be left to burn alone. A 
perforated metal screen in the lid 
retains flying sparks and ashes, 


riRE GUARD 


eaSe FORRES 





and minimizes the smoke and odors 
usually accompanying trash burn- 
ing. Trash is loaded into the unit 
through the lid. It measures 34 in. 
high and 18 in. in diameter. There 
are convenient handles on both lid 
and base, and draft vents are near 
the bottom, combined with a raised 
rod grille inside. Made of heavy 
gage sheet steel. Mid-West Metal 
Products Co., 1125 W. Second St., 
Muncie, Ind. 
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Glass Reflex Bow 


Here is the new Paul Bunyan Re- 
flex glass bow, bonded from sev- 
eral million resilient glass fibers. 
The bow is virtually unbreakable 
under any condition of rough usage, 
and is unaffected by unusual tem- 
perature or moisture extremes. It 
can be left braced indefinitely with- 
out taking a set, or can be released 
arrow-free without damage. It can- 





not shatter or snap. Designed for 
maximum center-shot, it has a 
hand-contoured handle with pivot 
point arrow guide. Price is $29.50. 
Paul Bunyan Glass Products, 1307 
Glenwood Ave., Minneapolis 4, 
Minn. 


New Circular Saw 


Adaptable to any standard }4 in. 
electric drill motor is the new 
Atomic Saw, equipped with a 6 in. 





Atomic safety-saw blade for rip 
and cross-cut sawing of 2x4 or 2x8 
without turning the timber over. 
The saw is of cast aluminum, 
weighs only 21% lb. and has a full 
hand grip. It operates on direct 
drive. The saw blade gives positive 
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has 2 Good Housekeeping 
c 2 RY 
th pivot <r As apvenniseo WES 
$29.50. Approved by Good Housekeeping 
ts, 1307 for its millions of readers. 
yolis 5, 


Fen. are talking about the handy, 
handsome No-Clamp Chopper. They're buying it for 
their own homes. And they're giving it as the ideal 
gift. Stock up to satisfy your customers! Made by 

: ENTERPRISE—the oldest manufacturer of precision 

‘d 44 in. food chopping equipment—this revolutionary new 

e new kitchen appliance will earn you big profits, greater 
a 6 in. volume sales the whole year through. 


CASH IN BY STOCKING THE COMPLETE ENTERPRISE LINE! 


Ty 
» ENTERPRISEM4)® 


ell. 


nr 


—_ 


NOS. 5, 10—Offer exclusive NOS. 422, 432—Furnished NOS. 12, 22, 32—Designed, ALL-PURPOSE PRESS —Stuffs 
Soda Enterprise cutting principle ine” with gears for easier operation with Enterprise quality, for per- sausage, presses lard, fruits, 
for rip home and commercial sizes. on tough cutting jobs. manent attachment and years vegetables, with maximum 


or 2x8 of satisfied use. pressure and minimum effort. 


r over. 


direct 
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STORE DISPLAY make 


ked Breas 


: YOUR 
FASTEST-SELLING | 
WHISK! | 


used everywhere— 


at the office 
-in every home 
Ground the shop 
to brush out the car 























*STRONG 
eFLEXIBLE 
*DURABLE 


Housewives and car owners 
know that Red Breast’s tough, 
palmetto fibre has a natural 
color that won’t show dirt, and 
lasts for years of hard use. 
They like its full 744” size—its 
strong, neat, wire-wrapped 
handle and handy metal ball | 
top, with hanging ring. And 
Red Breasts are priced so | 
reasonably, it’s no wonder they | 
hang up sales records. 


fl Advertised to your Best Customers ff 


Red Breast’s consistent advertising in Saturday Evening 
Post and Better Homes & Gardens reaches and sells the 
best customers and prospects in your community. 


Packed in display cartons 


One dozen to a counter display carton—attractive, 
colorful, eye-catching sales stimulator. No heavy 
investment in stock, yet, you profit from quick turnover. 


NOW _new Self-Service metal display rack ff 


Holds 1 dozen Red Breast whisks on a sturdy, one-piece 
metal rack topped with an attractive sales message. 
Entire display takes up only 12 inches of counter space. 
At any high traffic spot in your store, it invites self- 
service, pick-me-up Red Breast sales. | 


| 
SxSO 


OX FIBRE BRUSH COMPANY, INC. 
erevernicx Jefabshed /§§¢ MARYLAND 








Put OXCO’S Red Breast on your 
want list! Your jobber can supply 
you from stock—or can get Red 
Breasts for you—fast. 
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WHAT'S NEW 





control of the cut, is safe and 
smooth, stays sharp, and prevents 
kickback. The saw sells complete 
with the blade for $12.95. Atomic 
Saw Mfg. Co., 12548 Ventura Blvd., 
North Hollywood, Calif. 


Adjustable Garden Rake 


This Kenco aluminum all-purpose 
garden rake has an adjustable 
spread from 10 to 30 in. to suit 





every raking purpose. It can be 
used on leaves, grass, soil or gravel. 
The rake measures 48 in. in length 
when closed and weighs 24 oz. Re- 
tail price is $3.98 each. Kenco 
Products Corp., 329 E. 28th St., 
New York 16, N. Y. 


Rotary Power Mower 


This 18 in. rotary power mower, 
the Hurricane Glider, has a 2 h.p. 





governor-controlled gas engine and 
a pressed steel chassis. There are 
four large, equal-sized wheels with 
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q a ade el 
Of e (West $13.95) 
WITH CORD, FED. TAX INCL. 


Just put in enough coffee and water 
for 4 to 8 cups and plug it in! 


























Starts perking in seconds! 








Stops automatically when coffee 
reaches the peak of fine flavor and aroma ! 





~~ <a, gaa <a 4 











san be 
ae Changes automatically to separate low- 
ms. Re- heat element that keeps coffee drinking-hot ! 
Kenco : —— 
ih St., 

This appealing item, nationally 

advertised, and priced for fast selling, ‘ 
eae carries a worthwhile profit on every = 
hens sale. Make sure of YOUR share ; - 

: Peusene oo ~~ 

of this valuable business! ih ft Good Househeepng 

“a ve ey 
if . \ R R ) : : 
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NEW MAGIC CLEANER— 


Cleans Copper 
Brass and 
Stainless Steel 
Cookware— 


SPARKLING 
BRIGHT 


]] secono: 


WIPE ON AND 
RINSE OFF! 


Seal of Approval— 
U. S. Testing Co. 


MONEY-BACK GUARANTEE 
ON EVERY BOTTLE 


Sold through hardware, variety 
and department stores exclusively 


89°*~ copper BRITE, INC. 


$1.49 PULL 1109 N. Poinsettia Place 
FAIR TRADED Los Angeles 46, Callf. 











[ACO 


-7EE WASH 








* SOAKS 
*% SCRUBS 
* RINSES 


rtttach fo 
Ga 1deu Wase 


USE SOFT OR HARD BRISTLE (CHANGEABLE) IN 
THE RUBBER HEAD DEPENDING ON THE WORK 


_ CAR-HOME-STORE-FARM & INDUSTRY 


* 10” Handle Retails $3.95 
* 36” Handle Retails $4.95 
* Moulded Rubber 


Pat. Appl. enap in—enap out feature. 
* 5 Water Jets 
* Attractive Display Package 


COMPLETE MAT SERVICE FREE 
Ask Your Jobber or Write 












Famous from coast to coast for heavy duty and 
utility fountain brushes used by R. R., Bus and 
Truck Fleets. 

















LAITNER BRUSH CO. 


2000 BROOKLYN AVE. DETROIT 26, MICH. 
Established 1855 
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WHAT’S NEW 








puncture-proof tires, allowing the 
mower to follow lawn contour 
without dropping into small de- 
pressions or tilting on small bumps. 
Other features include a hinged 
side throw-out safety guard, cut- 
ting height adjustment from 1% to 
3% in., and a handle which swings 
clear for starting. National Metal 
Products Co., 2722 Cherry St., 
Kansas City, Mo. 


Locking Plug 


“Cor-Lok” is the name of this 
new heavy-duty locking plug, fea- 
turing waterproof, shock-resistant 
jointure achieved by molded rub- 
ber construction. Available in these 
cord sizes: 18-3 and 16-3 SJ; 18-3, 
16-3, 14-3 and 12-3 in S, SO and 
SJO  hard-service coverings. <A 





simple twist upon plugging in es- 
tablishes a sure connection that 
stays unbroken until it is desired 
to disconnect. Cornish Wire Co., 
Inc., 50 Church St., New York 
(oe A 2 





Paint Roller Cleaner 


A new paint roller cleaner, called 
Kleenroll, adjusts to fit all sizes of 
paint rollers, and can be used on 
double or single handle or latex 
rollers. A few strokes cleans any 
paint roller. Made of heavy gage 
alloy wire and finished in bright 
lacquer. About 2 in. in diameter 
and 13 in. long overhaul. Suggested 
selling price is 59¢. R. M. & Sons, 





1900 W. Vliet St., Milwaukee 5, Wis. 


Plastic Craft Kit 


Children can now make plastic 
articles in the family kitchen with 
the help of this new Plasti-Foil 
Craft Kit. The kit contains materi- 





als for children to make their own 
molds by pressing aluminum foil 
over patterns furnished, and pour- 
ing in a safe, fluid vinyl plastic 
casting compound in four colors. 
All tools and accessories necessary 
are included in the kit. Baking can 
be done in a moderate oven. Coven- 
try Ware, Inc., 96 Robinson Ave., 
Barberton, Ohio. 





New Roller 


Here is the newest addition to 
the attachment line for Springfield 
garden tractors. It features a %4 
in. one-piece axle through the 
roller for strength and rigidity. 
The roller is 24 in. wide, all steel, 
and weighs 300 lb. when filled with 
24 gal. of water. Equipped with 
cross bar scraper, foot brake and 





riding seat. Suggested retail price 
is $41.50. Quick Mfg. Inc., Spring- 
field, Ohio. 


(Resume reading on page 13) 
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THE NEWEST PRO-/T MAKING (OLA W STAINLESS TABLEWARE... 


aa — 5 
: f 


\ WALLACE 
\ 















DEAL #1 


This beautifully designed permanent store display 
is equipped with a flashing on-off system. It points 
up selling features and affords ample room for 
open stock. In colorfully finished wood, display 
size is 36” x 15” x 22”. 

Teaspoons 6 doz. Cocktail Forks 1 doz. 





Dessert Spoons 4 doz. 
, Cream Soup Spoons 2 doz. — — : = 
Iced Tea Spoons 2 doz. ‘ 
Table Spoons 1 doz. Dinner Knives 1/pc. 3 doz. 
Sugar Spoons 1 doz. Dinner Knives 
~ Coffee Spoons, A.D. 2 doz. HH Forged 1 doz. 
~ Dessert Forks 4 doz. 24/pc. Sets with 
NEW! DIFFERENT! Salad Forks 2 doz. 1/pc. Knives 1 doz. 


Suggested retail value $491.64 
Small charge for permanent store display 





A completely New Design Idea 
In Stainless Steel Flatware 


DEAL #2: 





Striking new beauty in stainless 


tableware _- produced by Wallace Te 3 doz. Colorful, compact coun- 

: * Dessert Spoons 1 doz. ter display available 

rages In n~4 irae and oe Cream Soup Spoons 1 doz. with each deal in hand- 

ine patterns the design 1S fais iced Tea Spoons 1 doz. somely finished wood 

over the level of the handle stock. Table Spoons ¥2 doz. ~— with open stock display. 
Th > e rae Sugar Spoons V2 doz. 
ere s no Cutting—no incising —as Coffee Spoons, A.D. 1 doz. 


in ordinary stainless manufacture. Dessert Forks 2 doz. 
You can see and feel the difference! Salad Forks 1 doz. 
<r" Cocktail Forks V2 doz. 

Two sure-fire sellers... Trellis in 
. _ 2 . os Butter Spreaders 1/2 doz. 
classic traditional design . . . while Butter Knives Ve den. 


Dinner Knives 1/pc. 1 doz. 
Dinner Knives 
HH Forged V2 doz. 


Suggested retail value $132.12 
Small charge for 
permanent store display 


DEAL #3 


Fleetline is smart, simple and mod- 


ern. Each piece is graded for perfect ] 1 
shape and balance. Every edge and 
surface is smooth and polished. The AUD, y 


finish is guaranteed permanent. 
3 24-pc. package sets with ~ 


Your customers know the name ) \ 
and reputation of Wallace Silver- y| \ 
yi colorful counter display Fens f 


smiths — craftsmen for over 117 siese (enmsieneente®. fo 40 
years. Get full details on “‘Cameo Division of R. Wallace & Sons Mfg. Co tail value $53.85. 
Profile’ patterns—a Wallace revo- WALLINGFORD, i 
lution in stainless flatware — the CONNECTICUT ef er, —— tage ain 
nownet ante theitiies Sar your allace tainless national advertising in LIFE. 


Mats, photoprints, counter cards, sales training 
housewares department. copyrignt 1952 aids, etc. included in each deal. 
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Do Your Customers A Favor! 


Sell the Complete Line of 
. 


Pull in Sales * Satisfy Customers 
8 Fully Vented Heaters 22 Unvented Heaters 


All Martin Heaters AGA approved for 
natural, liquified and manufactured gases. 


Write your jobber or direct 
for new free complete catalog 


MARTIN STAMPING & STOVE CO., tuntvie 
Absolutely no change 
in quality—but price 
slashed to... 


$500 











N 





Were! 






Wi 
Ala. 


THERE ARE NO FINER TAPES on the market 
than Roe Steel Tapes. And now—with 
the price of the 50-foot model slashed 
° to $5.00, and other sizes priced pro- 
portionately — Roe Tapes are far and 
away the biggest dollar value you can 
give customers today. 
Roe be are tops in design, mate- 
rials and workmanship. They are 
permanently easy to read. They are 





quick-winding ... have a flush-folding 
handle, press button center, roller 
mouthpiece. 

Order Roe Steel Tapes from your 
jobber and start cashing in. There are 
cases of metal-banded leatherette; 
metal-banded or handsewn leather .. . 
25, 50, 75 and 100-foot lengths... feet 
in inches and eighths or in tenths and 
hundredths. 


JUSTUS ROE & SONS, Inc. 


Makers of Fine Steel Tapes since 1876 








PATCHOGUE, 


NEW YORK 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








(Continued from page 13) 


and the other half in a paste] blue 
enamel, showing customers how 
hardware looks on both. There are 
two operating model doors, one flush 
and one overlapping. Retail value 








of the hardware mounted on the 
| display is $12.76, and dealer pays 
| $7.50 for the demonstrator com- 
plete. When purchased with a 
starter stock of hardware, demon- 
strator costs dealer $3.82. Ameri- 
can Cabinet Hardware Corp., 420 
S. Main St., Rockford, IIl. 


Floor Coverings Book 


| 

| Shown here are two of the inside 
pages of the new 1952 Congoleum- 

Nairn Product Yearbook. This 

handsome 208-page book gives in- 

formation, dimensions and photos 








of Congoleum Rugs, Congoleum by- 
the-yard, Congowall, Nairn Inlaid 
Linoleum, Nairn Linoleum Tile, 
Vinyl Inlaid, and Asphalt Tile. Also 





pictured and described is Nairn in- 
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YOU HAVE MORE 


FEATURES 


TO TALK ABOUT 


MANUFACTURED BY 


HEMP & COMPANY 


3131 E. MURRAY STREET 
MACOMB, ILLINOIS 











. on a ne | 
E (= : Be | see 
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See your Jobber “Joday/ 


a ed 

















SWEEPING 





OVER 500 NEWSPAPERS 
CARRY ADS LIKE ‘THIS 


GUARANTEED 


uara 
cote is & 
Ceda tain m 


Proved Mess 1934 


Cedacote has been proved in 
actual use by tests of one of 
America’s leading indepen- 
dent testing companies, and 
by the Professor of Ento- 
mology of one of the coun- 
try’s leading Universities. It 
bonds to anything. Is as per- 
manent as cedar, and con- 
tains more than twice as 
much fragrant cedar oils 
(which moths detest) as 
cedar wood itself. Cash in 
on this truly great and 
needed product. 


DISTRIBUTOR INQUIRIES INVITED 


CEDACOTE CORP. 
261 Gayoso 
MEMPHIS, TENN. 























144 





TO HELP YOU SELL 








stallation and maintenance equip- 
ment, and charts list adhesives 
with which to install Nairn floors 
and walls. Congoleum-Nairn Inc., 
195 Belgrove Dr., Kearny, N. J. 





Night Latch Display Mount 


Here is the new Russell & Erwin 
night latch display mount, provid- 
ing dealers with a colorful means 
of displaying a popular assortment 





of night latches. The display is 
5144x26 in., large enough to show 
six clearly identified night latches 
and prices. Two shelf brackets 
with pivots permit rotation of dis- 
play to show appearance of the key- 
ways. Russell & Erwin Div., 
American Hardware Corp., New 
Britain, Conn. 





Paint Roller Ad Mats 


An opportunity to tie-in dealer’s 
brand of paint with paint roller ad- 





vertising is offered in this Thomas 
paint roller ad mat package. There 
are four mats, three of which have 
space for the dealer to insert the 
name of the paint he sells. All 
mats feature roller painting. Two 
mats are 2 col. by 6 in., and two 


are 1 col. by 6 in. Thomas Products 
Co., 8490 Lyndon Ave., Detroit 21, 
Mich. 





Shaper Booklet 


“How to Run a Metal Working 
Shaper” is the name of a new book 
designed as a manual for the South 
Bend 7 in. Shaper. The 32-page 
handbook covers the set-up and 
operation of the metal working 
bench shaper, and there are over 
65 photos, diagrams and exploded 
views, as well as easy-to-follow di- 
rections. South Bend Lathe Works, 
South Bend 22, Ind. 





Bean Pot Display 


A colorful counter display fea- 
turing West Bend’s electric bean 
pot with a set of four individual 
ceramic servers is now available. 
It needs only 16 sq. in. of space, and 
is of sturdy one-piece construction 
that is quickly and easily set up. 
The bean pot is featured on a 
slightly raised forward section of 





the display, and the servers are 
closely grouped around it. Display 
is available without cost from: 
West Bend Aluminum Co., West 
Bend, Wis. 


New Tool Catalog 


More than 100 new items are 
included in the new 116-page 1952 
catalog now offered by Goldblatt. 
There are more than 25 new hand 
tools for plasterers, cement finish- 
ers, bricklayers, tile setters and 
lathers, as well as several new 
books for these trades. About 25 
pages are devoted to tools and 
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ORDER FROM YOUR JOBBER, OR WRITE 


117 WEST GRAND AVENUE ¢ CHICAGO 10, ILLINOIS 














...@ small investment with a big return! 








: 
A. Kimble Button-End Glass Bars— 
crystal or opal glass with adjustable 
metal fittings. 18’ long. 


Kimble Double-Purpose Glass Bars— 
crystal glass with adjustable 

fittings for partial or full-length 

use. 24’ long. 


C. Kimble Bent-End Glass Bars— 
¥,‘’ crystal or opal glass with 
strong, modernistic metal fittings 
18’' and 24’' lengths. 


Kimble Deluxe Glass Bars— 

¥/,'' crystal-clear glass with heavy, 
streamlined metal fittings. 18°' 
and 24” lengths. 


a 
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You pay less . . . make more when you 
sell Kimble Glass Bars. 

Tremendous production facilities at 
Kimble make it possible for us to seil at a 
low price to give you a big profit margin. 

Stock Kimble Glass Bars, display them 
in your window and on your counter. 
You'll see how quickly shoppers snap 
them up once you point out how helpful 
Kimble Glass Bars can be in bathrooms, 


bedrooms, kitchens, and nurseries for 
curtain ties, towels, dish cloths, and 
shoe bags. e 

With their sleek crystal-clear glass 
and polished, gleaming metal fittings, 
Kimble Glass Bars are attractive in any 
room... stay clean . . . never rust. 

Order Kimble Glass Bars—the quality 
line with quantity demand—from your 
wholesaler, today, or write to us direct. 


KIMBLE GLASS BARS WON'T RUST... 
STAY NEW-LOOKING! 


KIMB LE GLAS S TOLEDO 1, OHIO 


Division of Owens-Illinois Glass Company 
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Hand-Picked 
Prospects for You... 


MR. HARDWARE DEALER! 4 


-li@, @ 


Day after day, the people in your territory 


Then . . . a book of catalogs, illustrating and 
describing the varied products needed for new homes, 
is mailed to these prospects of yours. This book— 
Home Owners’ Catalogs—is used and kept 


to buy for their new homes. It is important to you 


are bought for new homes 


because home-planners must 
the kind of things you sell. 


prospects in your territory. 


Tell me how I can get the names and addresses of prospects 
for new-home products . . . in my territory (Available in 
local marketing areas within 37 Eastern States only). 


COMPANY - a 


NAME __ 


CITY ZONE STATE 


HOME OWNERS’ CATALOGS 


Dept. HA5, 119 West 40th St.. New York 18, N. Y. 








ADDRESS _ 


while these prospects are planning what they will want 







who are about to build their own new homes are located 
by the world’s largest construction news gathering organization. 


that the products you stock, show and sell are completely 
described to these buyers before they make their final decisions. 


That is why so many leading 
manufacturers of the products that 


distribute their consumer catalogs 
in Home Owners’ Catalogs. These 
companies know that this is the 
way to do a thorough pre-selling 
job for you. They know these 
people are prospects for you 


buy 


Whatever you sell you can get the 
names and addresses of hand-picked 





TO HELP YOU.SELL 





| equipment for building contractors, 











and new equipment ranges from an 
angle plane for plastering and ce- 
ment finishing contractors to a 
baby bulldozer adapted to back fill- 
ing. Goldblatt Tool Co., 1920 Wai- 
nut St., Kansas City 8, Mo. 


Wall Outlet Display 

Here is the new counter display 
package for the No-Shok Duplex 
Electric Wall Outlet. The outlet it- 
self forms a base for an upright 





display, and a simple die cut ar- 
rangement exposes the two self- 
closing outlets and the plaster ears. 
Sales copy calls attention to the 
safety cap spring-action. Red and 
blue panels call attention to other 
selling points. The package is de- 
signed so that multiple units can 
be stacked for compact display. 
Bell Electric Co., 1844 W. 21st St., 
Chicago 8, IIl. 


Heating Equipment Booklet 


Cartoons and jingles are com- 
bined in a new, 16-page comic type 
book to put across the message that 
there are types and models of Cole- 
man heating equipment for every 
home. Called “The Case of the 
Colemanized Families,” the book is 
in four colors and can be imprinted 
with dealer’s name for use as 4 
direct mail piece or as a give-away. 
Coleman Co., Inc., 250 N. St. Fran- 
cis St., Wichita, Kans. 





Knife Sharpener Display 


The Oster double-action electric 
knife sharpener is now available 
with a new display piece. A small 
pyramid of green cardboard is sur- 
mounted by the sharpener and has 
a chain to which a bread knife is 
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attached. Customers are urged to 
try sharpening the knife. The 
sharpener hollow grinds both sides 





of a blade at once, and will also 
grind serrated edged and curved 
knives. John Oster Mfg. Co., Main 
St., Racine, Wis. 





Solderless Terminal Kit 


This two-color Solderless Term- 
inal Kit counter display holds a 
complete service kit in its plastic 
box and pictorially describes the 
product’s uses. The display is of 
heavy cardboard with a base mea- 
suring 7x14 in. and an upright 
panel in the back 14 in. high. Tools 
and terminals are instantly visible 
from all angles. The vertical rear 
panel tells about and _ illustrates 
solderless_ electrical connections. 





The display is supplied free with 
purchase of kits. Vaco Products 
Co., 317 E. Ontario St., Chicago 
H, ii. 





Power Mower Promotions 


A complete package of advertis- 
ing and merchandising helps de- 
signed to help dealers sell the idea 
that “There’s no better gift for 
Father’s Day than a power lawn 
mower,” is now offered for use with 
Eversharp power lawn mowers. 
The kit, available free, includes 
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—<cOBURN:;: 


SWING-OVER GARAGE 
DOOR HARDWARE 


-~Priced Right for 















TTRACTIVELY priced —lower in cost than spring-actuated door 
A sets—the Coburn gravity-actuated Swing-Over Set has 
definite appeai for the great majority of home owners. 


Combine its price advantages with quick, easy installatton plus 
smooth, easy operation and you have an item that sells fast to 
economy-minded buyers. Write today for catalog and prices to 
Sales and Engineering, 56 Sterling Street, Clinton, Mass. 


THE COLORADO FUEL & IRON CORPORATION * Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION * Oakland, California 
WICKWIRE SPENCER STEEL DIVISION * Atlanta © Boston * Buffalo * Chicago 
Detroit * New York * Philadelphia 


COBURN PRODUCTS 


CF 

















ways to profit with 


ONE WHEEL GARDEN TRACTOR 





8 Cultivating & Plowing Attachments 
8 Mowing Attachments 
19 Utility Attachments 






LIST PRICE 
$15475 


Plus Freight 


Our dealers will tell you their Choremaster success story in 3 words... 
PRODUCT! PROMOTION! PROFIT! Choremaster’s unique combination 


of these three essentials has quickly established this garden tractor as a leader 


in a highly competitive field. Proof is offered in typical dealer success stories. 


The product is right, the promotion is right, the profit is right—and you 


have a BIG PLUS...35 money-making attachments. Write for dealer sales 


kit giving complete information. 


Sell the ATTACHMENTS 


and you sell 


CHOREMasTER 


ONE WHEEL GARDEN TRACTOR 
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CHOREMASTER DIVISION the Lodge & Shipley Co., 


Make the complete line of at- 
tachments work for you! The 
Choremaster with various at- 
tachments displayed attracts 
attention, makes sales! 








828 Evans St., Cincinnati 4, 0. 














TO HELP YOU SELL 


newspaper ads, postcards, window 
streamers, radio commercials, sales 
training manual, envelope stuffers 
and a merchandising calendar. In 
addition to the Father’s Day pro- 
motion, Eversharp dealers are also 
offered a complete free kit of mate- 
rial enabling them to set up their 
own Free Home Demonstration 
Week. Midwest Mower Corp., 1006 
Olive St., St. Louis 1, Mo. 





Personalized Tool Fliers 


These new _ personalized roto- 
gravure fliers feature the new and 
complete line of Defiance Tools. 
They are printed in brown on four 
11144x17 in. pages, with 8%4x2%4 


of Ecana a } 
DEFIANCE 
bry oF 








DEALER'S NAME WERE «4 
aboans = + 


i Gm "TOO Box oF os mone Canals 

in. spaces on the front for the 
dealer’s imprint.. Space~for ad- 
dressing the fliers is also provided. 
Available at $12.00 per thousand. 
Advertising *Dept., Stanley Tools, 
New Britain, Conn. 





Sales Aids Brochure 


A yellow, black and white bro- 
chure describes sales aids now 
available for Sakrete products. In- 
cluded in these aids are: national 
ad mats, mats of Sakrete artwork, 
radio scripts and _ transcriptions, 
18x24 in. window streamer, two- 
color 14x20 in. easeled counter 
cards. carton decals, weatherproof 
signs, six-page leaflets, two-color 


| catalog sheets, and an easy conver- 


sion chart. All these aids are of- 
fered free. There is aiso a “You 
Can Build It” booklet, a 40-page 
booklet telling how to build or patch 
things with Sakrete products. 
Dealer cost for this is 8'4¢ each; 
retail price is 10¢. Sakrete Ince., 
P. O. Box 11, Cincinnati 17, Ohio. 
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Rodenticide Package 


Rats and mice can eat right out 
of this novel, triangular-shaped 
container that holds Rough and 
Ready rodenticide. The user simply 





tears open the two flaps in the box 
and places it wherever rodents are 
known to be. The new bait is a 1 lb. 
package and comes ready-mixed. 
J.T. Eaton & Co., Inc., 1106 Lake- 
view Rd., Cleveland 8, Ohio. 





Paint Color Chips 


More than 150 separate color 
chips, ranging from pastels to deep 
shades, are contained in this handy 
Treasure Chest of Colors. It fea- 
tures the complete made-with-oil 
Flatlux line of flat and sheen 
finishes and covering base colors, 
let--downs and intermixes. Each 
paint color chip carries full tinting 





instructions on the reverse side. 
Patterson-Sargent Co., 1325 E. 38th 
St., Cleveland 14, Ohio. 





Hose Accessories Booklet 


“How to Water Your Lawn... 
Right,” is the name of this new 
booklet now available as part of 
the advertising program for Green 
Spot garden hose accessories. It 
will be featured in spring and 
summer national advertising, and 
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INSECT WIRE 
SCREENINGS 


You triple your chances of making a sale when you stock all 
three Cortland Insect Wire Screenings. Homeowners prefer 
Cortland Brand because it comes in three popular price ranges 

. gives years of service and insures a better screening job. 





Cortland Brand Wire Screening is fine for windows, doors, 
porches and breezeways . . . has been a favorite screening for 
over 75 years. It meets U. S. Department of Commerce Na- 
tional Bureau of Standards’ eodhadtens. In 18 x 14 mesh, 
24” to 48” widths, 100 linear foot rolls. Extra wide widths 
also available. 

Because of material shortages, you may not be able to get 
immediate delivery on all types of Cortland Brand Wire 
Screening. However, place your order now .. . we'll supply 
your jobber as quickly as we can. 


® Cartland GRAY-WICK Popular, all-purpose wire 
screening. Doubly protected against corrosion by electro-zinc 
galvanizing and “glare-proofed'', enameled finish. 


Ld Cortland Bronze Rust-resistant. Unaffected by 
weather, salt air, acids, gases. Stronger, longer-lasting than 


copper screening. Bright or dark bronze 
“antique” finish. a NS 
ee ’ 


© Cortland ALUMINUM Won't Semaine.) 











rust or stain because it's made of 
aluminum clad wire. Strong and dur- 
able. Weighs less than half as much Contains colorful folders and 
as steel insect wire screening. streamers to identify your store as 

Wire Screening Headquarters. Also 
Poultry Netting, Nail and Brad 
window streamers. Send for your 
kit today! 


NAILS & BRADS * HARDWARE CLOTH 
POULTRY NETTING 






















WB) 
WICKWIRE BROTHERS, INC. 


CORTLAND, N.Y. 
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? “~~ «CLEANER 
PRESERVE, 


G. N. Coughlan Co., 
W. Orange, N. J. 











THE FASTEST, SAFEST 
Electric 
PAINT REMOVER 


Here’s a sure fire seller at 
a new lower price. Stands up 
under all tests. Heating ele- 
ment guaranteed for one year. 




















REMOVES PAINT, 
WALLPAPER, PUTTY 


Heats, blisters paint . . . easily scraped clean 
with putty knife on flat surfaces . . . with wire 
brush from mouldings . . . with knife from wet, 
steamed, wallpaper. Perfect job also on boats. Used 
indoors or out. 


Ask your wholesaler or write for details. 











PLAINVILLE, CONN. 


OPEN 


B & L TOOL and MACHINE CO. 
TERRITORIES 


SOLD ONLY THRU WHOLESALERS 
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| CER 


is available free. Other Green Spot 
sales promotion aids, such as win- 
dow streamers offering the book- 
let, window and counter displays 








and suggested display ideas, are 
also offered to dealers. Scovill Mfg. 
Co., Waterbury 20, Conn. 





Tool Assortment Display 


The No. 135 Metcoid Toolmart 
Assortment, a new dispensing dis- 
play, includes four individual tool 
assortments, each a separate, color- 
ful metal unit mounted on the 
sturdy, all-metal floor fixture. All 
tools are displayed in racks extend- 
ing at right angles to the display 
topping each unit. The four dis- 
plays, including No. 134 Metcoid 


7 
os 
use 





screw-driver assortment, No. 33 as- 
sortment of sockets and attach- 
ments, No. 46 Metcoid wrench as- 
sortment, and the new No. 22 pliers 
and lever jaw wrenches assortment, 
are fastened in step-ladder ar- 
rangement over a base panel with 
Metcoid identficiation. Metal En 
gineering Co., Plano, Ill. 
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Time Switch Bulletin 


A new four-page bulletin, No. 
5207-10M, describes the Paragon 
700 Series Time Switches. The bul- 
letin includes illustrations of the 
seven-day calendar dial switches, 
descriptive material showing their 
applications, and diagrams which 
depict both the internal working 
of the 700 Series and a suggested 
series of diagrams for their appli- 
cation. Switches in the 700 Seties 
are available in 24, 115 and 230 
volts, and 25, 50 and 60 cycles. 
Paragon Electric Co., Two Rivers, 
Wis. 





Pocket Knife Counter Case 


This new counter case, No. 52-12, 
holds 18 patterns of the open stock 
Camillus Pocket Knives. It has a 





bleached oak frame and a red dis- 
play panel, with a glass cover, and 
measures 12x9x10 in. A locking 
stock compartment holds over 
seven dozen knives. Camillus Cut- 
lery Co., Camillus, N. Y. 





Pump Sales Aids 


Here is a new envelope stuffer 
that contains information and illus- 
trations of all units and systems in 
the complete Everite line. It is die- 
cut in the exact shape of the 
Everite Fig. 4002 deep well horizon- 
tal jet system, and fits into a regu- 





lar size envelope. Everite Pump 
& Mfg. Co., Inc., Lancaster, Pa. 
(Resume reading on page 14) 
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The King Cotton “SNAP SACK" is a transparent polyethylene bag which holds 








12 half pound or 12 quarter pound balls of King Cotton Twine. It makes an 
attractive counter display and does away with the usual jumble of soiled, man- 


handled balls of twine. 


The ‘SNAP SACK"' attracts attention and invites your customers to buy. They 
can simply reach in through the elastic “SNAP SACK" opening and select 


one or more balls as desired. — King Cotfon = 


King Cotton twine is strong and serviceable. It is an Sash Cord 
P ° . Clothesline 
all-purpose twine — ideal for wrapping, agricultural ania lias 
. . Cable Cords 
uses and a hundred other applications. Ghat thee 
Venetian Blind Cord 
Twines 


King Cotton Twine is available in all plys and colors. 


Write for Catalog 









*TM—Shelimar Products Corp. 





CORDAGE 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET - NEW YORK 8, N.Y. 

















Priority and Price Digest 





News and Interpretations of Government Orders 


OPS Begins Decontrol; 
Lifting of More Price 
Lids Under Study 


Most significant development on 
the price control front in recent 
weeks has been the first steps taken 
by OPS to remove price controls. 

In taking these steps the price 
agency is taking official recognition 
of the absurd situation in which 
businessmen are saddled with the 
red tape of controls while prices 
are substantially below the ceiling 
level. 

The action of OPS in discussing 
cecontrol suggests the possibility 
that the near future may see more 
and more business relieved from 
this Federal red tape. 

OPS took concerete action to- 
ward decontrol by removing a num- 
ber of basic raw materials from 
OPS regulation. While this action 
has no direct interest to hardware 
dealers, it does offer hope for the 
future. 

Meanwhile, the lawn mower in- 
dustry has again been meeting in 
Washington on the subject of the 
long-discussed tailored price order 
for power and hand mowers. There 
appears to be some difference of 
opinion within the industry as to 
the need for such an order. It is 
likely that if any action is taken 
it will be taken before July, in 
order to have effect upon next 
year’s business. 


NPA Bans Shift of 
Controlled Materials 


NPA in Direction 1 to M-47B, 
on April 28 barred a manufacturer 
from using controlled materials al- 
loted for a new product, for any 
other products. 

Under M-47B, the consumer dur- 
able good order, allotments may 
be shifted by the manufacturer and 
used for any items within a group 
listed in the order. The new direc- 
tion prevents this flexibility. 

Also prohibited is the diverting 
of materials granted for other 
products for use in making the 
new product. 
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Dealers, Jobbers May 
Use Capehart Change 


Retailers and wholesalers, as 
well as manufacturers, now have 
the benefits of the Capehart 
Amendment to the Defense Pro- 
duction Act, as the result of a 
ruling on May 5, of the Emer- 
gency Court of Appeals. 

Sellers are allowed adjust- 
ments in their ceiling prices to 
compensate for all cost in- 
creases, including overhead, from 
the six-month period before the 
Korean War to July 26, 1951. 

Details on how this will apply 
to hardware dealers and whole- 
salers will be published in the 
next issue. 











Makers of Outboards 
Ask Double Aliotments 


Since the outboard engine in- 
dustry operates under unusually 
long lead times, manufacturers on 
April 29, urged NPA to provide 
them with advance allotments ex- 
tending to three instead of two 
quarters,. 

The Outboard Engine Industry 
Advisory Committee reported that 
domestic and foreign sales are at a 
high level but said the industry 
as a whole is encountering diffi- 
culty supplying distributors with 
motors due to material shortages 
and the long lead times required 
in placing orders. 

NPA advised industry members 
to seek supplemental allotments 
where necessary. 


OPS Surveys Lawn Mower Manufacturers’ 
Earnings as Prelude to Tailored Order 


OPS officials and members of 
the Lawn Mowers Manufacturers 
Industry Advisory Committee met 
recently and discussed the con- 
tinuance of the present OPS survey 
of the profit and loss position of 
that industry. 

It was the consensus of the meet- 
ing that the survey should be com- 
pleted, and another committee meet- 
ing called to determine whether a 
tailored ceiling price regulation 
shall be written. 

Currently, lawn mower manufac- 
turers of both hand and power 
models are operating under Supple- 
mentary Regulation 12 to CPR 22, 
the general manufacturers regula- 
tion. This is an interim type regu- 
lation which gives an option to a 
manufacturer to use ceilings estab- 
lished by the GCPR on Jan. 26, 
1951, pending the issuance of a 
regulation tailored for the industry. 

OPS stated if no tailored regu- 
lation is written, lawn mower man- 
ufacturers will be removed from 
SR 12, and will have to file regular 
Form 8 applications for ceilings 
under CPR-22. 

Industry members said that any 
new regulation will not affect this 


year’s sales of lawn mowers. At 
the same time, they pointed out 
that to be effective for next year’s 
sales, a _ tailored regulation, if 
agreed upon, should be made effec- 
tive by July 1, 1952, the beginning 
of the next selling season. 

Some members were not certain 
that a tailored regulation would be 
beneficial. Others expressed belief 
that the industry can operate satis- 
factorily under SR 17 to CPR 22, 
permitting them to take advantage 
of the Capehart adjustments. 

Committee members discussed 
proposals to include ceilings for 
both wholesalers and retailers in 
any new regulation that may be 
written. OPS officials indicated 
that because of the lack of uni- 
formity of markups at both whole- 
sale and retail levels, this may 
prove a difficult task. 


Linseed Industry 
Asks Decontrol Order 


Decontrol on linseed oil products, 
iucluding linseed oil which is used 
in oilcloth, linoleum and paint man- 
ufacture, has been asked of the 
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EVANS 


“WHITE-TAPE” 
at 98° 


The Fastest Seller 
on record... 






Yes, Evans White-Tape toppled sales rec- and Exclusive Automatic Brake to hold 
ords even before its ad campaign hit its blade in place after measurement is made. 
full stride. Now more than 10,000,000 Free Sales Aids. Each White-Tape indi- 
potential customers are reading about this vidually boxed in code-colored package. 
better tape every month in their favorite Each dozen in multi-color display unit. 
national magazines. They'll read of Evans’ And a compact, sales-compelling display 
amazing low price—only 98¢ for the 6 ft. card with every dozen. 
They'll remember these outstanding fea- People snap up Evans White-Tape as 
tures: Sturdy Die Cast Chrome Plated Case; just the thing for SHOP—HOME—OFFICE. 
Jet Black Markings On Snow White Steel Order Evans “Lo-Inventory” assortment 
(white on both sides); Measures Inside and from your jobber now—a special one-dozen 
Outside; Economical Replacement Blades display unit carrying all sizes. 


$1.19* 
8-ft. (108W) 
_— 98¢* $1.49* Ewatu 
a 1.0-fr. (11 0W) & CO. 





*Prices a few cents higher 6-ft. (106W) 
ELIZABETH, W. J. » MONTREAL, QUE. 


Denver West and Canada. 
Makers of Evans 6-ft. Folding Rules 
@ 7806 and “The Folding Yardstick” 
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THE 
“OUTDOORS” 





Millions are playing | 

America’s Family Game—South | 
Bend Croquet! 
This wide-spread active sport 
has built an appreciation of 
yard appearance, developing 
a keen interest in outdoor 
tables, chairs, umbrellas, dec- 
orations, accessories. So tie up 
to South Bend Croquet—use 
it for your leader in promot- 
ing sales of outdoor items, 








SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South —Louis Williams & Co., 3rd National 

Bank Bidg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
Calif. & S. W.- Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
Denver & Pac. N. W.-—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH/BEND 
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Office of Price Stabilization by 
processors of linseed oil. 

Linseed oil prices are already 
below ceilings and the linseed prod- 
ucts industry advisory committee 
stated that prices are likely to con- 
tinue to decline. 


Adjusted Ceilings for 
New Service Sellers 


Ceiling price adjustment provi- 
sions for new sellers of services, 
subject to CPR-34 were recently 
announced by OPS. The OPS ac- 
tion, Amendment 3 to the regula- 
tion, effective April 28, makes clear 
that the agency will consider ad- 
justment applications from service 
sellers who did not have normal 
earnings experience in a_ pre- 
Korean period because they have 
been in business a relatively short 
time. 

To obtamm adjustments under the 
amendment, a service seller must 
apply to OPS on OPS Public Form 
43, Revised, and show: that he had 
no normal earnings because his 
service is relatively new; that his 
present ceilings are below the level 
of those prevailing in his trading 
area; and that his present ceilings 
are causing, or will cause, him to 
operate his service business at a 
loss. 


Fishing Tackle Group 
Asks Larger Allotment 


The need for larger allotments 
of controlled materials, especially 
aluminum, was presented at a re- 
cent meeting of the Fishing Tackle 
Industry Advisory Committee with 
NPA. 

Some of the committee members 
said they had shifted to the use 
of aluminum when the supply of 
copper and nickel-bearing stainless 
steel became short, only to find it 
impossible to secure adequate quan- 
tities of aluminum. The industry 
requires but small amounts of alu- 
minum or any other metal they 
pointed out. 

Replying to a request for nickel- 
bearing stainless steel for leader 
wire for tackle used in deep sea 
fishing, NPA said manufacturers 
would probably have to rely on 
substitute materials. The agency 
pointed out that nickel require- 
ments at present represent 210 pct 
of the available supply and that no 
relief from existing shortages dur- 
ing the present year is in prospect. 


Cost Pass-Through for 
Farm Equipment 


Retailers of new farm equipment 
who figure their ceiling prices on 
the basis of net invoice or delivered 
cost may use the most recent net 
invoice or delivered cost, OPS pro- 
vided in Amendment 1 to CPR-100. 
Recalculated ceilings apply to their 
entire inventory. 

**Net invoice cost” is redefined to 
permit inclusion of excise taxes 
manufacturers have been allowed 
to reflect in their ceilings, but only 
if this was the seiler’s pre-Korea 
custom. However, this cost must 
be the cost of the commodity when 
bought from the seller’s normal 
source of supply—a distributor or 
manufacturer—but not from an- 
other retailer. 

For sellers unable to determine 
their ceilings under the general 
pricing provisions of the regula- 
tion, Amendment 1 permits appli- 
cation to OPS for a pricing meth- 
od rather than, as was previously 
required, for a _ specific ceiling 
price. 

The new action also provides 
that a dealer may add to his ceil- 
ing prices the amount of manu- 
facturer’s or wholesale distributor’s 
handling charges. Another change 
permits dealers to add to their ceil- 
ings items of cost which normally 
would be passed on, but which 
were not in effect between April i 
and June 24, 1950. 

In recognition of the fact that 
published list prices are issued by 
subsidiaries or distributors, as well 
as by the parent manufacturing 
company, the definition of “current 
published list price” has _ been 
broadened. The effect is to per- 
mit those retailers of farm equip- 
ment who historically prices from 
the lists of manufacturing subsid- 
iaries and national distributors to 
contine that practice. 


OPS Names Acting 


Enforcement Head 


Price Stabilization Director El- 
lis Arnall has announced the ap- 
pointment of Lambert S. O’Malley 
as acting Director of Enforcement. 
He succeeds Edward P. Morgan, 
who resigned to practice law. 

Mr. O’Malley came to OPS in 
December, 1950 as staff assistant 
to Director Michael V. DiSalle. In 
March, 1951, he was designated as 
special assistant to Mr. DiSalle in 
charge of the Office of Special As 
signments. 
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MONTAGUE OFFERS 
NEW “CHUCK” GRIP 
FOR MEDIUM-PRICED 
BAITCASTING RODS 


For the fisherman who wants a 
dependable grip with a solid, tight 
fit—and economy in the bargain 
—this new Montague “Chuck” 
grip is the perfect answer! 

Made of lightweight aluminum, 
this grip will not crack or split !! 

The new grip can be tightened 
to provide a fit equal to a well- 
drawn, but more expensive, fer- 
rule friction, socket-type grip. The 
“Chuck” grip is designed to be 
used with Montague medium- 
priced baitcasting rods. 

Promote it to your customeis’ 
satisfaction—and your profit! 





DON’T MISS OUT! Cash in on 
Montague’s new sales sensation 
in low-cost baitcasting rods. It’s 
the new Model 3G4 to retail at 
just $4.95. Stock up today! 


cw @O &4 0 
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OCEAN CITY-MONTAGUE 
DEALER NEWS 


PHILADELPHIA, PA. e 


RECENT RECORD CATCHES 
ON OCEAN CITY REELS 


e@ In Field & Stream’s ’51 contest, 
Ocean City reels brought in Ist 
prize catches in the Bluefin Tuna, 
Blue Marlin, and Western Rain- 
bow Trout classes—plus 22 other 
awards! 

e@ In the 1951 All-Canada, All- 
Species contest, 80% of the win- 
ners used Ocean City reels — 50% 
used Montague rods. 





OWNER OF 100 BOATS 
BOOSTER FOR 
MONTAGUE 4SC 


Frank Joseph runs Joseph’s Fish- 
ing Resort at Rodeo, California. 
In business for twenty years, he 
now has 100 boats for hire. 

“*My largest striped bass,” says 
Joseph, “‘was caught with a 
Montague 4SC split bamboo, 
combination rod.”’ The 16% Ib. 
beauty was caught trolling with 
an 18 Ib. test line. “‘After landing,” 
he says, “the pole had quite a set 
—but it came out easily.” 


ROoDS 


MONTAGUE CITY 
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JIMMY CAGNEY 
AND HIS OCEAN CITY 
AUTOMATIC 


Snaring the wily trout is the 
perfect relaxation from the nerve- 
wracking job of movie-making, 
according to Warner Brothers star, 
James Cagney. 


And when this accomplished 
angler heads for water over which 
to play his trout rod, he takes 
with him his favorite Ocean City 
automatic fly reel, with combina- 
tion automatic and single action. 


It’s the famous Ocean City No. 
90 “Automatic.” It features a 
sturdy, one-piece, die-cast frame 
—one-screw take-apart—smooth, 
quick line retrieving action. 

Priced to retail at $12.50, it’s an 
outstanding value ... a leader 
that’s sure to sell. Stock up now 
on the ‘“‘Ocean City Automatic” 
and profit. Your customers will 
agree with Jimmy Cagney, that 
here is the perfect fly reel! 


NOD REECE 











A PROTECTIVE COATING 
AT A PRICE 
ANYONE CAN AFFORD! 


Neus! 


KEEPS METALS BRIGHT 
WITHOUT POLISHING 


w OK —Preserves Metal 
s,, |bustre for Years! 


Used on sterling, silver 
plate, chromeware, auto 
chrome, brass, copper, 
5 , etc. There are 
thousands of other 
uses in riome, Gar- 
age, and Industry. 
ve Easy to apply with 
attached handy 
Ie dauber. Dries in 15 

wv minutes. 





FREE! 


Self-selling counter 
display holds one 
dozen bottles TECT 
Protective Coating. 
A fast moving year RETAILS 
‘round profit maker! 
Order through vour jobber 

today. Or write direct for 

further details. 


AT 
69: 
A PRODUCT OF 


TECT, INC. ENGLEWoop. N. J. 














}——— _ AN ARTMOORE PRODUCT ——, 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 





Your customers want 
the Artmoore Collapsible 
Tripod Clothes Dryer. 
24 Feet of Drying Rods 
Selected, smoothly fin- 
ished hardwoods—Snag 
proof — Metal parts 
rust-proof plated. Lift 
the Rod Holder and 
Tripod Legs open auto- 


matically. Collapses 
compactly for quick storage in small 
space. Ideal for in-between washings, 


lingerie, diapers, etc. A step saver 
alongside ironing board. Suggested retail 
only $3.75. 


Slightly higher West of the Rockies 
See your jobber or write 
co. 


ARTMOORE 


Dept. A-52, 1913 North 3rd Street 
Milwaukee 12, Wisconsin 
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OPS Announces Standards for Decontrol 
Of Products in Soft Market Areas 


OPS Director Ellis Arnall, with 
the concurrence of Economic Stab- 
i.izer Roger Putnam, on April 22, 
announced adoption of preliminary 
standards for the suspension of 
price controls in certain soft mar- 
ket areas. 

At the same time Mr. Arnall an- 
nounced the suspension of price 
control on 16 commodities now sell- 
ing materially below ceilings. He 
also said that the possibility of 


| suspension in several other impor- 


tant fields is already under study. 

The Price Director indicated that 
no widespread supension action is 
under consideration at this time. 
He pointed out that three-fifths of 


| the total wholesale trade is being 





carried on at peak prices, and 
scarcely more than one-fifth at 
prices significantly below the post- 
Korean peak. 

Mr. Arnall also declared that as 
a matter of fundamental policy, 
OPS will not suspend controls 
where such action would result in 


Wilson Sees Need for 
Extension of Controls 


Wage and price controls are go- 
ing to be needed for some time to 
come, largely as a resuit of the new 
26-cents-an-hour recommendation 
of the Wage Board in the steel case, 
Former Defense Mobilizer Charles 
E. Wilson told the Senate Banking 
Committee. 

The ex-mobilization chief said, 
“When this 26-cents goes through, 
if it does, then other labor leaders 
are going to have to get more. 
That is the way they live.” 

Mr. Wilson told the Banking 
Committee that President Truman 
never should have given approval 
to the Wage Board’s 26-cent pro- 
posal since it had the effect of 
making it a presidential edict and 
thereby makes it unlikely that the 
settlement will be much below that 
mark. 

Unless controls are kept on 
wages and prices “for some time 
to come,” Mr. Wilson stated, “I 
think you are going to have the 
greatest wave of inflation as a re- 
sult of this 26-cent thing sweeping 
industry that you’ve ever had.” 

However, Mr. Wilson declared 
that he favored the extension of 
controls beyond the June 30 ex- 
piration date only if improvements 
are made to them. 


levels of prices or margins higher 
than permitted under existing reg- 
ulations. And he stated that “we 
will see to it that suspension is 
always terminated before prevail- 
ing ceiling levels are reached.” 

Under the preliminary standards 
developed by the Agency, suspen- 
sion action or other relaxation will 
not be approved unless these con- 
ditions exist: 

(1) Prices in an area are mate- 
rially below ceilings. Area refers 
to a range of related items and will 
be determined by the structure of 
the market and OPS regulations. 

(2) There is no prospect that 
reimposition of controls will be 
necessary in the foreseeable future. 
This determination must be based 
upon a full economic analysis of 
market conditions, and will take 
into account such things as current 
supply and demand, production ca- 
pacity, inventories, and volatility 
of prices. 


He said, “I wouid only favor con- 
tinuation of wage and price control 
if whoever is to be responsible for 
the operation of the economy and 
mobilization has the power to set 
up the standards and to see that 
they are carried out.” 


Uniform Warranty 
Service Ceilings 


A new and simpler procedure 
for the establishment of uniform 
ceilings on services performed on 
new commodities or new models of 
existing commodities under manu- 
facturers’ warranty agreements was 
set by OPS in SR 16 to CPR-34. 
The new procedure is restricted to 
manufacturers with an_ historic 
practice of setting uniform charges 
throughout the United States for 
warranty services on the same 
article. 

Major effect of the action, ac- 
cording to OPS, is that it will 
relieve thousands of dealers in 
home appliances from applying in- 
dividually to OPS for authorization 
of charges made to the manufac- 
turers for services performed by 
their dealers or central service 
firms in accordance with a manu- 
facturer’s guarantee of his product. 

Dealers are also relieved of the 
requirement to file these ceiling 
prices with OPS District Offices. 
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NEW MOBILE “LIVE DEMONSTRATOR” PROVES SENSA- 
TIONAL SALES BUILDER FOR SUPERFLAME DEALERS! 


The sensational sales increase re- 
ported by this Vancouver, Wash- 
ington dealer is only one of the 
countless sales successes reported 
by Superflame dealers everywhere. 


“Live” demonstration has helped 
Superflame dealers, both large and 
small, to boost their oil heater sales 
and profits to an all-time high! Deal- 
ers who previously sold only a few 
heaters annually are now selling 
Superflames in big volume! And big 
volume dealers who have sold hun- 
dreds of Superflames, year after 
year, report that “‘live’’ demon- 
stration has proved phenomenal in 
increasing their volume! 


It’s the most effective oil heater 
sales tool of all time! Every dealer 
can use it anywhere...in the store, 
on the sidewalk, at Fairs etc. 


Now, a complete packaged “‘Live 
Demonstrator” kit is available to 
Superflame Franchised Dealers 
without extra cost! This improved 
kit includes signs, ball bearing base, 
Hammertone enameled stove pipe, 
etc., plus two 1,000 degree dial ther- 
mometers to demonstrate the 
amazing Superflame ‘‘Fuel-Saver”’ 
that reduces chimney loss 350 
degrees . . . saves ONE-THIRD 
on fuel! Only Superflame has the 
“‘Fuel-Saver.” 


CASH IN WITH SUPERFLAME...AMERICA’S MOST COMPLETE 
LINE OF OIL AND GAS HOME HEATERS ! SEND COUPON TODAY! 


rs 


ALBERT LEA, MINNESOTA 

Please send without obligation FREE “29 
| Ways” Book. Also complete “Live Demon- 
{ strator" details, catalog and name of Super- 


—— =< ee ee ee a a ee eee Gee eee eee 
TO: QUEEN STOVE WORKS, INC., Dep't. HA 52 








flame distrubutor for this area. 
| Firm Name 
| Address 
| City, Zone_____ State 
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General-purpose motors. Models that give dis- 
tributors and dealers a widely varied line of Capaci- 
tor-Start, and Poly-Phase Motors. 


Special-purpose motors. For pumps, oil burners, 
fans and blowers. Many will meet most of your 
customer's specifications “‘as is.”’ 


Write for descriptive literature and full information, 


HOOVER, 


158 


electric motors 


since 1934 






There are a lot of different moters with the same rated horsepower. 
Much the same looks, too. And about the same price. 

But put them to work where the going is tough—‘‘torture the 
/ - “> 
truth out of them’’—and surprising points of difference show up. 

That’s why so many distributors and dealers have lined up with 
Hoover. They’ve found that Hoover performance is something 
they can rely on to build business and hold it. 

When you put a Hoover Motor through its paces, you find 
horsepower with endurance. And when you take one apart and 
look at its ‘‘muscles,’’ you easily see why. 

In each mile of precision wiring, in every working part, Hoover 
Motors are built with what it takes for cooler running, quieter 
operation, more reliable power, longer life on the job. 

And Service? When it’s needed, where it’s needed, Hoover's 
service facilities are world-wide—always ready to protect your 
customers and to guard your good name. 


THE HOOVER COMPANY 
Kingston-Conley Division 
56 Brook Avenue North Plainfield, New Jersey 
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NEWS and Views 


A Washington 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


Wood Screw Imports 
To Be Studied 


The U. S. Tariff Commission has 
decided that there may be some 
merit in complaints that wood 
screws are being imported in such 
quantities as to be harmful to 
domestic manufacturers. The 
agency has scheduled a public hear- 
ing on the matter, beginning June 
30, in Washington. 

Both sides will be heard—domes- 
tic manufacturers and any others 
who feel that import levies are too 
low, as well as importers and rep- 
resentatives of foreign firms. 

Three results are possible: (1) 
Dismiss the complaints as unjusti- 
fied; (2) order a further investiga- 
tion by Commission experts, or (3) 


recommend to the White House 


that tariff rates be revised. 


French Study U. S. 
Selling Methods 


In an effort to learn more about 
American methods of mass mer- 


chandising, a French study group | 
in this country will visit retail | 
stores, mail order firms, super mar- | 
kets, co-ops and business papers. | 


These visits will be to learn how 
goods are sold at retail in this 
country. 

The group also plans to visit 
trade associations, Better Business 
Bureaus and labor groups to learn 
how the consumer is_ protected 
against unfair selling practices. 

In addition to this group, an- 
other group is visiting America to 
study how large scale government 
and industrial purchasing is done. 


Co-Ops Get Extension 


Co-Op associations now have 


until June 15, 1952, to file with | 


the U. S. Treasury information as | 


to patronage dividends, rebates, or 


refunds allocated to patrons during | 
calendar 1951. The previous dead- | 


line was May 15. 
(Resume reading on page 11) 
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totally 
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New Hoover. 

















If you make a motor-driven product 
that must work where there’s moisture, 
heavy dust, wood chips, or metal shav- 
ings—these new, totally enclosed Hoover 
Motors are for you. 

And you are getting more for your 
money than with any comparable mo- 
tor on the market. 

There are both self-cooled and fan- 
cooled models—newly designed to keep 
trouble out and performance high. No 
openings to let moisture in. No blind 
passages to catch dust and dirt. 


A working giant in a small package 


Polyphase motors through 3 H. P. 
Capacitor start motors through 2 H. P. 
All built in NEMA frames. Extremely 


compact. More horsepower for each 
















pound of motor—more motor for your 
money in every way. 

Made and guaranteed by the makers 
of the famous Hoover Cleaners, who 
have been building precision motors 
since 1934. World-wide service facil- 
ities—always ready to protect your good 
name. 

This ad, also appearing in Business Week Magazine, will help 
distributors and retailers sell more Hoover Motors. 


Ceeeeeeeseeeeseeseeseeeeeeseee 
$ THE HOOVER COMPANY 

e@ Kingston-Conley Division 

© Dept. HA-S 

. 56 Crook Avenue, North Plainfield, New Jersey 

e Please send catalog showing and describing 
® complete line of Hoover Motors. 

© Name 

e 

$ Address 

a 

e City Zone State 
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American Hardware Supply Co. 
Elects Ritter to Presidency 


William Ritter, Ritter’s 
Hardware, Mechanicsburg, 
Pa., has been elected presi- 
dent of American Hardware 





WILLIAM RITTER 


Supply Co., 41 Terminal 
Way, Pittsburgh 19, Pa. He 
fills the vacancy left by the 
death of former president 
Sherwin Wylie. 

Earl Wyant, Gilbert & Co., 
Huntington, W. Va., was 
elected vice-president of the 
company, and W. R. Cona- 
way, Perry Hardware, New 
Lexington, Ohio, was elected 
secretary. Paul Wolff, A. R. 
Wolff & Son, Meadville, Pa., 
was elected to the board of 
directors. 

Mr. Ritter has served as a 
director of American Hard- 
ware Supply Co. since 1941, 
and as vice-president since 
1945. He has spent 20 years 
in the retail hardware busi- 








Boosters Hear Langsam 
On Selling Challenge 


The biggest problem of 
business in the future will be 
to sell and distribute all of 
the nation’s huge production, 
Ralph H. Langsam, vice-pres- 
ident and sales manager of 
Masback, Inc., New York 
City, hardware wholesalers, 
told more than 50 members 
and guests of the April 25 
meeting of the New York 
Hardware Boosters. This is 
a challenge to the ability of 





RALPH H. LANGSAM 
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the salesmen in our own and 
other fields, he warned. 

He deplored the _ rising 
rate of taxation, the reduc- 
tion in the margin of profit 
made by business and urged 
strong resistance to the rise 
of Communism. 


Briefly reviewing the eco-, 


nomic situation from before 
World War I to the present, 
he expressed the hope that 
1952 volume would finally he 
comparable to that of 1951. 
The days of scare buying are 
over unless unforeseen events 
occur, he emphasized. 

Mr. Langsam compared 
retail hardware store sales 
in 1950 at $2.6 billions with 
those in 1951 of $2.9 billions. 





Coutu Holds Open House 


An Open House and Build- 
ing Festival was held on 
April 24, 25 and 26 by Coutu 
Lumber Co., Inc., West War- 
wick, R. I., to celebrate the 
company’s 53rd anniversary. 

The celebration featured a 
number of exhibits of build- 
ing supplies and hardware. 


ness, 15 of which he has been 
owner of Ritter’s Hardware. 

Mr. Wyant has served as a 
member of the board and sec- 


(Continued on page 166) 





Pittsburgh Screw Names 
Vice-President, Sales 


Alexander I. Stayman has 
been elected to the office of 
vice-president of sales of 
Pittsburgh Screw & Bolt 
Corp., Pittsburgh, Pa. 

Mr. Stayman has been with 
the firm for 17 years in the 
sales division, and was man- 
ager of sales in the Pitts- 
burgh and southeastern dis- 
trict. He was advanced to 
assistant to the vice-presi- 
dent and general sales man- 
ager. Since 1951 he has been 
assistant to the president. 


Shapleigh Hdwe. Buys 70 
Acres for New Quarters 


Approximately 70 acres of 
land have been purchased on 
Page Ave. in St. Louis 
County by Shapleigh Hard- 
ware Co., wholesaler at 900 
Spruce St., St. Louis 2, Mo., 
for the purpose of erecting 
a warehouse and office build- 
ing to house the firm’s opera- 
tions is a new and modern 
plant. 

The company purchased 
the property to take care of 
any construction that is fore- 
seeable at the present time 


and to assure _ necessary 
parking and recreation 
areas. 


No definite building plan 
has been announced by Shap- 
leigh Hardware. 








New York City College Offers Two Summer 


Sessions of Hardware Training Course 


The City College of New 
York has announced that 
two four-week summer day 
sessions of the _ industry- 
sponsored Retail Hardware 
Training Course have been 


scheduled. In these sections 
emphasis will be given to ef- 
fective means for meeting 
the- problems that result 
from rising operating ex- 
penses. 

The courses will provide 


practical information and 
techniques designed to in- 
crease sales and cut variable 
costs to the minimum, thus 
providing a two-pronged of- 
fensive against the price-cost 
squeeze. 


The first summer section 
is scheduled from June 16 to 
July 11, with registration 
closing July 2. The second 
section will begin Aug. 4 
and extend to Aug. 29, with 
registration closing July 28. 
Classes in both sections will 
meet daily from 9 A. M. to 
4 P. M.; there will also be 
some additional class meet- 
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ings in the evenings and on 
Saturday mornings. 


As in previous sections, 
there will be instruction in 
salesmanship, products and 
merchandising techniques. 
Instructors in the course 
come from more than 50 
manufacturers, wholesalers 
and dealers in the hardware 
industry. 

Tuition is $85, and there 
will be an additional expense 
of approximately $10 for in- 
structional materials. Hous- 
ing accommodations for 
out-of-town students can be 
arranged with a New York 
hotel that offers special stu- 


dent rates. A single room 
with bath is available for 
$17.50 per week; double 


room with bath for $14, each 
occupant, per week. 
Further information can be 
obtained from the Supervi- 
sor of Admissions, The City 


College Midtown Business 
Center, 430 W. 50th St., New 
York 19, N. Y. 
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McKenna Elected North 
Bros. Vice-President 
Edward A. McKenna has 
been elected a vice-president 
and director of North Bros. 
Mfg. Co., American St. and 


Lehigh Ave., Philadelphia, 
Pa. 
Mr. McKenna started his 


career in 1915 with Henry 
Disston & Sons as a mission- 
ary salesman for the firm’s 
line of trowels. Following 
that, he was given a sales 
territory with the Disston 
tool line. 


In 1922 he joined North 
Bros., taking the New En- 
gland, New York and Atlan- 
tic Seaboard states as a 
regular territory. Since 1946, 


when Yankee became a part 
of Stanley Works, Mr. Mc- 
Kenna has been sales spe- 
cialist on Yankee tools, and 
has traveled most of the 
country with Stanley Tool 
salesmen. 





Dooley Retires From 
Blish, Mize & Silliman 


L. G. Dooley, salesman for 
Blish, Mize & Silliman Hard- 
ware Co., hardware whole- 
salers of Atchison, Kan., re- 
cently retired on the occasion 
of his 50th anniversary with 
the firm. Of the various po- 
sitions he held with the com- 
pany during the past half 
century, his principal occu- 
pation was as salesman in 
central Oklahoma. 








Haw Hardware, 88 Years Old, Presents 
New Brochure Giving Company History 


Haw Hardware Co., 215- 
221 S. Green, Ottumwa, Iowa, 
hardware wholesaler, is pre- 
senting to customers and 





Ss. A. HAW 


friends a new brochure tell- 
ing the story of the firm since 
its origin in 1864. S. A. Haw 
is president and sales man- 
ager, and E. A. Haw is 
treasurer and chairman of 
the board. 

The brochure, containing 
16 pages, traces briefly the 
early history of the firm, 
following with information 


concerning the present-day 
operations. Company person- 
nel are introduced and de- 
partments of the business 
are described. Numerous 
manufacturers, whose prod- 
ucts are featured by the com- 
pany, are represented by the 
appearance of well known 
trademarks. 

Other officers of the com- 





E. A. HAW 


pany include J. B. Mirgon, 
vice-president, and Wayne 
Johnson, secretary. 
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Industrial Supply Convention 
Offers Sales Training Films 


The presentation of a sales 
training program for indus- 
trial distributors, in a series 
of eight films, will be one 
of the features of the an- 
nual Industrial Supply Con- 
vention, in Atlantic City, 
May 19-21. 

The training films are the 
culmination of three years 
of planning by a joint com- 
mittee of the two industria! 
supply distributors’ organi- 
zations, the National and 
the Southern Industrial Dis- 
tributors’ associations. 

The convention will star! 
with a triple meeting of the 
two distributors’ association: 
and the American Supply & 
Machinery Manufacturers’ 
Association, Monday morn- 
ing, May 19, in the ballroom 
of the Atlantic City Audi- 
torium. The speaker will be 
Rev. Dr. Norman Vincent 
Peale, minister of Marble 
Collegiate Church, New York 
City. 

Monday afternoon will be 
devoted to a joint meeting 
of the two distributors’ as- 
sociations, at which the sales 
training program will be 
explained. Members of the 
manufacturers’ association 
are invited to attend. 

This program will be in 
eharge of Eugene F. Mc- 
Carthy, Beals. McCarthy & 
Rogers, Inc., Buffalo, N. Y.. 
who is chairman of the Joint 
Film Committee of the dis- 
tributors’ organizations. 

All of Tuesday, May 20, 
will be devoted to the Con- 
ference Booth Plan. Mem- 
bers of the American as- 
sociation will attend their 
company booths. for the 
convenience of distributors. 
Conference hours will be 
from 9:30 a.m. to 5 p.m. 

The Industrial Supply In- 
dustry Dance will be held in 
the Hotel Traymore ball- 
room, Tuesday, at 9 p.m. 


The annual membership 
meeting of the American 
association will be held at 
10 a.m., Wednesday, with 
Ralph M. Johnson, Norton 
Co., Worcester, Mass., presi- 
dent of the association, in 
charge. After the formal 
business session there wil! 
be talks by Admiral Freder- 
ick J. Bell, Director of Hu- 
man Relations, of McCormick 
& Co., Baltimore, Md., and 
W'lliam H. Gove, Minnesota 
Mining & Mfg. Co., St. Paul, 
Minn. 


The two distributors’ 
sociations will hold separate 
sessions at 9:30 a.m.,Wednes- 


as- 


(Continued on page 176) 


Wood Elected to AHMA 
Executive Committee 


B. B. Wood, The Wood 
Shovel & Tool Co., has been 





B. B. WOOD 


elected to the executive com- 


mittee of the American 
Hardware Manufacturers 
Association, 342 Madison 
Ave., New York 17, N. Y., 


for the term ending October, 


19538. He succeeds T. .H, 
Truslow, Corning Glass 
Works, who resigned from 
the AHMA recently. 
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For more than 50 years Griffin 


hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... 

quality produced by 

Griffin. 


Ay, 


fa 
DiScoy DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


* THE B. S. ALDER COMPANY 
45 Warren Street 


ew York 7, N.Y. 

HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS E. H. FARRAR 
4638 Nichols Parkway 917 St. Charles Avenue 6637 Golf Drive 
Konsos City, Missouri Atlanta, Georgia Dollas 5, Texas 

WILBUR H. DAVIS H. C. GLOVER CHARLES L. LEWIS 
1639 W. Fargo Avenue 2611 Garrison Blvd. 1355 Market Street 

Chicago 26, IHinois Baltimore 16, Maryland San Francisco 3, Calif. 

GEORGE A. GREGG ROY L. ROGERS R. F. BEVERS 

17134-6 Wyoming Avenue 1620 Garfield Street 4524 East 60th Street 

Detroit 21, Michigan Denver 6, Colorado Seattle, Washington 

AUSTIN 2 EDDY INC. W.C. MEIBAUM & CO, L. G. FULLER, JR. 2 
115 Broad Street 6954 Oleatha Avenue 644 Wellington Road = 

Boston, Massachusetts St. Louis 9, Missouri Jackson 6, Mississippi = 
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News of the Trade — 


P. C. Nicholson, Jr., Succeeds Father as 
President of Nicholson File Company 


Paul C. Nicholson, Jr., has and was elected a director in 
been elected president and 1912. A year later he was 
general manager of Nichol- elected vice-president, and in 
son File Co., Providence 1, 
R. I., succeeding his father, 
Paul C. Nicholson, who was 
elected chairman of the 
board. 

Mr. Nicholson, Jr., joined 
the firm in 1941, at which 
time he was given a thor- 
ough course of instruction in 
all departments of the plant 
and office. Following service 
in the U. S. Navy, he re- 
turned to the company to 
complete his training. In 
1942 he was elected assistant 
secretary, a director in 1947, 
and secretary in 1948, which 
office he held until his most 
recent appointment. 

Mr. Nicholson, Sr., had 1915 became treasurer. He 
been president and general was elected to the presidency 
manager for 13 years. He and general managership in 
joined the company in 1911, 1939. 








PAUL C. NICHOLSON, JR. 








Vice-President of Sales questioned by members of 
the audience as to the advan- 


Named by Capewell Mfg. tages and disadvantages of 


Clifford C. McAleenan has jhis new paint product. In- 
been appointed vice-president cluded on the panel were: 
in charge of sales of Cape- Milton Pine, western division 
well Mfg. Co., Hartford, manager, Wesco Water 
Conn., manufacturer of pipe Paints; Leonard Hertz, Na- 
fitters’ tools, band and hack tional Chemical Co.; Paul 
saws, and specialty nails. Brockman, Glidden Paint 

The announcement was Co.; M. W. Huildelbrik, Mar- 
made at the annual meeting tin-Senour Paint Co., and 
of the company, at which Lee Schroeder, Lee Schroeder 
time Staunton Williams was Paint, who served as mod- 
reelected president of the erator. 
firm, Alden Y. Warner, ex- Mr, Brockman predicted 
ecutive vice-president, and that in a few years rubber 
Huntington I. Day, secretary. pase will supplant oil base 

Mr. McAleenan joined the because it is easy for the con- 
firm in 1950, at the time sumer to apply, and pointed 
Capewell acquired V-Mac In- out that 65 pct of today’s 
dustries, Inc., where he served painting is done by the con- 
as sales manager and secre- sumer himself. 
tary-treasurer. About 327 persons at- 
tended, and viewed the mer- 
chandise of 48 manufacturers 
displayed at the meeting. 





Chicago Panel Discusses 
Rubber Base Paints 


A discussion of rubber Modglin Names Tobey 
base paints and their appli- ° 
cation was the subject of the Sales Head in East 
Associate Membership night G. A. Tobey has been pro- 
of the Paint & Wallpaper moted to the post of eastern 
Association of Cook County, divisional sales manager of 
held in the Furniture Club Modglin Co., Inc., 3235 San 
of the Furniture Mart, Chi- Ferando Rd., Los Angeles 65, 
cago, Ill., recently. Richard Calif.. manufacturer of 
Koretz, president, presided at Perma-Broom, Perma-Scrub 
the meeting. and Perma-Kleen. Mr. Tobey 

A panel of experts from has been with the firm for 
four paint companies was four years. 
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News of the Trade 





National Hardware Show 95 Pct Sold Out; 


Bayer Registration 


The 1952 National Hard- 
ware Show, to be held at 
Grand Central Palace, New 
York, on Oct. 6-10, is now 95 
pet sold out. Pre-registra- 
tion of buyers is reported as 
the highest at this early date 
of any time during the past 
seven years, according to an 
announcement by Frank 
Yeager, managing director 
of the show, 331 Madison 
Ave., New York, N. Y. 

A survey of exhibitors in- 
dicates that merchandising 
plans and displays will be 
the keynote of exhibitors 
throughout the show. Many 
exhibitors are designing 
their booths to place special 
emphasis on their merchan- 
dising equipment. 

Displays of lawn and gar- 


Tops Last Seven Years 


den equipment are larger 
than at any previous show, 
with new items and mer- 
chandising plans being fea- 
tured by these manufac- 
turers. 

The entire fourth floor will 
again be occupied by the 
Fishing and Hunting Di- 
vision. 

This year’s show will 
again occupy all the space 
at the Palace for exhibition 
purposes, making it neces- 
sary to store all shipping 
crates in warehouses outside 
the building. 

The attendance at the 
show in 1951 was 32,871, 
with buyers from all sections 
of the country and 50 foreign 
countries attending. 








Freedell Named Director 
Of Russell Jennings Co. 


C. Kenneth Freedell has 
been elected a director of 
Russell Jennings Mfg. Co., 
Chester, Conn., a division of 
Stanley Tools, New Britain, 
Conn. 

Mr. Freedell joined the 
Stanley Tools production de- 
partment in 1923. Two years 
later he was transferred to 
the advertising department 
for Stanley Tools and Stan- 
ley Electric Tools, and devel- 
oped merchandising plans 
for the hand tool division. In 
1939 he joined the sales de- 
partment as assistant to the 








C. KENNETH FREEDELL 


sales manager. During 
World War II, Mr. Freedell 
was appointed to the War 
Production Board in Wash- 
ington, and in 1945 was made 
sales manager of Stanley 
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Tools. In 1950 he became 
general sales manager of 
Stanley Tools. 





Vises, Levels Damaged 
By Flood to Be Replaced 


Emergency assistance to 
its hardware and mill sup- 
ply .distributors and dealers 
in the flood areas has been 
offered by Columbian Vise & 
Mfg. Co., 9021 Bessemer St., 
Cleveland 4, Ohio. All Colum- 
bian-Stevens levels and Co- 
lumbian vises damaged by 


water will be replaced free | 


of charge. 

Dealers and_ distributors 
are asked to return all dam- 
aged goods to the company. 
Levels are to be sent to the 
Stevens Level Division at 
Newton Falls, Ohio, and 


vises should be sent to the 


Cleveland address. 





G-E Appliances, Inc. 
Names Sales Head 


James J. Slattery has been | 
elected vice-president and ap- | 


pointed general sales man- 
ager of General Electric 
Appliances, Inc., Bridgeport, 
Conn. Mr. Slattery has been 
merchandise executive for a 
number of department stores, 
most lately serving with 
Montgomery Ward & Co. In 
1945 he was made merchan- 
dise manager of the refriger- 
ation and range divisions of 
that firm. 
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| Why Pipe Wrench Buyers Want 
the Improved STILLSON by 


RibeiI> 









6’’ to 36”’ sizes 





Your customers like the cone coil 
safety springs inside the housing 


| *& The safe Stillson—no old-style flat springs to break 
and cut the hand; cone coil*springs are inside. 


¥% No spring rivet hole in handle to weaken it—handle is 
rugged heat-treated steel; high-grade malleable frame. 


¥% Handy pipe scale on full-floating hookjaw— jaws are 
no-slip no-lock and positive grip. 


¥%& Handsome, bright, colorful—and they deliver the 
good long service their looks promise. 


¥& Order RttatD>-made Improved Stillsons today —from 
your Supply House. 


THE RIDGE TOOL COMPANY °« ELYRIA, OHIO 


» 
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WE’RE TELLING 


4,600,000 


CUSTOMERS ABOUT 


SAL RE WE 














PRE-MIXED 
CONCRETE 
PRODUCTS 


IN A 





| FEATURE — 


this 

FAST-MOVING 
TRAFFIC ITEM 

Tie in with our 
CONSISTENT 
ADVERTISING 

in Better Homes and 
Gardens and 





Sakrete Advertising will 
appeor in these publications 
June through October. 


Manufactured By: 
ASSOCIATED PRODUCTS CO. MILL CREEK TRANSIT MIX, INC. 
111 Vineland Ave., Puente, Calif. P. O. Box 42 
THE ATLAS LIME CO. Salt Lake City, Utah 
303 No. Cotton Ave., El Paso, Texas SAKRETE, INC. 
W. R. BONSAL CO. P. O. Box 11, St. Bernard, 
Lilesville, N. C. Cincinnati 17, Ohio 
HARRY T. CAMPBELL SONS CORP. TEXAS DRY CONCRETE CO. 
Towson, Baltimore 4, Md. 700 E. 6th St., P. O. Box 1436 
DRY-MIX CONCRETE CO. Fort Worth, Texas 
10352 Franklin Ave., TWIN CITY CONCRETE 
Franklin Park, III. PRODUCTS CO. 
KOSMOS PORTLAND CEMENT . 6th & Main S. E., 
1529 Starks Bldg., Louisville 2 Minneapolis 14, Mi an. 
CAMPBELL DRY MIX, INC. 
Farmington, Conn. 


For complete information and literature, send this coupon to: 


SAKRETE, INC. 


P.O. BOX 11 


CINCINNATI 17, OHIO 
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Popular Mechanics... | 





GOING ALL-OUT 
N 1952 


wit 
pst | Propite 


BIG STINKY 


OUTDOOR 


FLY TRAP 





| Here’s a fly trap that really works. It was a 
sensation in 1951, and in 1952 your custom- 
| ers are going to hear more about it than ever 
| 
| 


In 20 national trade and consumer 
magazines, including: 

Life, Saturday Evening Post, 

Better Homes & Gardens, 


Country Gentleman, Time, 





Sunset, Popular Mechanics, 


Capper’s Farmer. 


Plus merchandising aids, newspaper mats, 
publicity, and point-of-sale pieces. 


IT’S A SURE-FIRE ITEM— FAST MOVING, 
ASSURING YOU OF STEADY PROFITS AND— 


Return orders — on both traps and 
fluid as an additional profit item. 


At Leading Dealers Everywhere. 





Ritindiee aches esaneee 





THE DIOPTRON CO. 


MILWAUKEE 1, WISCONSIN 
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News of the Trade | 
July National Housewares Exhibit Booked STOCK 





To Capacity; Displays of 520 to be shown 


Demand for space in the 
17th National Housewares 
Exhibit, July 7-11, has ex- 
ceeded the supply, and the 
Atlantic City Auditorium is 
again booked to capacity, ac- 
cording to A. W. Buddenberg, 
executive secretary, National 
Housewares Manufacturers 
Association, 1140 Merchan- 
dise Mart, Chicago 54, IIl. 
Displays of 520 exhibitors 
will be seen by an estimated 
7,000 to 8,000 buyers from 
this country, Canada and 
abroad. 

The exhibit will open Mon- 
day, July 7, and continue 
through Friday, July 11. 


Show hours will be 9 a.m. to 
5 p.m., with the exception of 
the closing day when the ex- 
hibit will close at 2 p.m. 
Exhibitors will occupy 820 


booths covering more than | 


129,000 sq. ft. of floor space 
in the Atlantic City Audi- 
torium. 

About June 1, buyers 
throughout the country again 
will be sent advance regis- 
tration cards to save them 
time in registering at the 
exhibit. They will be asked 


to fill in the cards, take them | 


to the exhibit, and present 
them at the registration desk. 








Yale & Towne Creates 
New Research Division 


Yale & Towne Mfg. Co., 
Stamford, Conn., has estab- 
lished a research and devel- 
opment division for the pur- 
pose of coordinating and 
supplementing the research 
and product development ac- 
tivities now being conducted 
at the firm’s eight manufac- 
turing divisions in the United 
States, Canada, England, 
and Germany. Charles S. 
Schroeder has been named 
director of research of the 
company and will serve as 
general manager of the new- 
ly created division. 





Keeler Retires From 
Gilbert & Bennett Sales 

Lewis St. J. Keeler, sales- 
man for Gilbert & Bennett 
Mfg. Co., Georgetown, Conn., 
manufacturer of woven wire 
fabrics, has retired after 
serving for nearly 56 years 
with the firm. 

Mr. Keeler has been with 





LEWIS ST. J. KEELER 
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the Gilbert & Bennett or- 
ganization since 1896, first 
selling in the New Engiand 
states. In 1920 his selling 
efforts were transferred to 
the southeastern states, and 
he is well known to hardware 
wholesalers in that area. 





Sprayer & Duster Assn. 
Holds Two-Day Meeting 


The National Sprayer & 
Duster Association, 4300 
Board of Trade Bldg., Chi- 
cago 4, Ill., sponsored a two- 
day session for its members 
and guests from the industry 
on April 17 and 18, in Toledo, 
Ohio. 

R. B. Chapin, president of 
the association, gave the 
opening address. He said 
that government agencies 
have recognized the impor- 
tance of sprayers and dust- 
ers in protection of public 
health and increasing farm 
production by making avail- 
able critical materials for 
their manufacture during 
the present situation. 

Demonstratiuns of various 
models of sprayers and dust- 
ers, and facilities for testing 
delivery and performance 
were features of the meeting. 





Nesco Opens Showroom 

Nesco, Inc., 201 N. Michi- 
gan Ave., Chicago 1, IIl., re- 
cently opened a new show- 
room at 279 Fifth Ave., New 
York, N. Y. The complete 
Nesco line, including the 
newly acquired Fleck broiler, 
is now on display at the new 
showroom. 
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and youre tat the 
BIG MONEY, BIG PROFIT 
FLOOR SWEEP FIELD 


A moderate stock of these 
quality sweeps, specially se- 
lected for hardware dealers 
and tailored to every floor 
surface, mean a Big Market 
for you. 


You can sell stores... res- 
taurants . . . service stations 
and garages; banks 
schools . . . offices and hospi- 
tals—plus hundreds of home- 
makers in your own commu- 
nity. These, and anyone with 
a floor surface to clean, can 
quickly be shown that “‘push- 
ing” dirt with an Oxco sweep 
is the easiest way, because 
floor sweeps cover more area, 
with a single, non-tiring mo- 
tion; raise less dust and give 
longer wear than ordinary 
brooms. 


Stock these 5 Oxco styles and 
your investment is low—your 
stock turn steady—your dol- 
lar profit much larger than 
the average hardware sale. 


Your nearby jobber has 
all the details and prices 
in Oxco’s colorful new 
Catalog Sheet. Phone 
him today and have his 
salesman call. 


Ooxco 


OX FIBRE BRUSH COMPANY, INC. 
sacocnicn SatebGahad (S76 manviane 


oil 








JUSTRITE... 


For light and me- 
dium heavy dirt 
over smooth floors 











rough floors 


CHOCTAW... 

Sweeps light and 
medium heavy dirt 
over smooth or dry, 














—_ 









FAVORITE... Simi- 
lar to CHOCTAW, 
but lower-priced 












SINGAC...Sweeps 
heavy and caked 
dirt over roughest 
kind of floors 


























GARAGE .. . For 
extra rough floors 
with heavy-caked 
dirt—wet or dry 
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Stock Judd! 





No. 9341 Thimble Rod — 
Built-in Thimble Can‘t Snag 











CASH IN ON THE DEMAND for ruffied curtains! 
Baked off-white enamel; heavy steel stock. 
For double rod, order No. 934 










. 6727 Extension Traverse 
at is a Top Seller 





= CED TO SELL! 
off-white enamel, 
baked on steel; ex- 


BUILT TO SERVE 
pri 
























cu hooks tensions 48, 86 and 
finished in 120 inches. 
brass or 













BIG Spring and Summer 
Selling Now Under Way 






Late Spring and Summer business is up! 
Don't get caught with your Judd stocks 
down! Householders go for Judd drapery 
and housefurnishing hardware and bright 
wire goods . . . that’s why orders are coming 
in daily from smart buyers and merchan- 
disers. Don't delay; check your listings and 
order now — today! 










Household 
Hardware 











H. L. JUDD COMPANY, 87 Chambers St., New York 7 | 
Wallingford, Connecticut 
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American Supply Co. 
Elects President 
(Continued from page 160) 


retary of American Hard- 
ware since 1949. He has also 
been a partner in Gilbert & 
Co. since 1945, after serving 
as manager of_the firm. 

Mr. Conaway, owner of 
Perry Hardware, has served 
as a member of the executive 
committee of the board of di- 
rectors. Mr. Wolff has been 
in the retail hardware busi- 
ness since 1928. 


News of the Trade 








W. R. CONAWAY 





EARL WYANT 


PAUL WOLFF 








Nesco Purchases Fleck, 
Broiler Manufacturer 


Nesco, Inc., 201 N. Mich- 
igan Ave., Chicago 1, Ill., has 
purchased Fleck, Inc., manu- 
facturer of an_ infra-red 
broiler. Nesco has acquired 
the operating assets of Fleck, 
Inc., including patents and all 
rights to the firm’s products. 

The acquisition of Fleck, 
a New Jersey concern, is the 
first step in Nesco’s plan to 
widen its product lines in the 
specialty electrical appliance 
field. There will be no inter- 
ruption in the sale of present 
Fleck broilers. 

Nesco will introduce a new 
family size broiler and a mo- 
torized rotisserie-type broiler 
shortly, carrying the Nesco 
name. 





Housewares Mfrs. Group 
Reelects Officers 


Joseph A. Kaplan has been 
reelected president of the 
National Housewares Manu- 
facturers Association, 1140 
Merchandise Mart, Chicago 
54, Ill., at the regular meet- 
ing of the board of directors 
held recently. 

Stan L. Hanssen, president 
of Hanson Scale Co., was re- 
elected vice-president, and 


J. R. Caldwell, president of 
Wooster Rubber Co., was re- 
elected treasurer. A. W. 
Buddenberg, executive secre- 
tary since 1943, was reelected 


to the post. 
The following directors 
were also elected: J. W. 


Alsdorf, president of Cory 
Corp.; E. M. Grable, presi- 
dent of Aluminum Cooking 
Utensil Co.; and George 
Fritz Jr., general sales man- 
ager of F. H. Lawson Co. 


Libbey Glass Opens New 
Branch Sales Offices 


New branch sales offices 
have been opened in Pitts- 
burgh, Pa., and Richmond, 
Va., by Libbey Glass, divi- 
sion of Owens-Illinois Glass 
Co., Toledo 1, Ohio. Robert 
C. Malone has been named 
manager of the Pittsburgh 
office at 1913 Clark Bldg. 
and James A. Baugh heads 
the Richmond office at 918 
Central National Bank Bldg. 

The sales territory of the 
Pittsburgh office includes 
western Pennsylvania, east- 
ern Ohio and all of West 
Virginia, while the Richmond 
branch consists of North Car- 
olina and Virginia. 
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RCOWARL.. 


BY CONTINENTAL CAN COMPANY 










Housewives themselves guided our designers in 
the creation of this colorful pattern—a distinctive 
touch of yellow to blend or contrast with modern 
kitchen furnishings. That's why the Decoware 
ROYAL ANNE CHERRY pattern—with its at- 
tractive yellow trim—means quick turnover for you. 


Not only does the ROYAL ANNE CHERRY 
pattern fit right into today’s color schemes, but 


100 East 42nd Street 


Eastern Division: 100 E. 42nd St., New York 17 © Central Division: 135 So. 


ROYAL ANNE CHERRY. 


PATTERN 





In the Modern yellow trim 


Decoware stands for quality merchandise with 
practical advantages that housewives appreciate. 
Canisters have recessed knobs for easy handling. 
Tops fit snug and true. Construction throughout 


is sturdy and long-lasting. 


Display all eleven colorful items and watch them 


sell themselves right off your counters. 


CONTINENTAL © CAN COMPANY 


CONTINENTAL CAN BUILDING 


New York 17, N. Y. 


La Salle St., Chicago 3 © Pacific Division: Russ Building, San Francisco 4 
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THIS 
ABOUT 
a 
THICK 
COAT? 


This Huskie needs his thick coat... but your cus- 
tomers, looking for a Paint Remover that can re- 
move thick coats of old paint in hard-to-get-to 
places, are seeking a Paint Remover that is quick 
acting and that stays put while it works!.. Sales 
minded dealers will have the answer — MUVIT. 









ER SES 

oc. 

MUVIT 
PAINT AND VARNISH REMOVER — 






SEMI- 

PASTE 

PAINT 
REMOVER 





MUVIT...Creates repeat customers for these im- 


portant reasons — Clings to Overhead and upright , 


surfaces...Remains moist...Contains highest de- 
gree of cooperative solvent action...Contains no 
benzol ... It clings anywhere! 


Sterling's Complete 
Paint Removal Service 


STERLING 
@ Brush Cleaner 
@ Muvit 
@ Likkety Kut 


@ Non-inflammable 5F5 





Price lists—dealer aids available. Write today Dept. HA 


STERLING PAINT & 
VARNISH CO. 


184 Commercial St. Malden, Mass. . 
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| News of the Trade 


ee 





| Two to Directorate 


Walter F. Bugenhagen, 
executive vice-president, and 
Albert L. Vits, vice-president 
of Aluminum Goods Mfg. Co., 





WALTER F. BUGENHAGEN 








| Manitowoc, Wis., have been 
| elected members of the firm’s 


board of directors. 

Other members reelected to 
the board are: A. J. Vits, 
chairman and president; H. 


L. Vits, vice - president; 
|Remus Koenig; Gordon W. 
| Cameron, and Thomas C. 
| Jones. 


| 


Mr. Bugenhagen started in 


{the firm’s rolling mill, and 


| 


tas had broad experience in 
all phases of the business. In 


| 1941 he was made vice-presi- 


in 





| 


| 


|1951 as 


dent in charge of sales, and 
1951 was advanced to 
executive vice-president. 

Mr. Albert L. Vits was for 
many years manager of all 
Manitowoc plants. He was 
promoted to vice-president in 
assistant general 


| superintendent in charge of 
| production, 











Steinkraus Elected to 
Congoleum-Nairn Board 


Herman W. Steinkraus, 
chairman of the board and 
president of Bridgeport 
Brass Co., Bridgeport, Conn., 
was elected a member of the 
board of directors of Congo- 
leum-Nairn, Inc., 295 Fifth 
Ave., New York 16, N. Y. 

Mr. Steinkraus has been an 
industrial executive’ since 
1919 when he was with Os- 
born Mfg. Co. He operated 
his own metal and chemical 
business from 1924 to 1928, 
joining Bridgeport Brass in 
1928 as_ vice-president in 
charge of sales. In 1942 he 
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was elected president, and 
has been chairman of the 
board and president since 
1946. He is a director of 
Carrier Corp. and the Na- 
tional Association of Manu- 
facturers. 





Rheem Mfg. Names New 
General Sales Head 


William S. Goodfellow has 
been appointed general sales 
manager of the Rheem Mfg. 
Co., 570 Lexington Ave., New 
York 22, N. Y¥. 

Mr. Goodfellow has spent 
17 years in both container 


and appliance sales for 
Rheem. He was previously 
regional sales manager in 


Chicago, and before that was 
assistant sales manager of 
the Pacific Coast region. He 
will make his new headquar- 
ters in New York. 





James Named to Cover 
Martin-Senour Area 


John R. James has been 
appointed representative of 
Martin-Senour Co., 2520 S&S. 
Quarry Ave., Chicago 5, IIl., 
for the territory covering 
Minnesota, upper Wisconsin 
and North Dakota. 

Mr. James was formerly 
associated with a manufac- 
turer of industrial paints 
and finishes, and prior to 
that handled both retail and 
direct selling for a national 
tire manufacturer. 





Atlantic Screw Appoints 
Corbin Vice-President 

Gardner M. Corbin has 
been elected vice-president 
of Atlantic Screw Works, 
Inc., 85 Charter Oak Ave., 
Hartford 1, Conn. He will 
continue to serve as_ sales 
manager of the firm, which 
position he has filled for the 
past five years. 





GARDNER M. CORBIN 
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This new DU PONT SPONGE—4C is specially de- 
signed for the home—for dishwashing, and countless 
other household uses. It is sure to win popularity with 










v has spent 
h container 
sales for 








| previously housewives everywhere. It comes in attractive colors 

we teat all at a low price, is wrapped in dustproof cellophane, and 
nanager of ».. carries the Good Housekeeping Seal of Approval. 

region. He es 

vy headquar- 

r. 

oy 

to Cover , 

poles act now on this SPECIAL INTRODUCTORY OFFER 


s has been 
entative of 


ORDER 12... PAY FOR Il 


o., 2520 §. 

cago 5, IIL, 

° ee You'll receive one sponge free of additional cost with 
.. every 11 you order. Order 24 ... pay for 22. Order 36 
s formerly ... pay for 33. Order 48 .. pay for 44. The more you 
1 manufac- buy, the more you earn in extra profits. But ACT NOW 


rial paints this special offer is for a limited time only! 
1 prior to 

retail and 
a national 


r. 


— S50 EASY TM 0 SELL! Advertisements, such as the two 











‘orbin has shown here, for Du Pont Sponges—with the compelling new 
— “SO EASY” theme—are convincing consumers in GOOD 
Sue Ae, HOUSEKEEPING, THE AMERICAN WEEKLY, and 22 
. He will OTHER SUNDAY NEWSPAPERS in major markets every- 
ag Be where. These advertisements will be seen continuously—a 
led for the total of 556 insertions—all through ’52! 


This tremendous advertising campaign will set you up for 
your BIGGEST SPONGE SALES—ever! And the savings on 
the introductory offer for the new DU PONT SPONGE—4C 
will bring you BIGGER PROFITS. Stock now and cash in! 





E. 1. du Pont de Nemours & Co. (Inc.), 
Specialties Sales, Wilmington 98, Del. 


SUGGESTED DEALER PRICE SCHEDULE ON THE 4C SPONGE 




















Size No. in Reguiar Price Special Price Suggested Selling 
Carton Per Dozen Per Dozen Price—Each 
- Q86.u.s.paT.orf 
| Wx 34 x51 144 | $1.44 $1.32 19¢ 1BO®% AmnDnAIVversary 

















BETTER THINGS FOR BETTER LIVING 





RBIN Packed 12 sponges to the box, in blue, coral, yellow and green (3 of each color.) .. THROUGH CHEMISTRY 
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Lufkin Rule Appoints 
New Representatives 


General GIVES YOU 
THE MOST POWERFUL 





SALES FEATURE IN | 
FLOOR MACHINE HISTORY! 





H. W. WEIBLEN 


maker of tapes, rules and pre- 
cision tools. 

Mr. Weiblen will represent 
Lufkin Rule in Missouri, 
Kansas, Kentucky and parts 
of Illinois, Indiana and Ohio, 
from headquarters in St. 
Louis, Mo. He was formerly 
manager of the _ special 
brands division of Ramsey 
Corp. 

Mr. Omerod will cover 
parts of Michigan and Ohio 


a 
a 





See for yourself how ‘Guide-A-Matic 
Balance’ makes ‘‘General” easier to sell 
because it’s easier to demonstrate! Turn 
Yon a “General”... Lay handle flat on 
the floor. Don’t touch it! See how the 2 polishing brushes 
“General” stays put! Won’t Walk... 2 buffing brushes 
Won’t Wander...Won’t Pull! A selling with 
. 4 2 replaceable 
point that can’t be beat! Remember... lamb’s wool 
Only “General” gives you ‘Guide-A- skins : 
Matic Balance’! Stock up today! 


General Twin-12 
er brushes 





HUGH OMEROD 


for the firm, headquartering 
in Detroit. Prior to joining 
Lufkin, he was manager of 
the tool department of 
| Waterstons, Detroit. 


| omits 
| Coleman Names Head 
Of Los Angeles Branch 


Lawrence R. Carney has 
been appointed manager of 
the Los Angeles, Calif., sales 








office of The Coleman Co., 
Inc., Wichita 1, Kan., suc- 
ceeding the late F. R. 
Stephens. 


H. W. Weiblen and Hugh 
Omerod have been appointed 
sales representatives for Luf- 
kin Rule Co., Saginaw, Mich., 


News of the Trade——_. 


Mr. Carney started with 
The Coleman Co. in 1934 as 
a mail boy in the Wichita of- 
fices, and also worked in sey- 
eral production departments, 
Following service in_ the 
U. S. Navy, he joined the 
sales organization of the 
company. Prior to his most 
recent promotion, he was 
sales manager of the Los 
Angeles branch. 


E. J. Butler President 
Of McDougall-Butler 


At a meeting of the direc- 
tors of McDougall-Butler Co. 
Inc., 2929 Main St., Buffalo 
14, N. Y., Edward J. Butler 
was elected president of the 
firm to succeed his father, 
the late Andrew S. Butler. 

Herbert J. Miller was ap- 
pointed general manager and 
reelected executive  vice- 
president, and H. Vernon 
Smith was appointed south- 
ern sales director and elected 
vice-president. 

Andrew S. Butler, Jr. was 
elected secretary -treasurer 
and appointed director of ad- 
vertising, and Raymond J. 
Kieber was elected to the 
board of directors to fill the 
vacancy left by the late Mr. 
Butler. 


General Box Company 
Elects Executives 

N. W. Embry has _ been 
elected chairman of the 
board of General Box Co., 
1825 Miner St., Des Plaines, 
Ill., succeeding E. E. Ames, 
who will continue to serve as 
a director of the company. 
J. A. Cragwall, vice-presi- 
dent and manager of the 
Kansas City division, has 
been elected president, and 
Roy E. Welch, assistant divi- 
sion manager, was promoted 
to manager of the Kansas 
City division. 





Florida Builders Club 
To Meet May 19th 


The Florida Builders Hard- 
ware Club, Box 1365, Tampa, 
Fla., will hold its second 
meeting at the George Wash- 
ington Hotel, Jacksonville, 
Fla., on May 19, 1952, at 
3:00 p.m. The meeting is be- 
ing held in conjunction with 
the Georgia-Florida Retail 
Hardware Association con- 
vention. 
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15 MILLION HOMEMAKERS 


NEED THE NEW EASY-DIP 
ICE CREAM SCOOP 


| 






A non-breakable all- 
plastic kitchen 


Here is a quick 
sale item that 


scoop for dip- 


will appeal to ever 
piles y ping ice cream, 


woman who sees it. vegetables, 


This eye-appealing, salads, cot- 
colorful dipper is a tage cheese. 
kitchen “must”. To intro- 
duce you to the new 
easy-dip kitchen scoop, 
we will send you post- 
paid, 2 easy-dip dishers 
for $1.00 or 1 dozen for 


$5.00. For quantity prices write— 


THE LLOYD DISHER CO. 


DECATUR, ILLINOIS 














‘TOP SPOT ”’ 


in the popular price field. Easy to 


operate. Shear-type knife cuts lids out. . 


leaves safe, smooth edge. Precision built. 


wa” people's choice.” 
5-YEAR ~~. 
GUARANTEE ~e 


— o 


EDLUND 
JUNIOR 
CAN OPENER 


THINK OF 


L£d/une 


for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 














News of the Trade 











HARDWARE BRIEFS 








lowa 

Howard Moon recently 
opened his new store, Moon’s 
Hardware, at 5725 Urban- 
dale Ave., in Des Moines. 





The Economy Hardware 
held a two-day opening at its 
new location in Ottumwa. 
The new building is con- 


| structed of brick and tile and 


has large front display win- 


| dows. The business is owned 


by Homer Wagner. 





Opening day was recently 
held at the newly remodeled 
Larkin-Hugos Hardware, 212 
Poyntz, Manhattan. Owned 
by Fred B. Larkin and Karl 
A. Hugos, the store, severely 
damaged by the flood, now 
has a new interior, furnish- 
ings, floor, shelves, lighting 
and store front. 





Louisiana 

Paul Miramon has bought 
a half interest in the Delort 
Hardware Co., 6612 St. 





Claude Ave., in New Or- 
leans. 
Minnesota 

Irvin Lundorff has pur- 


chased the Lundorff Lumber 
Yard and Hardware Store, 
Sandstone, from his father, 
Nels Lundorff. 





New Hampshire 
Paul’s Hardware Store re- 


cently opened at 37 Elm St., 
in Manchester, 





New York 

Remodeling of Phillips 
Hardware Store, 84-86 §,. 
Pearl St., in Albany, has 
been completed, including es- 
tablishment of two new de- 
partments. Harold and Wil- 
liam Phillips own the store. 





Al Craig recently pur- 
chased Fair’s Hardware 
Store in Callicoon. 





William Glace bought the 
DeGroff Hardware Store, 
437 Main St., Bolivar, from 
Jerald DeGroff. 





Pennsylvania 

Harry Sugerman, of Phoe- 
nixville, recently purchased 
the hardware store business 
on Main St., Collegeville, 
from Mr. and Mrs. Paul Me- 
Clure. However, Mr. McClure 
will continue to operate his 
plumbing and heating busi- 
ness. 


South Carolina 

Farmers Hardware and 
Supply Co. recently held its 
opening at 104-106 N. Lib- 
erty St., Bennettsville. The 
firm is owned by Waldo 
Usher and Jack Tennant. 





Capital Appliance & Hard- 
ware Co., owned by Charles 
Shealy and Joseph C. Brun- 
sori, has been opened at 3129 
Millwood Ave., in Columbia. 








Perfection Names Three 
To Chicago Sales Staff 


Elmer L. Schultz, H. Stew- 
art Goad, and Theodore D. 
Fraser have joined the Chi- 
eago district sales staff of 
Perfection Stove Co., 7609 
Platt Ave., Cleveland 4, Ohio. 

Mr. Schultz, who formerly 
served with a firm of manu- 
facturers’ agents and served 
for two years with Purdy 
Products, Inc., as sales man- 
ager, will travel the Milwau- 
kee, Wis., area. Mr. Fraser, 
joining the firm with a num- 
ber of years of appliance 
sales experience, has been 
named to northwestern In- 
diana and southwestern Mich- 


igan. Mr. Goad will cover 
northern Illinois. He was for- 
merly with an appliance dis- 
tributor, a dri-gas_ distrib- 
utor, and most recently with 
Allen B. Wristley Co. 





Heads O-Cel-O Sales 


William R. Johnson has 
been appointed general sales 
manager of O-Cel-O, Inc, 
1200 Niagara St., Buffalo 13, 
N. Y. He formerly served 
as assistant sales manager 
of the firm. R. Thomas Mce- 
Clive was appointed assistant 
sales manager in the sales 
promotion and advertising 
department to succeed him. 


HARDWARE AGE, MAY 15, 1952 








Now...g 
the new 

dily cons 
few inch 
“Giant WV 
BUY AP 
used by n 
coast to 

table to} 
applianc 
faces frot 
knicks, 

MATS a: 
of patter 
to fit eve 


Pre-sold 1 
on a full 





HARDWAI 











Ss 


7 Elm St., 





Phillips 
84-86 §. 
bany, has 
cluding es- 
o new de- 
l and Wil- 
the store. 


ntly pur- 
‘ardware 


ought the 
re Store, 
var, from 


, of Phoe- 
purchased 
. business 
llegeville, 
Paul Mce- 
. McClure 
erate his 
ing busi- 


are and 
' held its 
N. Lib- 
ille. The 
r Waldo 
inant. 


& Hard- 
' Charles 
C. Brun- 
| at 3129 
‘olumbia. 








ll cover 
was for- 
ince dis- 
distrib- 
tly with 


son has 
ral sales 
D, Ine, 
ffalo 13, 
- served 
nanager 
nas Me- 
ssistant 
1e sales 
ertising 
ed him. 


, 1952 








WILL TRIPLE 
YOUR PROFITS 










Now...get more ARISTO-MAT sales with 
the new PD-1 display merchandiser. Stur- 
dily constructed of steel, takes up only a 
few inches of counter space, and packs a 
“Giant Wallop” in “EYE CATCHING 
BUY APPEAL.” ARISTO-MATS are 
used by millions of housewives from 
coast to coast, on STOVE TOPS, 
table tops and under electrical 
appliances; to protect fine sur- 

faces from heat, scratches, spilled foods, 
knicks, chips and stains. ARISTO- 
MATS are available in a wide selection 
of patterns and sizes, in a price range 











=z! 4 
¥ 





FREE TRIPLE PROFIT 


to fitevery pocketbook. PD-1 MERCHANDISER 
With the No. 1951 Assortment which contains 
Pre-sold through NATIONAL ADVERTISING the 17 inch by 19 inch size only 
YOUR FAIRTRADE YOUR 


COST RETAIL PRICE PROFIT 


on a full 12 month schedule in... 
























© Detter Homes & Gardens 1/3 Doz. 401 Floral Queen $5.28 $7.92 $2.64 
@ House & Garden 
© House Beautiful 1/3 Doz. 1010 Candy Stripe 3.17 4.76 1.59 
@ American Home 

5 © Coed Heusckeepieg 1/3 Doz. 1030 Chrome Queen 7.17 10.76 3.59 
oly tae mae $15.62 $23.44 $7.82 


@ Woman's ome Companion 
@ McCall's @ Parents’ 


Fair trade prices, Chrome Queen $2.69, 
Floral Queer $1.98, 

Candy Stripe $1.19. @ Guaranteed by > 
Slightly higher in states west of the Rockies. § | Good Housekeeping / »*> 








i oe St1une o> 


























PHOENIX TABLE MAT COMPANY 


Chicago 49, Illinois 





1718 East 75th Street € 
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Appoint Moorman, Garry 

Schick Vice-Presidents 
Sy Moorman, former head 

of sales and advertising, has 


been promoted to vice-presi- 
dent and general sales man- 





SY MOORMAN 


ager of Schick, Inc., Stam- 
ford, Conn., and Tom Garry 
was advanced from the posi- 
tion of plant manager to 
vice-president in charge of 
production and engineering. 

Mr. Moorman, who has 
been with Schick since 1939, 
joined the company as a 
member of the field sales 
force. From 1941 to 1947 he 
was district sales supervisor 
with headquarters in Kansas 
City; during the latter year 
he was advanced to service 
sales manager, with offices 
in Stamford, Conn. In 1948 
he became sales manager in 
charge of sales and adver- 
tising. 





Heads Wholesale Sales 
of Gleason Corp. 


Richard V. Minogue has 
been appointed sales manager 
of the wholesale division of 
Gleason Corp., division of 
Gleason Steel Corp., 6511 W. 
State St., Milwaukee 13, Wis., 
replacing Edward H. Fine, 
who has been promoted to 
general sales manager. 
Gleason Corp. manufactures 
wheels, casters and hand 
trucks. Mr. Minogue was 
formerly sales manager of 
the hose division of Sande2 
Mfg. Co. 





John Oster Adds Six 
To Field Sales Staff 

John Oster Mfg. Co., 1 
Main St., Racine, Wis., has 
added six new men to its field 
force. The new men and their 
respective territories include: 
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Joseph A. Gately, senior 
salesman in New England, 
with headquarters in Boston, 
Mass.; Richard D. Kirchberg, 
assisting Robert Peterson in 
Chicago territory; Robert 
Lambdon, assisting Edward 
Weiss in Philadelphia area; 
Jack Shepherd, assistant to 
Wayne Lorenz in metropoli- 
tan New York; Walter Ele- 
fant, aiding LeRoy Herbert 
in San Francisco, and Earl 
Geal, assistant to Claude 
Herbert in Los Angeles. 


Heads Washer Division 
Laundry Mfrs. Group 


R. P. James, director of 
sales, Speed Queen Corp., 
Ripon, Wis., and a member 
of the executive board of the 
American Home Laundry 
Manufacturers’ Association, 
has been named chairman of 
the conventional washer di- 
vision, succeeding Frank W. 
McGrath, Alliance, Ohio, re- 
signed. Frank Breckenridge, 
president, Automatic Washer 
Co., Newton, Iowa, has been 
appointed to fill the conse- 
quent vacancy on the 
AHLMA executive board and 
to serve as conventional divi- 
sion vice-chairman. 

John W. Ward, advertis- 
ing manager, Dexter Co., 
Fairfield, Iowa, was named 
a member of the associa- 
tion’s conventional washer 


News of the Trade 





committee. George P. Cast- 
ner, general manager, Beam 
Mfg. Co., Webster City, Iowa, 
formerly president of the 
AHLMA, has been appointed 
national counsellor from that 
association to the Chamber 
of Commerce of the United 
States, and Roy A. Bradt, 
vice-president, The Maytag 
Co., Newton, Iowa, is an al- 
ternate. 





Ekco Products Names 
Ross in New England 


Manny Ross has been ap- 
pointed sales representative 
in the New England terri- 
tory for the premium and 
specialty division of Ekco 
Products Co., 1949 N. Cicero 
Ave., Chicago, Ill. His head- 
quarters will be in Boston, 
Mass. 

Mr. Ross was formerly 
sales representative in the 
Los Angeles territory for 
Proctor Electric Co. 





Berkeley Names Meskill 


William G. Meskill has 
been appointed a direct fac- 
tory representative for 
Berkeley Industries, Berkeley 
Bldg., Jersey City 2, N. J., 
in Nebraska, Missouri, lowa 
and Kansas. The firm manu- 
factures blades, lighters, 
flashlights, knives, steel rules, 
and other products. 


N. V. Murtha Heads New 

Coronet Paint Corp. 
Norman V. Murtha has 

been named president of the 


recently organized Coronet 
Paint Mfg. Corp., 1457 





NORMAN V. MURTHA 


Broadway, New York, N. Y. 
The firm is in full produc- 
tion on a complete line of 
white paints, both interior 
and exterior, marketed under 
the trade name of “Kingpin 
Architectural Whites.” 


NuTone Moves in West 


West Coast offices and 
warehouse of NuTone, Inc., 
Cincinnati, Ohio, have been 


moved from 919 E. 31st St. 
Los Angeles, Calif., to new 
and larger quarters at 1734 
S. Maple Ave. 








W. J. Pettee Opens New Builders’ Showroom 








W. J. Pettee & Co., Inc., 121-123 W. Main St., Oklahoma City |, Okla., has recently 


completed a new and modern display room for the firm's builders’ hardware department. 
The room, shown here, is about 42 ft. in length and varies in width from 24 to f4 ft. 
The company operates 12 hardware stores in the Oklahoma City area. 
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Here’s a new wire display rack that 
makes it even easier for you to cash in 
on the popularity of high-profit Libbey 
Hostess Set glassware. 

Put this silent salesman to work in- 
creasing your sales and profits. Prom- 
inent display in this full-view display 
rack makes for easy, self-service selling. 
Set it up, keep it stocked and watch it 
take care of the rest of the selling job 
without any further help from you. 

Libbey’s big advertising program 
presells prospects. Turn them into cus- 
tomers by prominent display. Pre- 


LIBBEY GLASS 


esrasiisuzenv 1818 
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packaged Libbey Hostess Sets dis- 
played in this rack are easy to handle 

. easier to sell. Prepacking cuts your 
handling time to a minimum and makes 
a convenient w ay for your customers to 
carry their purchases home. 


Designed to display 10 Hostess Set 
cartons, this sturdy, heavy-gauge wire 
rack is available through your Libbey 
glass distributor. 

Order yours today. Ask your Libbey 
Glass distributor or write to Libbey 
Glass, Toledo 1, Ohio for more infor- 
mation. 





easiel..- 


A new 
Hostess Set 





display rack 
for faster, 


self-service 


selling 

















LIBBEY GLASS, Division of Owens-iilinois Glass Company, Toledo |, Ohio 
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This OUTDOOR 
FIREPLACE 


is the little ‘extra’ 
with a lot of ‘‘sell’’ 










easily around this 
metal Outdoor Fireplace 








Modern cooking conveniences | 
This interest 
facilities. So, 


DESIRABLE AS TODAY'S KITCHENS. 
have made many Americans “kitchen conscious.” 
generates desire also for backyard barbecue 
demand is big for Outdoor Fireplaces. 

A PLEASANT WAY TO PROFIT. By selling these all-metal units, you 


cash in on this popular trend. The units make Outdoor Fire- 


places simple for anyone to build—fun, too! For profit 
details, write us, giving name of your distributor. be Ba 
vies 
. may 


~ 


Outdoor Fireplace Design Book Helps You Sell The Units 
This 56-page book tells and shows how to build 
and enjoy Outdoor Fireplaces. You profit 40% 
on each 25c¢ book you sell. Send for FREE sample 
copy. * 

= 
The Majestic Co., Inc., 304€ Erie St., Huntington, Ind. 











Nationally Known and Advertised Home Products for Over 40 Years 











and FLAMEMASTER 


EXCLUSIVELY 
THROUGH 
JOBBERS 













Increase your 
sales of America’s 
leading wicks . . . GLASWIK 
and FLAMEMASTER. These attractive 
merchandisers increase sales and MAKE YOU MONEY! 
Wick can be dispensed quickly and easily, with no waste 
or spoilage. They make excellent counter displays or 
can be hung on a wall or side of the counter. 
WRITE FOR COMPLETE DESCRIPTIVE LITERATURE 
ROOM 502, GENERAL OFFICES 


A T [ A ¢ ASBESTOS 


COMPANY 


NORTH WALES, PA. 















MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 
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Two Added to Olin Arms 
And Ammunition Staff 


Maurice H. Stark and 
Loren C. Booker have been 
appointed new field repre- 





MAURICE H. STARK 


sentatives by the arms and 
ammunition division of Olin 
Industries, Inc., East Alton, 
Il. 

Mr. Stark has been with 
the East Alton ammunition 
division of Olin Industries 
for more than 12 years, He 
will make his new headquar- 
ters in Minneapolis, Minn. 





LOREN C. BOOKER 


Mr. Booker, who will have 
headquarters in Louisville, 
Ky., is well known in that 
area for his 17 years of 
competitive skeet and trap 
shooting. 





Alcoa Buys Roebling's 
Woven Wire Equipment 

Aluminum Co. of America, 
801 Gulf Bldg., Pittsburgh 
19, Pa., has purchased the 
equipment for manufactur- 
ing insect wire screening 
formerly owned and oper- 
ated by the Woven Wire 
Fabrics Division of John A. 
Roebling’s Co., Roebling, 
N. J. 


News of the Trade 





The equipment will be 
used for the manufacture of 
aluminum insect wire screen- 
ing, following reconditioning 
in an Alcoa plant. 





Industrial Convention 
Offers Training Films 
(Continued from page 161) 


day, but at 11 o’clock the 
members of the Southern 
Association will join the 
members of the National As- 
sociation, in Trimble Hall, 
of the Hotel Claridge, to 
hear reports by four joint 
committees. 

These reports will be made 
by Harold E. Torrell, Syra- 
cuse Supply Co., Syracuse, 
N. Y., chairman of the 
Research & Planning Com- 
mittee; Lloyd B. Mize, In- 
dustrial Supply Corp., Rich- 
mond, Va., chairman of the 
Industrial Distributors Ser- 
vice Committee; A. V. Da- 
vies, Moore- Handley Hard- 
ware Co., Inc., Birmingham, 
Ala., vice-chairman of the 
Joint Industry Committee, 
and C. McD. England, Jr., 
Logan Hardware & Supply 
Co., Logan, W. Va., chair- 
man of the Advertising Com- 
mittee. 

Registration on Sunday, in 
the Hotel Travmore lobby, 
will be from 9 to 3 o’clock. 





Polson Joins National 
Ideal Sales Staff 


Don F. Polson has been 
appointed sales representa- 
tive of the National Ideal 
Co., 914 Summit St., Toledo 
4, Ohio, manufacturer of 
Premier poultry, dairy and 
stock farm equipment, to 
represent the firm in eastern 
Iowa. Mr. Polson has been 
associated with the poultry 
business for a number of 
years. 


e 





DON F. POLSON 
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must BE BUNT IN 


San Jacinto 
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| MOLDED OF MELMAC™ {Got mvp 

* 4 tartling New Designs 

* New Decorator Colors” 

* Unconditionally Guaranteed 
Against Breakage 








Only in Texas Ware will you find new decorator colors plus 
white and four pastels, a superior finish, and a two-year uncondi- 
tional guarantee against breakage under normal use in the home. 
Dinnerware molded of Melmac will be featured in a national 
advertising campaign in Saturday Evening Post, Life, Better Homes 
and Gardens, Good Housekeeping, Newsweek and other 
magazines. 

Cash in on the vast market that will be created by this tremendous 
advertising campaign. Texas Ware is available in starter sets and 
open stock. Get all the information on Texas Ware! 


PLASTICS MANUFACTURING COMPANY 
825 Trunk Avenue Dallas, Texas 
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YOU'RE 
2 DARN TOOTIN'— 
= WE LIKE 
za TO BLOW 


OUR OWN HORN! 


NINNNNANY 





SOUTHERN 


wooD 


SCREWS 


(Slotted or Phillips Heads) 
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| Outstanding Toys for 1952 Picked by Toy 
Guidance Council at Annual Selection Meet 


More than 250 outstanding 
toys for 1952 were selected 
by Toy Guidance Council, 
1124 Broadway, New York 
10, N. Y., at its 14th annual 
selection conference on April 
18-20, at the Park Sheraton 
Hotel, New York. The win- 
ning toys will be included in 
the 1952-53 Toy Yearbook. 

There were more than 7,000 
toys submitted by 874 dif- 
ferent American toy manu- 
facturers for the approval of 
the Council. Toys were 
judged in 24 categories. 

Amusement, safety 
durability were the 


and 
chief 


| qualities on which the toys 


were judged, as well as on 
their functional value as an 
aid in the social, mental, phy- 
sical or vocational develop- 
ment of children. 

Trends in toys apparent 


| this year, according to Melvin 


are the best that money can buy. 


You handle the finest fastenings on the market when 
you offer your customers Southern wood screws. Every 
effort is made to keep Southern screws the greatest 
value in the industry. To you, that means more good 
will and profitable repeat business. 

Only top quality materials go into Southern products. 
Our plant is entirely modern, our machinery and 
methods completely up to date. A rigid and unique 
inspection routine makes it absolutely certain that only 
precision screws ever leave the factory. 

And that’s not all! Southern wood screws are ex- 
pertly packed for safe shipping, easy handling and 
storing. Bulk screws are packed in indestructible steel 
cans with sealed locking covers . . . a convenience ex- 
clusive with Southern. 


Write today for the Southern catalogue. 


FACTORY WAREHOUSES 
4100 Dell Avenue 325 W. Ohio Street 


North Bergen, N. J. Chicago 10, Illinois 
280 Decatur, S.E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 


® © © © ® @ 
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Freud, president of the Coun- 
cil, was the increasing popu- 
larity of science-fiction toys, 
from walkie-talkies to rocket 
ships. About six space items 
were included in this year’s 
selections, compared to only 
one last year. Lowered prices 
from last year’s peak were 
also observed by the Toy 
Guidance Council. 

In the Toy Yearbook, the 
winning toys are described, 
photographed and classified 
according to age range. A 
check list of their functional 
contributions, in addition to 
play value, is provided for 
the guidance of parents. Ap- 
, proximately 1200 toy retail 
stores will distribute the 
Yearbook this year. 

Among the manufacturers 
whose items are included in 
the 1952-53 edition of the 
Toy Yearbook are: 

Alladin Plastics; All Metal 


Products; Aluminum Model 
Toys; American Character 
Doll Co.; American Mfg.; 


American Metal Specialties; 
American Toy & Furniture; 
American Toy Products; Ap- 
pleton Juvenile Furniture; 
Artistic Toys; Archer Plas- 
tics; BMC Mfg. Co.; Bach- 
mann Bros.; Banner Plas- 
tics; Milton Bradley, and 
Burrowes Corp. 

Also, Courtland Mfg. Co.; 
Carlin Products; Carrom In- 


| dustries; T. Cohn; Conelstan 





Corp.; Cosmo Corp.; H. 
Davis; Doepke Mfg. Co.; Es- 


quire Novelty; Everlast 


Sporting Goods; Fisher-Price 
Toys; Gaston Mfg. Co.; Ger- 
ber Plastics; A. C. Gilbert, 
Gong Bell; Grosset & Dun- 
lap, and Gund. 

Others are Hamilton Steel 
Products; Halsam Products; 
Hampden Speciaities, Handi- 
craft Creators; Horsman 
Dolls; Horton Handicraft; 
Hubley Mfg. Co.; Ideal Toy 
Corp.; International Modern 
Playthings; Jolly Blinker 
Co.; Junior Toy; Keystone; 
Knickerbocker Plastics; Lin- 
coln Logs; Lionel Corp.; 
M & S Doll; Mattel; Metal 
Ware Corp.; Midwest Metal 
Stamping, and Al Moritz & 
Associates. 

Also National School 
Slate; Newell Mfg. Co.; New 
York Toy & Game; Noble & 
Cooley; Nosco Plastics; Nor- 
star; Northwestern Prod- 
ucts; Palmer Show Card 
Paint Co.; Peter Puppet 
Playthings; Playskool; Pre- 
cision Specialties, Pressman 
Toy Corp.; Remco Indus- 
tries; Replogle Globes, and 
Rich Industries. 

Others include, Saalfield 
Publishing; Saunders Tool & 
Die; William A. Savage; W. 
H. Schaper; O. Schoenhut; 
Smith-Miller; South Bend; 
Spear Products; Standard 
Toykraft; Stepnens Prod- 
ucts; Strathmore; Structo; 
Strombeck-Becker; Superior 
Marking Equipment Co.; Sun 
Rubber Co.; Tigrett Enter- 
prises; Transogram; Toy 
Tinkers; Tudor Metal; Un- 
gar Electric Tool; U.S. Plas- 
tics:. Valentine Doll; Walco 
Bead; Wen-Mac Corp.; West- 
ern Stamping; Rollin Wilson; 
Wolverine Supply; Wonder 
Products; Worcester, and 
Jay V. Zimmerman Co. 





Heads Sales, Advertising 
For Whirlpool Corp. 

Jack D. Sparks has been 
named sales promotion and 
advertising manager of 
Whirlpool Corp., Benton 
Harbor, Mich. Donald H. 
Davidson, who has been act- 
ing advertising manager, 
will resume his duties as 
sales promotion manager of 
the dryer and ironer division. 

Mr. Sparks joined the firm 
in 1940, and in 1948 became 
assistant to the general sales 
manager. 
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TRUE & BLANCHARD 


NEWPORT * VERMONT 
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Prod- 
structo; When W. W. True, pioneer Vermont hardware merchant, 


aged went out to install the first “wet sink” in New England, he 


'o.; Sun 
Enter- had to close up shop. He had no clerk to take care of trade. 


; Toy 
- 75 years later, True & Blanchard customers— 


il; Un- £ 
3. Plas- LOVIEG 2D 5500 Newport townsfolk, dairy farmers, vacationers 


Walco at Lake Memphremogog and surrounding area—keep 18 


aa Oe sn iti employees busy. Such success, earned by service and 
W onder MEK Wty merchandise geared to modern needs, is typical 
. and . of the independent hardware store. 
(iw Pleasantly associated with hardware merchants during 
-tising fr Ayflle its entire 50-year history, the Autoyre name today 
continues to bring increasing service, comfort and 
a pleasure to millions of homes...through kitchen and 





s been ; @ 
“ and bathroom accessories designed and priced for better living. 
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The Autoyre Company @ Oakville, Connecticut 
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| News of the Trade 





Father’s Day June [5th 
Don’t Miss the Boat! 

















NEWS OF 
Catch MANUFACTURERS’ AGENTS 
Some 
Extra 
Sales! | Hutchcraft to Open New grinders. For the past eight 
| Manufacturers’ Agenc years Mr. Fambrough served + 
Y as a sales representative for 





C. W. Hutcheraft, 1300 E. Andrews Hardware, Los An- 
14th St., Sweetwater, Tex., geles. 
has announced plans to enter 


PENN 180 

An ideal reel for light 
tackle bay fishing, equip- 
ped with star drag and 
free spool, non-strip 
gears, made for either 
salt-water or baitcasting 
rods. 


camel 


ek eae 


Midway Tool Names Four 

The appointment of four “4 
new manufacturers’ agents ; 
for the Midway Tool Co., 
Inc., Melvin, Ohio, manufac- & 
turers of auger bits, include: 


OTTER 














Herman H. Hobelman & Co., 2 
390 Bayshore Blvd., San ° 
Francisco, Calif., who will F] 
cover California and Ne- fe 
vada; the A. L. Kiesler Co., p 
PENN DELMAR 285 3 Park Place, New York, 
Excellent star drag reel for general N. | & for metropolitan New 
Oo ee eS York and upper New Jersey; 
lubrication. the S & S Sales Co., 4229 W. Contai 
C. W. HUTCHCRAFT Lovers’ Lane, Dallas, Tex., 
PENN 155 for Texas, Oklahoma, Louisi- 


Lightweight surf reel, with fast-starting 
spool helpful for light lures. Star drag, 
free spool, streamlined end plates 
metal reinforced. 150-200 yd. capacity. 


Write Dept. D for Free Catalog 


PENN FISHING TACKLE - Phila. 32, Penna. 





























business as a manufacturers’ 
agent. He plans to handle 
hardware, plumbing and in- 
dustrial supplies in Texas 
and surrounding territories. 

Mr. Hutchcraft was for- 
merly general manager for 
Western Windmill Co., and 








ana and Arkansas; and Milo, 
Inc., 712 N. 16th St., Phila- 
delphia, Pa., for lower New 
Jersey, Pennsylvania, Mary- 
land, Delaware and Virginia. 

The agents will handle the 
complete Midway line which 
includes standard wood au- 








DEAL! 
DEALI 


C CARLSON for the 10 years prior to that ger bits, electricians’ bits, 
was buyer of hardware, tools, cay bits, ship augers, electric 
bolts, screw products, and grij] bits and screw driver Increase 
others for Momsen-Dunne- bits. this attra 
| gan-Ryan Co. Previously he lied . 
| had served for 11 years as Pp wi 
| a buyer for a retail hard- W, R. Quinan Joins Staff some dis) 
“4 INCH WIDE 10 FOOT | a See. Of Eric F. Chemnitz Co grain eff 
WHITE BLADE rant ' colorful 
William R. Quinan has : it 
, Gasstrom-White Named ee * rs ¥ Sige nace a “emg 
: : aed manufacturers’ agent, 135! es 
Gasstrom- White & Co., Market St., San Francisco 3, feri 
Ose Inc., manufacturers’ repre- Gaji¢ He will cover north. ng, W 
} Pp R E P A R E F oO R Q U 1 Cc K s A L E S sentative, 520 Hunts Point ern California calling on dis- Comes E 
Ave., New York 59, N. Y., tributors and dealers in the (4 plain 
on the NEW CARLSON RULE! | has been appointed by Young interest of sales training. He fast-sell 
Bros. Stamp Works, Musca- was formerly a sales trainee : 
It’s a real promising seller for all measuring needs...because | tine, Iowa, to handle the with Pennzoil Co wrist wat 
it offers more. The new BIG CHIEF is especially designed for firm’s line of steel letters and . ‘< national 
extended overhead and reach-in measurements. Its %4’’ wide figures and steel stamps, in WwW 1] 
blade has extra rigidity...extends farther horizontally and a New York state, excepting estclo? 
full 10 feet overhead without buckling. The easy-to-read white New York Cit ¢ winters makers o 
blade automatically converts inches to feet at a glance. It’s a | N ae Sane a ad N es ognition 
more useful rule...and you offer these additional CARLSON ees et gre sot neo i 6 
FEATURES that always spell more S-A-L-E-S: and Fairfield County, Conn. profit-m< 
. * Double graduations in feet and inches this coup 
* Ten second blade change ° « Ps 
¢ Easy-to-read crackproof white face Joins Littlejohn Co. 
: * Built-in automatic brake | Roy Fambrough has joined 
* Easy-action swing-tip | the Fred G. Littlejohn Co., f 
| 4511 Melrose Ave., Los An- 
- ORDER FROM YOUR JOBBER TODAY! | geles, Calif., southern Cali- Mac 
HER Produced under patents 2089209, 2510939 fornia representatives for 
CARLSON & SULLIVAN | Speedway portable electric 
, ne. tools and Poly Products ball PRODUC 
Ceres ts, CARE ee ee bearing arbors and _ bench WILLIAM R. QUINAN 
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Westelow Prosonty. 


the Wrist Watch deal of the year! 





ee 5 
” ee ; 


. 
t 
‘= a2 Re “¢ 


Contains: 4 Wrist Ben plain 
2 Wrist Ben luminous 
1 Free Display 


DEALER COST = *26.42 
DEALER PROFIT *11.28 


Increase your wrist watch sales with 
this attractive, FREE display! Sup- 
plied without charge, this hand- 
some display, with simulated wood- 
grain effect and acetate cover, is a 
colorful and compact merchandis- 
ing unit only 6 inches wide and 11 
inches high. As proof against pil- 
fering, watches slide out from back. 
Comes packed with 6 Wrist Ben 
(4 plain and 2 luminous) Westclox 
fast-selling and popular priced 
wrist watches. Tie in with the broad 
national advertising campaign on 
Westclox watches—made by the 
makers of Big Ben—for quick rec- 
ognition of value. Don’t miss this 
profit-making opportunity. Send 
this coupon today! 


WESTCLOX 


Made by the makers of Big Ben 


PRODUCTS OF Bea) CORPORATION 
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You make more 
money selling 


DEMPSTER because 


it’s America’s 


quality water system! 


No wonder the farmer won’t have anything else! Dempster 
offers him a tried-and-tested water-supply system—backed 
hy the 73-year-old Dempster reputation for unquestioned 
quality. It’s just plain sense that you can sell more Dempster 
‘Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System—it’s America’s finest! 


These Dempster Pumps are star 


members of America’s finest line... 


re ee: 





es 4 
3 
a 


< 


SHALLOW-WELL JET- 
MASTER — Only one yo 
part. No special pressure tan 
needed. Easily installed and 
exceptionally efficient. 


| 


DEEP-WELL WATER SYS- 
TEM — Positive lubrication. 
Modern design. Available for 
electric motor or gasoline engine 
operation. Can be supplied with 
windmill attachment. 


=] 


E 






y 
aia 


rama Sree 


pee : 
DEEP-WELL JETMASTE 
— Ideal for offset installation or 
to be set directly over the well. 
Unusually simple in operation— 
only one moving part. 


- 


ES ite wales see 


CENTRIFUGAL PUMPS — 
Impellers are semi-enclosed 
for greater efficiency. Balanced 
drive shafts ride on double Tim- 
ken Bearings. There are no bet- 
ter irrigation pumps made than 
Dempster Centrifugal Pumps. 


America’s Quality Line of Farm 





Water Systems 


Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 
Beatrice, Nebraska 


Pumps e@ Tanks @ Windmills @ 
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NEWS OF 


News of the Trade 





MANUFACTURERS’ AGENTS 








| Douma Opens Agency to 
| Cover Michigan Area 


George M. Douma, 6225 N. 
Lake Dr., Milwaukee, Wis., 


| has opened a new manufac- 





GEORGE M. DOUMA 


turers’ agency to cover Mich- 
igan. His headquarters will 
be in Detroit, Mich., with 
offices also in Grand Rapids. 


Mr. Douma was formerly 
sales manager of the John 
Oster Mfg. Co., and prior to 
that had served as _ sales 
manager in the electric 
housewares division of Nesco, 
Ine. 





To Handle Modocoll Line 


J. E. Bouchard & Asso- 
ciates, 161 Devonshire Ave., 
Boston 10, Mass., has been 
appointed exclusive manu- 
facturers’ agent for Nu Paste 
Adhesive Corp., 1026 Third 
Ave., New York 22, N. Y., 
maker of Modocoll wall paper 
paste, covering the Atlantic 
Seaboard states. 





Handles Chapin Line 


Killebrew & Brackman 
738 Third National Bank 
Bldg., Nashville 3, Tenn., has 
been named to represent the 
complete line of sprayers of 
R. E. Chapin Mfg. Works, 
Inc., Batavia, N. Y. The 
firm wili cover Kentucky and 
Mississippi. 








Clover Names Gilmore 


| To New England Area 


E. S. Gilmore has been ap- 
pointed district sales repre- 
sentative in New England 


| for Clover Mfg. Co., maker of 


abrasive papers and clothes, 
and lapping and grinding 
compounds, Norwalk, Conn., 


| and Roger A. B. Heap has 


been assigned to supervision 
of sales in Connecticut and 
western Massachusetts. 


Mr. Gilmore was formerly 
associated in a sales capacity 
with Minnesota Mining & 


| Mfg. Co., and has spent many 





years in the coated abrasive 
industry. 


Dauphinais Promoted 
By Quaker Rubber 


George A. Dauphinais has 
been elected vice-president 
and general manager of 
Quaker Rubber Corp., divi- 
sion of H. K. Porter Co., Inc., 
Tacony & Comly Sts., Phila- 
delphia, Pa. He will be in 


| charge of all sales and manu- 


facturing activities. 


Mr. Dauphinais joined the 
Porter organization in 1947. 
Before his present promotion 
he had been works manager 
and assistant general man- 
ager with Quaker Rubber. 





Bennett Elected Head 
Of American Gas Assn. 


Charles E. Bennett, presi- 
dent, Manufacturers Light & 
Heat Co., Pittsburgh, Pa., 
and vice-president, American 
Gas Association, has _ been 
elected president of the As- 
sociation, succeeding the late 
George F. Mitchell, former 
president of the Peoples Gas 
Light & Coke Co., Chicago. 

Frank C. Smith, president, 
Houston Natural Gas Corp., 
Houston, Tex., was elected 
vice-president of A. G. A. at 
the same time. 





Represents Scovill Div. 


Walter N. Schneider has 
been named regional repre- 
sentative in Michigan for 
Hamilton Beach Co., division 
of Scovill Mfg. Co., Racine, 
Wis. 
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You'll SELL MORE @ 
ad rs En ay 
Assn. because it DOES MORE ‘ 
ony Here’s the most versatile tool of its kind ever developed. No 
% Pa. other has so many uses. No other offers you so much to sell. 
rerican Cabinetmakers, Patternmakers, Hobbyists, Home Owners, 
been Carpenters, Farmers, Service and Repair Men of all kinds, 
vi ve Auto Paint and Body Shops — they're all top prospects. 
former Write for full details on this remarkable new No. 966. It’s , 
es Gas powerful, quality-built and competitively priced — without 
— vestion the most salable tool you can offer in its field. ™ — SS 
q Y as cdl dhl : . 
sident, . This wide line of accessories and supplies 
Corp., Millers Falls Company + Greenfield, Massachusetts makes the new No. 966 the most versatile 
— power tool you can sell 
x = 
. | Sandi No. 23093 4” x 1/2” 
MILLERS FALLS A Niochment "$45.50 © Grinding Wheel ~ $1.00 
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OBITUARIES 








Harry C. Kaufman 


Harry C. Kaufman, 66, 
president of The Pequea 
Works, Inc., Strasburg, Pa., 
and a pioneer of the fishing 
tackle industry, died on 
April 14. 

Mr. Kaufman founded the 


hook, and also personally de- 
veloped many of the success- 
ful lures which his company 
manufacturers. Illness made 
it necessary for him to re- 
tire from active management 
five years ago. 

Survivors include his widow 
and two daughters. 


News of the Trade 








Warren organization in 1889 
as a junior clerk. He later 


served as an order clerk, 
salesman and_ purchasing 
agent, until elected to the 


position of vice-president in 


1940. He was a member of 
the HARDWARE AGE Fifty- 
Year Club. 


Morris Wein 


Morris Wein, 44, president 
of Wein Hardware Co., Inc., 
267 Canal St., New York, 








Philadelphia Bait Co. in 

1904, and in 1907 moved to —— N. Y., died suddenly at home 
Strasburg, where he later a GEORGE CHICOINE on April 21. He was a mem- 
changed the name of his George Chicoine ber of the hardware industry 
company to The Pequea George Chicoine, 79, vice- April 22, after 62 years with for 28 years. He is survived 
Works. Here he developed president of J. M. Warren the firm. by his widow and two sons, 
the wrapped snell fishing & Co., Troy, N. Y., died on Mr. Chicoine joined the Stewart and Donald. 
Gibson Enters Room Air parts section of the house- ment, he was development Bostwick Lab. Appoints 


Conditioning Field 


Gibson Refrigerator Co., 
Greenville, Mich., has an- 
nounced its entry into the 


room air conditioning field. 
Production for 1952 will be 
concentrated on the *% h.p. 
window models, the size now 
accounting for more than 2/3 
of the present market. 
Production will be re- 
stricted by government regu- 
lations on materials. Plans 
call for distribution through 
the firm’s major appliance 
distributors, and distribution, 
advertising and sales promo- 
tion activity will start on a 
selective market basis. 





Marketing Head for G-E 
Room Cooler Department 


R. Dail Moore, has been 
appointed marketing mana- 
ger of the room_ cooler 
department of General Elec- 
tric’s major appliance divi- 
sion, Louisville, Ky. The de- 
partment was _ recently 
transferred from the air con- 
ditioning division at Bloom- 
field, N. J., to the major 
appliance division at Louis- 
ville. 

Mr. Moore, who had been 
coordinator of the jet en- 
gine parts department of the 
major applianee_ division, 
joined General Electric in 
1936. He held a number of 
sales positions, and in 1950 
went to Bridgeport, Conn., 
as assistant manager of pur- 
chasing of the old appliance 
and merchandise department. 
In 1951, he was named co- 
ordinator of the gas turbine 
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hold refrigerator department, 
and was then appointed as- 
sistant to the general mana- 
ger of the jet engine parts 
department. 


Discuss Selling at Moe 
Light Western Meeting 


Selling techniques and a 


practical approach to the 
problems of the West Coast 
were the chief topics dis- 


cussed at the first Western 
division sales conference of 
Moe Light, Inc., Fort Atkin- 
son, Wis., held at Boyes 
Springs, Calif., recently. 

The meeting, which lasted 
for three days, was also given 
a preview of the national ad- 
vertising and sales promo- 
tion plans for the rest of 
1952, and a thorough discus~ 
sion of a sales training pro- 
gram for Moe Light whole- 
salers. 


Heads Commodity Sales 
Of U. S. Rubber Div. 


Harry M. Frecker has been 
appointed manager of com- 
modity sales for the mechan- 
ical goods division, United 
States Rubber Co., Rocke- 
feller Center, New York 20, 
N. Y. He will have direct 
charge of all commodity 
sales departments for me- 
chanical rubber goods. 

Mr. Frecker joined U. S. 
Rubber in 1922 as a techni- 
cian in the development de- 
partment, and has specialized 
in mechanical rubber goods 
throughout his career. At 
the time of his new appoint- 


manager of the Passaic, N. J., 
plant. 


New Los Angeles Plant 
Opened by Stewart Mfg. 


F. W. Stewart Mfg. Corp., 
4311 N. Ravenswood Ave., 
Chicago, Ill., has opened a 
new plant at 1638 S. Flower 
St., Los Angeles, Calif., giv- 
ing the firm additional man- 
ufacturing space over the 
previous location at 431 
Venice Blvd. 

The new location will be 
devoted entirely to the man- 
ufacture and fabrication of 
flexible shaft assemblies, 
flexible shafting and their 
components. 





Radiator Specialty Co. 
Names Five to Sales 


Five new representatives 
for the Solder Seal line of 
hardware specialties have 
been appointed by Radiator 
Specialty Co., 1700-1900 
Dowd Rd., Charlotte, N. C. 

The new _ representatives 
are: Samuel Simon, Pitts- 
burgh district; Russell W. 
Kress, Minneapolis district; 
R. F. Krisinger, Des Moines 
district; William C. Pruett, 
Jr., Charleston, W. Va., dis- 
trict, and Ralph L. Winter, 
St. Louis area. 





New Arvin Distributor 


Albany Hardware & Iron 
Co., Broadway & Arch Sts., 
Albany, N. Y., has been ap- 
pointed distributor to handle 
the radio line of Arvin In- 
dustries, Inc., Columbus, Ind. 


Assistant Sales Manager 


Joseph L. Condon, Jr., has 
been appointed assistant gen- 
eral sales manager of Bost- 
wick Laboratories, Inc., 706 
Bostwick Ave., Bridgeport, 
Conn., manufacturer of pack- 
aged power products. His 
new duties will be in admin- 
istration, merchandising, 
sales promotion and_ field 
sales management, with par- 
ticular emphasis on hardware 
operations. He was formerly 
associated with International 
Latex Corp. as eastern dis- 
trict sales manager. 





Sanson & Rowlands 
Reports Record Sales 


Sales and profits in 1951 
exceeding any previous re- 
port were announced by San- 
son & Rowlands, Inc., 26 N. 
Fifth St., Philadelphia 6, Pa., 
at its recent annual stock- 
holders’ meeting. 

The following officers were 
elected at the meeting: Aaron 
I. Sanson, III, president; 
Earl H. Goodby, vice-presi- 
dent and treasurer; Richard 
W. Goodby, secretary and 
sales manager, and James G. 
Pepper, assistant secretary 
and director of purchases. 


Represents Delta Corp. 


O. Halberg has been ap- 
pointed sales representative 
for Delta Heating Corp. 
Trenton, N. J., covering met- 
ropolitan New York and Long 
Island from offices located at 
3423 Farragut Rd., Brooklyn 
7, B. F. 
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ars were 
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Experts Don Defano, Paul Hill, E. P. Alte- 

meier and R. H. Ellis, |. to r., test results 

on an experimental roaster in the research 
kitchen of Nesco, Inc., Chicago, IIl. 


The Cleveland’ Housewares Club recently held a 
dinner in honor of its president, E. G. Freund, seated 
center, president of Lake Erie Hardware Co., Cleve- 
land 13, Ohio, on the event of his 52nd year in busi- 
ness and 72nd birthday. Morton Sinks stands at left. 
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This machine 
can pay your rent 


@ How would you like to have a single item that would 
pay your rent every month? Five stores that we know 
of figure the rental profits from their Warner KeroLectric 
wallpaper removers cover their store’s monthly rent bill! 
Other stores report they can sell more paint and decorating 
supplies as well as increase store traffic when they offer 
the KeroLectric for rental service. 





There are more of the famous KeroLectric wallpaper re- 
movers in rental service than all other makes combined. It 
is simple enough for a housewife to operate. It requires 
very little service. It is safe. The Warner KeroLectric 
furnishes more than enough steam for even the fastest 
professional workman. Find out more about the Warner Mill 
KeroLectric wallpaper remover. Write now. 





The Warner KeroLectric Steam Wallpaper Remover 
is made by the manufacturer of famous Accuracy 



























Warner Tools. N 
ACCURACY 
ARNER MANUFACT . 
ARNE, w CTURING CO 
TOOLS 802 16th Avenue S. E. Minneapolis 14, Minnesota ¢ 
XY - y, SI 
by 
se] 
DIAMOND : 
“THERE IS NOTHING FINER THAN A DIAMOND" * 







DIAMALLOY Lock-Joint PLIERS 


Drop Forged of Special Analysis Diamalloy Steel. 
Hardened and tempered to extreme toughness, 
using the most modern and efficient electrical heat 
treating equipment. Teeth designed to give a 
maximum grip on any object. The five-position 
lock-joint provides a parallel opening of 0 to I'/ 
inches. The jaws are positively locked in position 
by the rib and groove joint design, and cannot slip 
under any pressure: This plier is ideal for automotive work, electrical 
conduit work, and general utility service. It is a tool that is widely 


DIAMALLOY used in the home. Nickel chromium plated. Packed one in a box. 
Pump and Utility 
PLIERS 


Drop Forged of Special Analysis Diamalloy Steel. 
Perfectly heat treated with most modern and efficient 
electrical heat treating equipment. It has opening 
from 0" to over |". Has five slip-joint adjustments, heavy 
teeth. Can be used for all plier purposes and light pipe 
wrench work. Improved design of larger bolt gives positive 
locking of joint, longer wear, and extra strength. Packed 
one in a box. 





Advanced Design 












Improved Design 





DIAMOND CALK HORSESHOE CO. 


4622 GRAND AVENUE DULUTH, MINN. 
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FASTER TURNO 


with 


SWIVEL WASHERS 
Millions read about Snap-in Swivel Washers in 


Reader’s Digest 


SNAP-IN is the only Swivel Washer backed 
by a powerful national advertising campaign 
selling the millions of readers of these well- 
known magazines. It creates brand preference 
... builds demand ... increases sales! 


eHard-Selling Advertising 
Appears Regularly in... 


a 












SATURDAY 
EVENING 
POST 


POPULAR 





1. POPULAR 
\\ MECHANICS 
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VER! 


SNAP-IN— the amazing Swivel Washer that 
stops faucet leaks years longer. Proved in use by 
industry, institutions-and hotels for over 15 years, 
now available for home use. The only washer on 
the market today with al/ these sales features .. . 
Lasts Longer . . Outlasts ordinary washers 10 
to 20 times.. 

Patented Swivel Action eliminates grinding 
wear. 

Genuine Neoprene Face Disc — Durable 

. . Stays resilient in hot or cold water. 


Installs in a Jiffy— Stays tight .. . won’t rattle 


or fall out. 
Plus: Self-Selling Display Carton 
Stops ’em ... SELLS ’em! 


Snap-in Swivel Washers 
are packaged 3 of one size 
on an attractive card with 
easy installation instruc- 
tions ... 20 cards in popu- 

lar size assortments to a / 
carton. Compact and 

colorful, it produces. 
quick profit from small 

counter space. Retail— 
card of 3 washers 69¢. 


ACT NOW—GET ALL THE FACTS—CASH IN ON 


THE DEMAND FOR SNAP-IN SWIVEL WASHERS 


e 4 . ii 

a Mail this Coupon Today! 

°* SNAP PRODUCTS CORP. 

*  175€. Brighton Ave., Syracuse 5, N. Y. 

e 

e Please send complete details, prices and discounts on 
e Snap-in Swivel Washers. 
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For 
“Push Button” 
Soft Water 





Mote Buyers Want Myers! 


AUTOMATIC SOFTMASTER 





PAUL |! 






Saad 





sity Scho 


L Se «= (You [ust law at Co 





we on push this button Co. After 
~~ (which can be located any place in the house) ALMON T. MARTIN, represent 
and the Myers Softmaster completely regen- Gardiner, Me., on March . has been 
erates itself without interruption of 15, completed half a cen- to Clevel: 
water service. tury of continous employ- rectors. I 
ment as a traveling sales- banking : 
Now is a good time to add water softeners to your line pees for Edwards & Walker ninth mei 
of appliances or water systems because more home Co., wholesale hardware receive it 
owners are now buying softeners as a basic appliance. firm of Portland, Me. Al recently | 
Alert dealers sensitive to this trend are identifying was employed by Frederick Club of V 
themselves with the complete Myers line of softeners Walker, founder of the have had 
in territories where it is still available. business, as the second 
traveling salesman of the 
There are many good reasons why you should investigate company that now employs 
Myers Softeners with a view to carrying them in your 13 salesmen. He is still 


store. Myers offers a dependable automatic softener 
unit in line with today’s trend to “automatic” appliances. 
Myers offers a quality product you as a dealer can sell 
with confidence. And Myers softeners are backed by 


traveling over part of his ALMON T. MARTIN 
original territory. He has 
seen transportation change from horse and buggy to 


national advertising heavier than that of other softener fluid drive and has kept abreast of similar changes 
manufacturers. in selling methods to sell electrical appliances, 

: : sporting goods and general hardware lines. Mr 
It is estimated that only 5% of the potential water and Mrs. Martin reside at 56 Neil St., Gardiner, Me. 


softener prospects in the U. S. have been sold. Why not 
investigate the interesting profit possibilities of the Myers 
line by writing today for complete information. 
GEORGE CARL 
7) GRABER, departmental 
buyer and director of the 





Vonnegut Hardware Co., JOHN . 
Indianapolis, Ind., started 
i his hardware career 51 was weal 
convenience. Bory fo Inctol. yeome dan see Exe Lake & opr 
‘ Stalnaker Hardware Co., of Atha. 
which later became the Mr. McHt 
a rE ee a Lilly Hardware Co., which ~ J., and 
Simple semi-automatic oper- in turn, in 1925, was ab- chool of 
al yo te oe sorbed by Vonnegut’s. His preme Co 
eee first job was as an errand has serve 
boy and stock clerk. From Hardware 
ee ee ee ee ee es ee ee es 1909 to 1916 he was city G. C. GRABER and the } 
THE F. E. MYERS & BRO. CO. salesman. From 1916 he worked as general hardware “est ir 
Dept. P-119, Ashland, Ohio * buyer. He has been a department manager and “terceparg 


buyer since 1925 with Vonnegut’s and in this 
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capacity spends a great deal of time on the road 
visiting sources of supply. He was named a direc- 
tor of the company in 1944. Mr. Graber is a Mason, 
and belongs to the Indianapolis Chamber of Com- 
merce, the Construction League of Indiana, and 
the National Association of Purchasing Agents. 
His favorite pastimes are fishing and baseball. 
Mr. Graber observed his 65th birthday on March 3. 


PAUL H. DEMING, 
chairman of the board of 
The Geo. Worthington Co., 
Cleveland, served the com- 
pany on special assign- 
ments from 1902 to 1906 
when he®%was elected a 
director to fill the vacancy 
caused by the death of his 
father, George Deming, 
who had previously served 
the company for 61 years. 
Mr. Deming was born in 
Cleveland, June 19, 1876, 
and attended public school 
and the Cleveland Univer- 
sity School. Later he majored in engineering and 
law at Cornell and in 1897 joined the White Motor 
Co. After several years he was White’s New York 
representative in the motor division. Since 1906 he 
has been a resident of Detroit and has commuted 
to Cleveland for meetings of the Worthington di- 
rectors. In the motor city he became interested in 
banking and home financing. Mr. Deming is the 
ninth member of the Cleveland wholesale firm to 
receive its 50-year service award. Mr. Deming was 
recently honored at a dinner of the Anniversary 
Club of Worthington which has 103 members who 
have had 25 or more years of service. 





PAUL H. DEMING 


JOHN J. McHUGH, bet- 
ter known to all his 
friends in the trade as 
“Joe,” who represents 
Stanley Tools out of the 
Chicago office, was re- 
cently presented with a 
Stanley 50-Year Club pin, 
and a cash award, in rec- 
ognition of a half century 
of service. Mr. McHugh 
began his business career 
in the shipping room of 
the Atha Co., of Newark, 
now a division of Stanley 
Tools, in 1902, when he 
was 18. Several years later he was made office 
manager. About 1918, he joined the sales staff 
of Atha. One of the deans of hand tool salesmen, 
Mr. McHugh was born on Aug. 7, 1884, in Newark, 
N. J., and graduated from the Oliver St. Grammar 
School of Newark, an honor he shared with Su- 
preme Court Justice Charles Evans Hughes. He 
has served on committees of the Central States 
Hardware Club, the Hardware Golf Association 
and the Michigan Hardware Seniors. Among his 
humerous sports interests are boxing, baseball, 
basketball, hockey and golf. He and Mrs. McHugh 
reside at 138 Randolph Place, West Orange, N. J. 





JOHN J. McHUGH 
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New Products ... New Merchandisl 
. New Display Techniques . .. Changé 
in Consumer Distribution . . . Production: 
These are all vital factors affecting your b 
And you get the national picture no where els@a 
at your industry’s one and only national meeting 
place—the NATIONAL HOUSEWARES EXHIB 
The rapid growth of the housewares 
industry in recent years makes it impossible to 
get a complete national picture of your 
industry any other way. 
To learn and fully understand what your 
large and varied industry is doing and planning, : 
you need the NATIONAL HOUSEWARES EXHIBIF, 
It offers you the only opportunity to learn top 
management’s thinking on matters necessary 
to your business — and all ona 
personal, face-to-face basis. 
If you plan to stay — and grow — in the 
housewares business, there is absolutely 
no other way to get the 
NATIONAL INDUSTRY PICTURE. 


JULY 7-11 


(MONDAY THROUGH FRIDAY) 


AUDITORIUM 


ATLANTIC 
CITY, N.J. 





NATIONAL HOUSEWARES 


MANUFACTURERS ASSOCIATION 
1140 Merchandise Mart, Chicago 54, Illinois 
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Better Building Product 


from 
Made 5 


ALCOA ALUMINUM 


somrmum Company 
oF amenrce 


screen weavers 


+ American Wire Fabrics 
Corporation 

Chase Brass & Copper 
Company 

Clinton Wire Cloth Co 
Cyclone Fence Division 
(American Stee! & Wire 
Company) 

Dixie Screen & Wire 
Products, incorporated 
Hanover Wire Cloth Co. 
Heilig Bros. Co., Inc. 

The C. O. Jelliff Mfg. 
Corporation 

Keystone Wire Cloth Co, 
New York Wire Cloth 
Company 

Pacific Wire Products 
Company, Inc. 
Pennwoven, Inc. 

{ Spargo Wire Company, 
Incorporated 

Standard Wire Cloth & 
Screen Company 
Reynolds Wire Company 
Wickwire Brothers, Inc. 





First in Aluminum 


From Alcoa... 

. came the discovery that 
made possible this better, non- 
staining, longer lasting screen- 
ing. Now it is in greater demand 
than ever, because homeowners 
have seen how it ends screen 
troubles. Order now from 
your jobber. 





NOW 6:30 P.M. EDST every Sunday — 
“SEE IT NOW” with Edward R. Murrow 
. brings the world to your armchair 

. .. CBS Television 


ALUMINUM COMPANY OF AMERICA 
824-E Gulf Building * Pittsburgh 19, Pa. 
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Made by these leading »| 











Architects and —(CHICAGO)= 
Builders Specify SPRING HINGES 





@ Modern Factories 
@ Office Buildings 


@ County, State and 
Federal Buildings 


@ Ships of Our Navy 


Every year more and more Architects 
and Builders are specifying Chicago 
“Triplex” Spring Butt Hinges because 
they are carefully designed with 
many superior features. They are 
smart looking and streamlined to 
harmonize with modern architectural 
requirements. 


"Spring Hinges of Quality” 











Chicago Spring Hinge Co. 


CHICA U.S.A. NEW YORK 





$1 6* 


See Your 
Jobber 


YOUR PROFIT — 


The new Congress 50 A Counter 
Assortment, redesigned for maxi- 
mum Sales Appeal, assures rapid 
pulley turnover and high profits. 
Diameter from 114” to 5”. Order 
yours from your Congress jobber 
today. Aill pulleys are hand- 
somely packaged in 3-color boxes 
with pulley and bore sizes plainly 
printed. Counter display matches 
pulley box colors and each pul- 


WRITE eas eee 
or ley’s position is indicated for 
CATALOG handy inventory control. 


World’s Largest Manufacturer of FHP Pulleys 


CONGRESS °:::::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 
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Hottest New Hardware Item for 1952! 


HARD-TO-GET CARBON AND ALLOY STEEL 


Your customers will go for this wonderful steel assortment in the Sure Spec Tinker -Pak 








$2.75 retail (less 35%)... 


Dozen $33.00 retail (less 35%) .. . $21.45 
look —COMES IN COUNTER DISPLAY CONTAINER! 


The Tinker-Pak will sell itself right off your counter. 
This assortment of finest quality carbon and alloy steels is sought after by home workshop 
owners, tinkerers, small storeowners, school manual trainers and repair shops. 


Single 








See — WHAT TINKER-PAK CONTAINS! An assortment of the following quality steels; 
Rounds from Squares from Flats from 44" x 4’ Tubing from 4” O.D. 
%" to 4" approx. Y4" to 44" approx. to 4" x 44" approx. to 1%" O.D. approx. 


All are approximately 12” long—Weight 5 Ibs. 


Repairs— Door Stops Appliances 


hear —WHAT TINKER-PAK DOES! Baby Carriages Automobiles 
Sleds 


Small Motors 








Lawn Mowers Garden Tools 
Toys and dozens of things! 
sale ac og emg ‘ — Makes— Small Tools Door Fasteners 
We would like to hear from jobbers interested in handling . 
Tinker-Paks, as this hard-to-get item is coming into great de- Handles : Fish Spears 
mand. We believe hardware jobbers serve the retail hardware Towel Racks Gun Racks 
merchant best and -we therefore have interesting proposals to Furniture Braces Lamp Shade Holders 
outline for Tinker.Pak and other unusual Steel products. Hinges Outdoor grill legs 
and many, many more! 








Order—Tinker-Pak Today! From your jobber or direct 


for service dependable as the sun 7 ° LA R pp ng ph page pla te 


| SOLAR STEEL CORP., Tinker-Pak Dept. ! 
ST EEL Union Commerce Bldg., Cleveland, Ohio I 
Please send me the following Tinker-Paks: i 
CORPORATION | oe eng , 

[] 1 dozen in display container at $ 21.45 | 
Union Commerce Bldg. I [] 2 dozen in display container at 42.90 1 
Cleveland, Ohio | [.] 5 dozen in display container at 107.25 | 
i I Dealer’s Name ] 
ee suas spec | Street mane i 
a a ” | City ————— ee State__ l 

with plants and sales offices in 15 cities | Terms 2%-10 days, 30 days nét. F.O.B. Cleveland, O. 
Li dingy ae ane: anrans aay eae Gl ie ie ale St en en ee een eee ab ies J 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


after seasonal allowances, from 
February. 

Substantial declines from the 
previous month were _ general 
among mefchant wholesalers deal- 
ing in durable goods. The largest 
declines in sales—over 10 pct—oc- 
curred in jewelry, hardware, con- 
struction materials and electrical 
goods. Only the machinery and 
metals group maintained its Febru- 
ary sales rate. 





Business Picture 
Brighter in April 

The first real retail sales ex- 
pansion since December took 
place in the early part of April, 
Dun & Bradstreet, Inc., re- 
ported. It was stated that de- 
partment store sales were mod- 
erately above a year ago and the 
hitherto pessimistic outlook of 
many retailers was often re- 
placed by conservative opti- 
mism. Appliance buying by con- 
sumers continued to be slow, 
however. 











Farmers Warned On 


Pesticides, Fertilizer 


While there is expected to be a 
slight increase in the supply of fer- 
tilizers, this year, the Dept. of 
Agriculture has warned farmers 
that it will be advisable to place 
orders early, to forestall any last 
minute rush that would disrupt 
distribution. 

According to a national survey 
made by the department, farmers’ 
requirements for pesticides and re- 
lated supplies are expected to run 
about 9 pct higher than the last 
crop year. 

There will be a heavy demand 
for ammonium nitrate and phos- 
phates, which would develop into 
a tight supply situation, the de- 
partment warned. 
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Fewer Failures In 
Business Reported 


Failures among retailers totaled 
86 in the week ended April 24, a 
drop of one from the previous 
week, Dun & Bradstreet, Inc., re- 
ported. Commercial and industrial 
failures as a whole declined to 
168 from 188 in the previous week. 
The total compared with 162 in 
the same 1951 week. 





1952 to Be Bigger Year for Retailers 
In All Respects, N.R.D.G.A. Head Predicts 


“Happy days are not yet here 
for the retailer but the skies are 
clearing,’ George Hansen, presi- 
dent of the National Retail Dry 
Goods Association, told the Detroit 
Retail Merchants Association. He 
predicted that despite some bad 
months, the 1952 retail dollar vol- 
ume would exceed last year’s by 
6 or 7 pet. He is president of 
Chandler & Co., Boston. 

An even larger increase of unit 
volume, as a result of price de- 
creases, was forecast by Mr. Han- 
sen, who added that he did not 


anticipate any price increases this 
year. He pointed out that the 
heavy inventories built up in 1950 
have been cleared up in most cases. 

He forecast a rise in profits be- 
cause “the dissipation of heavy 
inventories will reverse the losses 
recently incurred by abnormal 
markdowns.” He also saw the pos- 
sibility of lower expenses “which 
had mounted in connection with 


warehousing, handling, financing © 
overburdened § 


and selling the 
stocks of last year.” 


March Sales of 165 Wholesale Hardware Firms 
Were 22% Below March, 1951; Inventories Up 4% 


The March sales of 165 whole- 
sale hardware firms that report 
regularly to the Bureau of the 
Census, Dept. of Commerce, aver- 
aged 22 pct lower than sales in the 
same month of 1951. March sales, 
however, averaged 3 pct higher 
than in the previous month. 

Every region in the country 
showed less business in March than 
in the same month of 1951. March 
sales, however, were higher than 
February sales in five of the eight 
geographic divisions. 

Likewise, every region showed 
less business for the first three 
months than in the first quarter of 
1951. The average for the country 
was a decline of 23 pct. 

March inventory values rose 4 
pet over March, 1951, and over 


February, 1952. 


The number of weeks’ supply of j 


hardware merchandise held by 
these 165 firms averaged 15.3 and 
compared with 11.6 weeks’ supply 
on hand in March of last year. 

Stocks were lowest in the Mid- 
dle Atlantic States (11.9 weeks) 
and highest in the Mountain States 
(17.9 weeks). 

A comparison of sales, by ge0- 
graphic divisions, for the first 
quarter of 1952 as compared with 
the like period for 1951, is as fol- 
lows: Middle Atlantic, —22%; 
East North Central, —29%; West 
North Central, —23%; South At 
lantic, —18% ; East South Central, 
—18%; West South Central, 
—19%; Mountain, —21% and 
Pacific, —25%. 












Discounting for Cash Declined Recently; 
Hardware Dealers’ Percentage Was High 


There was a considerable decline 
in the number of accounts taking 
cash discounts at the end of Feb- 
ruary, 1952, as compared with 
November, 1951, according to a 


survey made by the Credit Re 
search Foundation of the National 
Association of Credit Men. 

The decline was attributed to 
anticipation by concerns of their 
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You can always chart a true course 
in production and marketing, when 
you work with Brass. For its ‘‘work- 
ing behavior’ on any job is well- 
known, always reliable, never er- 
ratic. Yes, Brass is easy to get 
along with, whether you’re fabri- 
cator or user. And you'll never be 
left high and dry .. . like a major 
manufacturer who was forced to 
try a substitute material during the 
recent copper “shortage”’... and 


You Always Know Where You Are... with 


who wound up paying more than 
$10,000,000 in free replacement 
parts to angry customers. 

No, it shouldn’t be long before 
there’s a shortage of shortages. And 
so, in the words of the world’s larg- 
est copper producer (a producer of 
many other metals as well): “On 
the basis of the facts, there is no 
need to consider long-range substi- 
tution of other materials for the 
red metal.’’ For, when all is said 


and done, there are no substitutes for 
Brass. And if you are a user of 
Brass mill products, your inquiries 
are invited now. 
° ° ° 

The BristoL Brass CORPORATION, 
makers of Brass since 1850 in Bris- 
tol, Conn. Offices or warehouses 
in Boston, Chicago, Cleveland, 
Dayton, Detroit, Los Angeles, Mil- 
waukee, New York, Philadelphia, 
Pittsburgh, Providence, Rochester. 


“‘Bristol-Fashion” means Brass at its Best 











That's the blade! want’ 


People who know quality ask for 
Griffin Hack Saw Blades 


4 teed know that for a straight clean cut, even under 
the worst conditions, Griffin is the blade to buy. Your 
customers will also like the long life no other blade can 
equal. 


G. W. Griffin Co. has been making hack 
saw blades since 1880. The knowledge 
and experience of over 70 years of manu- 
facturing goes into every Griffin Hack 
Saw Blade. 


Griffin Blades are 
available in High 
Speed Molybdenum 
or Standard Steel, 
hand and power sizes. 













GW. GRIFFIN CO. 


FRANKLIN, N.H. 





General Sales Agent 


JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York 8, New York 
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own cash requirements for paying 
their Federal income taxes on 
March 15. The survey was made 
through a questionnaire addressed 
to the member companies of 13 
affiliated associations in the na- 
tional credit organization. 
Hardware dealers were high 
among the industries reporting the 
discounting of bills with 74.1 pet 
of their customers paying on time. 
The percentage for furniture stores 


was 71 pet. 
The discount rate among whole- 
salers, distributors and jobbers 


was: Furniture, 87.7 pct; confec- 
tionery, 74 pct; hardware, 70.1 pet, 
and marine equipment and supplies, 
69.9 pet. 


Most Stores Opposed 
To 2 Shopping Nights 


Smaller department stores have 
expressed opposition to remaining 
open more than one evening a 
week, a plan being given consid- 
eration by some stores, it was indi- 
cated at a meeting of the smaller 
stores division of the National 
Retail Dry Goods Association in 
New York. 

The question of remaining open 
an extra evening came up at a 
forum session on problems of cost 
reduction and improved promotion 
to counteract increasingly tighter 
profit returns of retail dry goods 
stores. 

Several retailers indicated they 
are studying adoption of a policy 
of opening two nights a week, in- 
stead of one, but vigorous opposi- 
tion was expressed by the majority. 
Opposition to such a policy was 
seen from labor unions. A ques- 
tion was also raised whether cus- 
tomers really want more evening 
shopping hours. 


Slight Rise In 
Consumer Price Index 


The Bureau of Labor Statistics 
announced that its “new series” 
consumers’ price index rose one- 
tenth of 1 pet from mid-February 
to mid-March and stood at 188 pct 
of the 1935-39 average, as of the 
latter date. The “old series” also 
advanced one-tenth of 1 pct to 
188.4 pet of the 1935-39 average. 
The index covers retail prices of 
goods and services bought by mod- 
erate city income families. 

The new index is 1.9 pct above 
a year ago and 10.5 pct over the 
pre-Korean level. 

1952 
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It takes a constant flow of cars at the gas 
pumps to keep a modern service station oper- 
ating profitably, for traffic and sales go hand- 
in-hand. Anything that interferes with the sta- 
tion’s capacity to fill ‘em up and keep ‘em 
moving, naturally reduces the profit. 

Sudden and heavy snow falls that slow down 


‘normal operations, sometimes for days at a time, 


not only result in disgruntled customers but, 
perhaps, in permanent loss of business as well. 
It need not be so! Foresighted operators of 
service stations with steel pipe snow melting 
systems do “business as usual’ . . . while com- 
petitors shovel! 
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Service stations with steel pipe 
snow melting get the business 


The known economy of steel pipe makes in- 
vestment in a snow melting system practical for 
service stations, just as it does for super-markets, 
decentralized shopping areas and any business 
dependent upon automobile patronage. And in 
service, steel pipe has a performance record 
proved in more than 60 years of conventional 
hot water and steam heating applications. Add 
to this the advantages of formability and weld- 
ability for coil fabrication and you know why 
steel pipe is first choice for snow melting 
systems, too, and why it is the most widely used 
pipe in the world. 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 








March Retail Sales 
Total Disappointing 


Retail sales were weaker in 
March, after showing more than 
normal strength in January and 
February, reported the Commerce 
Dept. March sales were estimated 
at $12,275,000,000. While this was 
a gain of $1,046,000,000 over Feb- 
ruary, it was below a normal sea- 
sonal rise, the department said. 
Actually, the March total was about 
3 pet under February, after allow- 
ing for seasonal factors and trad- 
ing day differences. 

March sales also showed a drop 
of about 6 pct from the same 1951 
month. 

“When account is taken of the 
extra trading day and the earlier 
date of Easter in March, 1951, the 
level this month is calculated to be 
less than 2 pct below the year-ago 
figure.” 

Rise in sales of durable goods 
was also below the normal seasonal 
gain. The durables total was $4,- 
110,000,000, a rise of $258 million 
over the previous month. This ap- 
peared as a decline in the season- 
ally adjusted index. Hard goods 
lines, “in which some strength had 
been evidenced earlier in the 
quarter,” showed a greater down- 
turn than did soft goods stores. 


Department Store 
Sales Show Gain 


Department store sales in the 
week ended April 19 showed a 1 pct 
drop from the same week a year 
ago, reported the Federal Reserve 
Board. Volume was off 7 pct for 
the year to April 19 but was up 
7 pet for the four weeks ended on 
that date. 

The weekly index, without sea- 
sonal adjustment, is at 97 for the 
week ended April 19. The index 
period has been changed from the 
1935-39 period to the 1947-49 
period. 


Radio and Appliance 
Store Sales Higher 


Sales of retail radio and appli- 
ance dealers in February were es- 
timated at $215 million, up $12 
million over January buf a drop 
of $77 million from February, 1951, 
the Commerce Dept. reported. 

Sales of electrical goods whole- 
salers, all classes of houses com- 
bined, were estimated in Febru- 

(Continued on page 198) 
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Business Should Be Good for 12 Months, 
Professor of Finance Tells Merchants’ Group 


The nation is in a business boom 
which will continue for another 
12 months, barring any unfore- 
seen events, Dr. Marcus Nadler, 
professor of finance at New York 
University, said in addressing the 
National Notion Association, meet- 
ing in New York City. 

He saw the need of some busi- 
ness and psychological adjust- 
ments by industry as the economy 
changes from a sellers’ to a buy- 
ers’ market. A company will have 
to use ingenuity to keep costs down 


and present wares attractively, 
with the return to a buyers’ mar- 
ket and more normal conditions of 
business, he said. 

Dr. Nadler added that “those 
who think the return of a buyers’ 
market means a depression are 
wrong. The heavy military expen- 
ditures, the large capital outlays 
of corporations, the high level of 
construction and the high wages 
and farming income indicate busi- 
ness will be at a very good level,” 


Ads Like This Sell Fair Trade to Congress 








les of For: Trade 











Avwten as Rares 
a 








ae meee ; oo 
Bring Back Fair Trade...Support the McGuire Bill 
(H. 8. 5767, HOW AWAITING ACTION) 


These nations! essovetions heave jormed with us in signing this edvert sement: 
N ‘ 


of Congress, wh principh 


FORMER U S SENATOR, ARTHUR CAPPER 






be ath 








FORMER CHAIRMAN, FEDERAL TRADE COMMISSION, JOSEPH E DAVIES: The 
(arabe 21 cut grmce Bast low #1 


(of some deaier whe wnt san marted) gouds as sematon. oe the sake of 
~ aon eta a showid 





Bureau of Education on Fair Trade 

















This ad, and similar full-page ads, sponsored by the Bureau of Education 
on Fair Trade and 24 national trade associations, appeared in Wash- 
ington newspapers, recently, to present the case for Fair Trade to the 


public, and likewise to members of Congress. 


Each ad featured the 


slogan, "Bring Back Fair Trade. Support the McGuire Bill (H.R. 5767), 
Now Awaiting Action." Congress planned to tackle this issue on May 14. 
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Wise The perfect door mat for home. office, 

factory or store. Extra rugged, long- 
reinforced lasting with heavy wire reinforce- 
ments. 


Long-lasting Available in sizes: 


a 14” x 22” and 16” x 28” 
on-skid Special sizes made to order 


Sold through recognized jobbers and distributors 
Write for catalog sheets and prices 


MANUFACTURING. INC. 


cond Street ¢ Phiiadelphia 6 


Full Line of Plastic, Plastic-Covered and Braided Rubber Hose 
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Je CNS & SONS, inc. 


.N RERS F MORTISE 
BULAR & a JER I K SETS 


BROOKLYN 37. NEW YORK 


AVAILABLE IN 4 SIZES 
TO FIT ANY SIZE CLOSET 


! 
MADE OF COLD ROLLED STEEL 
OUTSIDE TUBE 1” DIAMETER 


BRIGHT NICKEL FINISH 
PACKED WITH SCREWS 


No. 
No. 


No. 
No. 


SIZES AVAILABLE 
10-18’’--Extends 18" to 30”’ 
10-30"’--Extends 30”’ to 48”’ 
10-48’’--Extends 48"’ to 78”’ 
10-72’’--Extends 72’’ to 108’ 


ROCKWOOD. 


MANUFACTURING CO. 
ROCKWOOD, PENNA. 














CUSTOMERS AND PROSPECTS WILL SEE THIS 


HIPOWER ZEPHYR 
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STOCK—DISPLAY—SELL 
Build Profitable Volume 
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ary at $144,451,000, a 5 pct rise 
over January but off 20 pct from 
the corresponding month a year 
ago. 

Inventories of electrical goods 
wholesalers at the end of Febry- 
| ary were put at $250,747,000, a rige 
of 2 pct from the previous month 
and a 29 pct increase over the to- 
tal at the end of the same 195] 





month. 


Sylvania Changes 
Policy on Lamps 

A new policy has been adopted 
by Sylvania Electric, effective May 
1, under which all new orders will 
be shipped without lamps, it was 
announced by F. J. Healy, vice 
president and general manager of 
the lighting division. 

Mr. Healy explained that when 
fluorescent lighting was first in- 
troduced there were only one or 
two colors of fluorescent tubes and 
it was natural to sell the com- 
pany’s “package of light,” includ- 
ing fixture, starter, ballast and 
lamps all in one package. He said 
that there now were about seven 
different colors for each wattage 
size and it is practically impossible 
to anticipate what color of lamp 
the user will require for his par- 
ticular installation. 


Prices Reduced on 
Whirlpool Dryers 


Whirlpool Corp. has announced 
a reduction ranging from $19 to 
$24 each, on all its automatic gas 
and electric dryers, effective April 
21. John M.: Crouse, sales man- 
ager, said that refunds would be 
made to both distributors and deal- 
ers on any inventory in their pos- 
session purchased during the past 
60 days. 

New retail prices, which include 
Federal excise tax, would reduce 
the price of the electric dryer, 
model 501820, from $263.95 to 
$239.95. Dryer model 501830, gas 
other than LP, and model 501840 
LP gas, were reduced from $318.95 
to $299.95. 


Fuller Brush Sales Up 


Sales of Fuller Brush Co. 
brushes, household chemicals and 
cosmetics are running about 10 pct 
ahead of volume at this time last 





year, A. Howard Fuller, president, 
reports. 
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Ta patdco out front 


_ The quality you can see— 


Every piece of Tapatco equipment that leaves the factory and goes into 
your store reflects the highest standards of quality control. It's premium 
merchandise . . . and looks it, from the beautiful uniformly colored and 
squared boat cushions to the handsome well-tailored sport shirts. It's 
eye-appealing merchandise, the kind your sportsmen customers appreci- 
ate and buy. 


The hidden quality that makes the big difference— 
Here’s what Tapatco gives you and your customers that you just can’t get 
in ordinary competitive products. 


Only pure Java Kapok, luxuriant flotation material is used by Tapatco to 
make the safest, most buoyant marine safety products in the world. 


National advertising and merchandising, backed by a company reputation 
for standing squarely behind every product. 


Uniform colors and materials . . . dyed, pre-shrunk and water-repellent 
treated in Tapatco’s own dye plant. Every order is exactly the same 
color ...and there’s a wide selection to choose from. 


Tapatco marine safety products are hand stuffed to protect the buoyant 
properties of Kapok. No uneven bulges such as are often formed in 
ordinary cushions and mats. 


Conveniently packaged products . . . simplifies stocking and handling 
problems. Small unit packages keep stock clean — boxes unbroken. 


Extremely attractive discounts make the Tapatco line a real profit builder. 
Ask Your Jobber for Ta pat«o 


THE AMERICAN PAD & TEXTILE CO. 
GREENFIELD, OHIO 


's y complet plete line of Tapatco marine safety products, sleeping bags, parkas and sport shirts.) 
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GZ Electric CHAIN SAWS 


Selling from $99.50 to $130.00 


Model 11E12D — De Luxe Hand 
Chain Saw 12-inch capacity. 
Model 11E12 — Standard Hand 
Chain Saw 12-inch capacity. 
Model 1E12—The smallest chain 
saw of itskind. Weighs only 11 Ibs. 






Model 11E18 — Newest 
in the Mall Line—with 18-inch 
cutting capacity that can saw timber twice 
its length. - List Price $130.00 











Get this big i 
Window Display Kit ¥-*gij/% — 

—plus printed matter | at wil cot down 36-inch 

& newspaper mats meer ore a 


This 14-pound MALL 







This ‘Deal’ Sets You Up As An AUTHORIZED 
MALL Electric Chain Saw Dealer 


Almost anyone entering your store is a ‘‘hot'’ prospect for an easy-to- 
operate, all-around useful MALL Electric Chain Saw. Packed with power 
and stamina — instant response to a flick of the trigger switch. Models 
to exactly meet every cutting need. 

ORDER 3 — choice of models — one for window display, one for inside 
display, another for stock. At your nearest Mall Branch — or direct from 
the factory. 


MALL TOOL COMPANY 7702 S. Chicago Ave. ° 


40 Factory-Owned Warehouses, Coast to Coast, To Serve Our Cust s and Th 
PROFIT THROUGH MALL DIRECT FACTORY-DEALER DISTRIBUTION PLAN 


HERE ARE YOUR 
LIVE PROSPECTS: 
Farmers — Home & Estate 
Owners — Resort Owners — 
Tree Surgeons — Arborists — 
Builders — Heating, Plumb- 
ing, Electrical and Construc- 
tion Contractors — Munici- 
palities, Park Boards, etc. 


Chicago 19, Illinois 
ds of Dealers 











BRAKES PREFERRED 











+ Get your supply of Bendix. stickers 
from your jobber or write us direct. 


Here's the easy way to assure 
Customer Satisfaction 


More and more bicycle buyers are specifying the nationally 
advertised Bendix* Coaster Brake. It's just good business to 
satisfy customer preference and now it’s easier than ever to meet 
this demand. 

Just get your supply of these handy “Bendix Brakes Preferred” 
stickers and put one on every bicycle order form. 

Bendix advertising in Holiday, Look, Comic 
Books and special Youth publications is the only 
advertising that helps you sell bicycles, as well 
as coaster brakes, with the famous slogan “Ride 
a Bike It’s Fun.” 

“Bendix Brakes Preferred” stickers 
the easy way to assure customer 


Start using 
now. It’s 
satisfaction. 





*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION of 
ELMIRA, NEW YORK avin 


Tiom ConpoRation 


Coaster Brakes 


Export Sales: Bendix International Division 
72 Fifth Avenue, New York 11, N.Y. 

















Seek Relaxation Of 
Housing Credit 


Growing pressure is being 
brought to bear on Congress ag 
well as the Federal Reserve Board 
to relax housing credit restrictions, 

A substantial portion of the com- 
plaints against the heavy curbs is 
from builders who have houses for 
sale but can’t find customers with 
enough cash to make big down pay- 
ments now required. 

Nevertheless, indications are that 
housing construction this year will 
amount to well above 1,000,000 
family units. This would be 200,000 
or more than the government had 
planned, including about 60,000 
public housing units. 

Meanwhile, the government has 
released a report on defense hous- 
ing in its 158 designated critical 
areas. This shows that out of more 
than 65,000 units programmed, as 
of mid-April applications had been 


made and approved for 61,600 
units. Of this number, some 12,600 
starts have been made of which 


1,700 have been completed. 


March Home Building 
Up 50% From February 


Residential home construction 
contracts in the 37 states east of 
the Rocky Mountains in March 
showed a 50 pct rise from Febru- 
ary and were 3 pct above a year 
ago, according to the monthly re- 
port of the F. W. Dodge Corp. 

March construction contracts 
were 49 pct above the February 
level and 4 pct higher than in 
March of 1951. However, the total 
for the first quarter of this year 
declined 10 pct from that of the 
same 1951 period. 

Non-residential awards for the 
first three months showed an 18 
pet drop from the like period of 
1951, while residential awards 
were 13 pct lower for the same 
periods. 


Spurt in Construction 


Construction awards shot up to 
$371,079,000 in the week ended 
April 21, due to an upsurge in 
private, industrial, and highway 
projects, reported the Engineering 
News-Record and the Construction 
Daily. This was 50 pct higher than 
the average week to date this year 
and compared with $235,105,000 in 
the previous week and $274,691,000 
in the same week a year ago. 
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WIRE FORMS 


The sharp gimlet points and the 
smooth threads on our hooks 
make them easy to use. They’ve 
been bringing our customers 
back again for years. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


BROOKS i HOOKS 











sec. tHE MOST WANTED 


ELECTRIC CLIPPER LINE 












ing electric clipper. 
Even in inexperienced 
hands, they assure 
fast, smooth haircuts. 


motors are pow- 
erful and de- 
pendable. Ask 
your jobber to 
show you the 
complete line. 


HAND CLIPPERS 
for human and animal 
use. A full line of high 
quality models, 


You'll do better with 


JOHN OSTER MFG. CO, 


Racine, Wisconsin ©1952 
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New Wholesalers’ Aids for Dealers’ Use 


Janney, Semple, Hill Has New Broadside 
YOUR NAME HERE 


A’ four-page, newsaper_ size 
broadside, done in full color, has 
been prepared for Spring use of 
dealers by Janney, Semple, Hill & 
Co., Minneapolis wholesale hard- 
ware firm. Carrying the banner 
headline, “Summer Value Days,” 
the broadside carries numerous 
staple hardware items as well as 
scores of seasonal items. Lines fea- 
tured are picnic goods, lawn and 
garden supplies, bicycles, plumb- 
ing, housewares, sporting goods, 
and a special Father’s Day section 
features hand tools. 





Consumer Mailers 








Cotter & Co. Issues Consumer Catalog 


A 32-page Spring and Summer 
rotogravure consumer catalog has 


; just been issued to dealer members 


by Cotter & Co., Chicago dealer- 
owned distributors. Dealers. will 
distribute 300,000 copies to their 
own customers. 

It is printed in two-color roto- 
gravure and the front page fea- 
tures a pick-up cart, a lawn mower 
and a picnic jug at special prices. 
Special sections are devoted to fish- 
ing tackle, wheel goods, sporting 
goods, garden tools, picnic supplies, 
freezing supplies, as well as regular 
lines of tools and hardware. Fea- 
tured is an eight piece aluminum- 
ware set at 50 cents down and 50 
cents a week. 

The next promotion featured for 
Cotter dealers is a 4-page rotogra- 





vure Mid-Summer circular which 
will be ready for distribution in 
July, 1952. 





Failure to Carry Sufficient Inventory Is 
Causing Lost Sales, Appliance Maker States 


Consumer appliance buying was 
very spotty in the first quarter of 
this year and no continuous move- 
ment has been evident except 
where special prices or bargains 
were offered and “the public is 
obviously at the moment quite 
value conscious and cautious in 
their buying,” J. W. Alsdorf, presi- 
dent of Cory Corp., Chicago, ap- 





pliance manufacturers, told the 
company’s stockholders’ meeting. 
Wholesalers and retailers, be- 
cause of limited consumer buying, 
he said, currently are not carrying 
adequate stocks, and this has re- 
flected itself in reduced factory 
shipments and lost sales at the 
consumer level. Undoubtedly, he 
added, wholesalers and _ retailers 
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an important message 


to HARDWARE DEALERS 
and DISTRIBUTORS 
IN FLOOD AREAS... 





If the Columbian-Stevens Levels or Colum- 
bian Vises in your stocks have been damaged 
by water, please return them to us at once. 

We will immediately replace these 
Levels and Vises — with new merchandise 
— free of charge. 


SHIP COLUMBIAN VISES TO: 
The Columbian Vise & Mfg. Co. 
9021 Bessemer Avenue 
Cleveland, Ohio 
SHIP COLUMBIAN-STEVENS LEVELS TO: 


Stevens Level Division 
The Columbian Vise & Mfg. Co. 
Newton Falls, Ohio 


We will consider it a great privilege to co- 


operate with you in returning your Level and 
Vise stocks to their usual first class condition. 


A-5610 


COLUMBIAN 


Vined The Columbian Vise & Mfg. Co. 


CLEVELAND 4, OHIO 


MANUFACTURER OF COLUMBIAN-STEVENS LEVELS 
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For Fast Tuarn-Over 
And Extra Profits, 
Cash In on the 


Gold Label 


REG. TRADE MARK 





Act now to increase your 
Garden Department sales 


and profits with these Sherman 
“GOLD LABEL” values “GOLD LABEL" 
and other items in the ; 
Sherman Lawn Hose Fit- Sprinkler 


ting Line. 


Sherman not only offers you more value for your 
money but gives you the advantage of complete 
national acceptance. The name “Sherman” and the 
trade-marks such as the famous “Gold Label”, 
“Long-Grip”, “Diamond” are quickly recognized 
and preferred by millions of customers. 


H. B. SHERMAN MFG. CO., Battle Creek, Michigan 


Sherman 





Sherman 
“GOLD LABEL" 
Hose Nozzle 


























Write for 
BF cose, LAWN HOSE GOODS 
N97 THE ACT 
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SALESMAN 
In conjunction with 

the fact that they are tops in quality, 
built by economy methods in the most modern fac- 
tory of its type, the thing that makes Universal by 
long odds the best sprayer line to handle is the un- 
deviating policy of selling entirely through jobbers 
and their salesmen — the same square deal to 
everybody. Your jobber’s warehouse stocks are 
in your locality . . . that means better service. 
His freight rates are lower...he can save you 
money. The Jobber's Salesman is a fellow you 
know and can trust. He stars in the act that 
brings you the most profitable sprayer deal 
in the world. Let him tell you about 
UNIVERSAL. 





UNIVERSAL METAL PRODUCTS CO. 
MICHIGAN 


SARANAC, 











| will not in the immediate future 


change their pattern of conserva- 
tive and limited purchasing until 
consumer sales and interest in ap- 
pliances become more active. 

Mr. Alsdorf added that govern- 
ment production and price con- 
trols have also been a factor in 
that critical material production 
limitations have prevented ship- 
ments of products that could be 
sold, and that prices of many prod- 
ucts that should have been raised 
could not be because of price regu- 
lations. 


The Trend Is Up 


In the final analysis, however, 
he declared, the appliance business 
has had its ups and downs in the 


last few years and undoubtedly 


for some time in the future will 
continue to follow such a pattern. 
However, over the years, the 
American trend and demand for 
appliances has been upward, he 
pointed out. The industry appears 
to climb to one level of demand, 
taper off for a while, and then up 
again. From a long range stand- 
point he believed that with the 
great interest and demand by con- 
sumers for more modern conveni- 
ences and labor saving appliances, 
the trend should continue upward 
as more new homes and new fami- 
lies are being added. 


No Tire Price Cuts 
Likely in Near Future 


B. F. Goodrich Co. in a special 
letter to dealers declared that no 
reduction in tire prices can be ex- 
pected in the near future. The let- 
ter noted that present replacement 
tire prices, established Nov. 1, 
1950, have remained unchanged 
although every major item of tire 
cost, except crude rubber, is as 
high or higher than when present 
prices were made. 

Crude rubber, it was stated, is 
no longer an important cost factor. 


Swing-A-Way Taking 
No Rise in Prices 


Increased steel allocations have 
prompted Swing-A-Way Mfg. Co. 
to announce that it will not put into 
effect price increases on Can 
Opener models 507 and 607 recent- 
ly permitted by O.P.S. These mod- 
els are currentiy selling at prices 
established in 1948: $2.49 and 
$3.49 respectively. 
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/ Pittsburgh’s 


* 
| Rad Stipe. 
is the brush | 


4 * made by the 


for you! 


manufacturers of 


x \ : a 
PITTSBURGH'S famous , 
Gold Stripe BRUSHES r»\ 





ITTSBURGH’S Red Stripe brushes Jook better 

... are better... sell better! Red Stripe combines 
hogs’ bristle with scientific Neoceta bristle . . . the bristle 
designed specifically for painting. Both bristles wear at the 
same rate... your customers’ assurance of smoother, neater, 
faster work! And remember — you can sell your non-pro- 
fessional customers Red Stripe all-Neoceta brushes with- 
out priorities. 





FOR THE ADDRESS of the Pittsburgh branch nearest you, 
write: PirTtsBURGH PLATE GLaAss Company, Brush Div., 


FREE—the story of Neoceta 
Dept. D-2, 3221 Frederick Ave., Baltimore 29, Md. 


—its development, its 
amazing characteristics. 
Write to the address shown PITTSBURGH 
elsewhere on this page for 
your free copy of this in- ad ° 
teresting booklet. 

BRUSHES 


GLASS « CHEMICALS «+ PLASTICS 


GLASS 


BRUSHES + PAINTS - 
ee Ce a 


COMPANY 
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( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 










WILL NOT SHRINK: 
STICKS AND STAYS pir 
ey, 


whe 
































Most dealers report: 4 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on_ 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty 7 to not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 










DURHAM 
COMPANY 
Des Moines 4 
lowa 














































McGill Brand 
mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 





Promotions 


Manufacturers’ New Merchandising Plans 


A Bandwagon Election Campaign 

to promote the sale of General Elec- 

| tric ranges, during May and June, 

| will feature a sales campaign for 
| distributors and dealers. 

All G-E major appliance distrib- 
utors are eligible to compete in the 
contest, provided they participate 
in its promotional activities. For 
campaign purposes they have been 
divided by size into three groups. 
Each distributor will formulate his 
own rules and will conduct his own 
Bandwagon campaign within his 
sales area for franchised range 
dealers. 

Dealer prizes will vary with each 
distributor. 

Heavy magazine advertising will 
be used in May and June and news- 
paper ads will be used in key cities. 


| G.E. Range Campaign 


Daisy Comic Book Ads 


To follow up an intensive pro- 
motion on its Daisy Shootin’ Con- 
test, closing May 29, Daisy Manu- 
facturing Co., Plymouth, Mich., is 
starting an intensive four-months’ 
advertising and sales drive in 
June. 

Four-color, full-page ads will ap- 
pear on the back covers of more 
than 56 national comic magazines. 
Preceding the June 1 appearance 
of this advertising campaign, every 
Daisy dealer will be mailed a win- 
dow Sticker advertising Daisy 
Bulls Eye Shot and Air Rifles. 


Aluminum Paints Test 


Reynolds Metals Co., Louisville, 
Ky., leading supplier of aluminum 
pigment to paint manufacturers, is 
currently running a test campaign 
in Cincinnati, on general purpose 
aluminum paints and asphalt-alu- 
minum roof coatings made by lead- 
ing paint manufacturers under the 
trade name, “Liquid Aluminum.” 
The theme is, “It’s More Than 
Paint...It’s Liquid Aluminum.” 

Claimed to be the largest single 
market promotion of an individual 
product in paint field history, the 
promotion broke with a four-color 
newspaper ad spread, and is being 
followed up by radio and news- 
paper ads. 

National promotions are slated 
to start as soon as figures on fu- 
ture powders and pastes output can 
be determined. 


Garden Tool Campaign 


Heavy consumer advertising in 
May magazines are backing up the 
“Lift From a Gift” spring cam- 
paign on garden tools by Henry 
Disston & Sons, Inc., Philadelphia. 
Retailer kits include proofs of 
newspaper ad mats which are free 
on request, and colorful four-piece 
window or store displays which 
feature the Disston garden tool 
line, and identify the hardware 
store as garden tool headquarters. 
Featured tools are the K-11 Rakette 
and the Spring Action rake. 





A preliminary, regional confer- 
ence of the athletic goods industry 
in the West Coast and Rocky 
Mountain States will be conducted 
by the Federal Trade Commission, 
in the Rodger Young Auditorium, 
May 19, at 10 a.m. 

The purpose of this meeting will 
be the establishment for the indus- 
try of trade practice rules designed 
to eliminate and prevent unfair 
methods of competition and unfair 
or deceptive practices. 

The conference has been called 
for manufacturers, distributors and 


















Athletic Goods Industry to Hold Regional 
Conference to Eliminate Unfair Practices 


other marketers of athletic equip- 
ment in Oregon, Washington, Cali- 
fornia, Montana, Idaho, Nevada, 
Utah, Wyoming, Arizona, Colorado 
and New Mexico. 

Among the subjects to be con- 
sidered for rules are the following: 

Illegal discrimination in price, 
promotional allowances, services, or 
facilities; payment or acceptance 
of illegal brokerage; selling below 
cost; deception as to price; com- 
bination or planned common coursé 
of action to fix prices; deception 
respecting “close outs”; tie-in sales; 
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INICS’ TOOLS and 
ARE SPECIALTIES | 


oan Oe 


NEW FEATHERWEIGHT TEN RIVET TROWEL 
WITH PLENTY OF KNUCKLE ROOM 













a NU-WRINKL 


TRADE MARK 


LAWN EDGING 







FINISHING TROWEL 
#194 


NEW OUTSTANDING FEATURES 


@ A California oval shaped basswood handle. Blade is 
made of finest grade spring steel tempered and is 
waxed to preserve finish. 

@ A strong aluminum shank fastened io blade with ten 
steel rivets. 


Flush with the soil! Nearly invisible. 





Made in three sizes — 
' ~ ii I ‘ 
Lengths: 10!/o" x 4% ° 11" x 44, © WW" x 4% Here's fast-moving item you’ve heard and read about 
Packed VV. Doz. in Box It's easy to install; no special tools needed. Follows contour of the 
2 P ground. An effective barrier to roots. Handy ym key together 
* look. Packed 40 


with special clips. Gives any lawn an ‘estate’ 
i feet in 4-color display carton. CALL YOUR JOBBER. 


NU-WRINKL PRODUCTS ARE MADE BY— 


KEELOR STEEL, INC. 


MINNEAPOLIS 14, MINNESOTA 





WRITE FOR CATALOG TODAY 
GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J 
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Sell the Spiral 
Screw Driver 


that's enclosed... 
for long life, safety 


boost hand tool department 
profits with this Greenlee 
high-quality tool 


Here’s the Spiral Screw Driver that immediately 
takes the customer's eye. It’s easy for him 

to see how well he’s protected . . . fingers can’t 
get pinched when working with this fine 
tool. And since it is enclosed it stays dirt and 
grit free for long years of good service. A glance 
at the GreeNncee Enclosed Spring Return 
Spiral Screw Driver also tells that it is of high 
quality through and through. All parts are 
made to stand up under hard use. . . inside and 
outside sleeves and nose of stainless steel, 
drive nuts of phosphor bronze, other parts of 
high strength aluminum and steel. Hard- 
Wear handle of attractive, durable green 
plastic. Made in small and medium sizes. . . 
individually packed with three sizes of 

bits in handsome package. Get complete 
details on this sales-maker now. 


GREENLEE 


STOCKED BY LEADING WHOLESALERS 


GREENLEE TOOL CO., 1805 HERBERT AVE., ROCKFORD, ILLINOIS 
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failure to differentiate between 
wholesale and retail business done 
in the same establishment; ficti- 
tious mark-down of prices; com- 
mercial bribery; illegal consign- 
ment selling; deceptive use of “loss 
leaders”; misrepresentation us to 
character of business; deceptive in- 
voices; unlawful interference with 
a competitor’s right to purchase 
or sell; unfair use of “push money” 
or “spiffs”; selling through “bogus” 
independents; fictitious bidding; 
deceptive use of such terms as 
“official,” “‘official league,” “official 
major league’; and sales by manu- 
facturers direct to customers of 
dealers handling their products. 

Industry members may suggest 
other rules for consideration by 
the conference. 

After the regional meeting in 
Los Angeles, the Commission at a 
later date will hold a country-wide 
conference for the industry, prob- 
ably in Chicago. 

Before any rules are finally ap- 
proved by the Commission, a draft 
of proposed rules will be made 
available to industry members and 
other interested parties, including 
consumers. Then a hearing will be 
held to receive objections and criti- 
cisms, if any, to tle proposed rules. 


Farwell, Ozmun, Kirk 
Issue New Catalog 


A revised and improved catalog, 
culminating a year’s work, has just 
been issued by Farwell, Ozmun, 
Kirk & Co., wholesale hardware 
firm of St. Paul, Minn. 

The catalog is divided into 15 
separate and distinct departments, 





to correspond closely to the natural 
divisions of the modern depart- 
mental hardware store. 

A unique system of indexes has 
been developed to speed the finding 
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OBBERS-RETAILERS HERE’S THE NEW 
“PROFIT. LINE FOR You 


dtodd 


LINE 


OF PRECISION 
SMALL TOOL SETS 









The PA-5 Used 
by the Gun Cronk > 





e 4 The SC-5 “al 






by the Fisherman 


Dealers and Jobbers — here's 
ihow Moody can help you toa big- 
ger profit and better service. Every- 
one benefits from the Moody line; 
Fishermen, Hunters, Home handy- 
men, Skiers, Gun Cranks and Hob- 
bist, all have many, many uses of 
a MOODY KIT. Get this Yast mov- 
ing profit line, sold through Job- 
bers only. Write for complete in- 
formation and our NEW ~catalog. 


| ae salle 


$C-5 Moody Kit $] 50 


* feteils at 


MACHINE PRODUCTS CO., , INC. 
2 Culver St., Providence 5, R. |. 








to install HELLER 
STORE FIXTURES 


lowest priced, highest qualit 


nterchangeable store fixtu ava 


today for huge catalog No Tvs 
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Your customers can cut, 
heat, and bend REDI-BOLT 
to any size or shape 





CUT YOUR SPECIAL BOLTS 
FOR ON-THE-JOB REPAIRS 





REDI-BOLT is a fully 
threaded steel rod. Assort- 
ment contains only six 
sizes—™%”, 5/16”, %”, %”, 
54” and %4”—in one henge 
—36” 


Can be heated and bent 
into U-bolts, J-bolts, Eye- 
bolts. Easy to cut to any 
length with a hack saw. 

With a minimum inven- 
tory you supply your cus- 
tomers with long or special 
shaped bolts. Advertising 
in leading state farm pa- 
pers assures fast turnover. 

Made from cold-drawn 
steel, far stronger than or- 
dinary steel. Any standard 
nut will fit REDI-BOLT. 
Rust resistant coating pro- 
tects precision cut threads. 

Widely used by farmers, 
shopmen, home owners, plumbers, electricians, carpenters, 
contractors. Stocked by leading jobbers. 


YOUR JOBBER OR... 


FREE — 

Self Merchandising 
Display, given with 
26-Rod Assortment 











ee ee ee ee ae ee ee ee ee oe oe ee ee ee oe oe 9 

REDI-BOLT, Dept. HA | 

P. O. Box 6102 | 

Chicago 80, Ill. | 

Please send me more information on REDI-BOLT. | 

NAME 
CATALOG FIRM niicdictiieaeiate. f 
ADDRESS ain actual ; 

cast... ———— le 2 
one npechiadattiinieh iaianeneetiiembiinitntniannntll 
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Hitch your business to 


TAR BRITE 


ARE 
THE SHINING CABINET HARDW 
LINE THAT GIVES YOU EVERYTHING 
*% STARRED for quality. design and precision fit. 


SOLD THROUGH 
WHOLESALERS 













#215 
ORNAMENTAL HINGE 
For flush doors 
Overall sizes: 
“sTAR-BRITE 
Chrome, nickel 
and brass 


Complete 
th screws 


























#275 
SCREEN HANGER 
Wreaght Steel 






#285 

CHAIN DOOR FASTENER 
Wrought steel; non-welded chain 
Size of plate: 4" x 1%" 
“STAR-BRITE" 
Nickel 
and brass 
Complete 
with 


















Cadmium plate 


Complete 
with screws 








































#125 
SASH LOCK #216 
Wroaght Steel SEMI-CONCEALED HINGE 
Overall size: y Raised knuckle 
“sith cane “STAR-BRITE 
Chrome, nickel 
*. icke , nickel 











Complete 
with screws 


Complete 
with screws 











#200 
CUPBOARD TURN 
Wrought Steel 
Overall size: 
oF ad 
“STAR-BRITE" 
Chrome, nickel 
and brass 


















and brass 
Complete 
with 










Complete 
screws with screws 









#217 STORM SASH HANGER 














Hook Plate: y's ine * Plat ie Ma" CONCAVE KNOB 
late: 14" x 1%" Eye eo: 114" x 244" 

“STAR-BRITE" Cadmium Pilate . 

Complet sere “STAR-BRITE" 








Chrome 

3 sizes: Ii4"-1%"-214" 
a to 

with Screws 

34 Doz. te Carton 
























R METAL PRODUCTS Co. 


klyn 17, N. Y- 


STA 


K VAP Butler Street, Broo 











of items. A master index in the 
front lists everything in the 
catalog. 

The cover is an expanding type 
of binder that can be opened and 
locked at any desired position. It 
has a maximum capacity of 3% 
inches and a maximum of 6 inches. 
This provides capacity for any 
quantity of pages from 3,000 to 
4,500. 

The most important advantage 
of this type binder is that it makes 
it possible to keep the catalog up- 
to-date. When enough price or mer- 
chandise changes have occurred in 
a section to warrant re-printing it 
will be done. The pages in the new 
section will be stapled into a set 
and sent to all hardware dealers 
who have a catalog. The catalog 








can then be easily opened, and the 





old set taken out and the new sec- 
tion inserted. 

The catalogs are being issued to 
all customers and prospects on 
record. 


Reduced Production 
On G. E. Appliances 


In another indication of a lag 
in home appliance sales, General 
Electric Co. announced cutbacks 
in production of automatic clothes 
washers and of garbage disposers. 

Following a one-day suspension, 
May 2, of all production of auto- 
matic clothes washers at its Tren- 
ton, N. J., plant, there will be a 
25 pet cutback from present pro- 
duction schedules, starting May 
19. Clothes dryer output is not 
involved in either action. 

Production of garbage disposers 
was to be resumed May 12 at 
White Plains, N. Y., at a reduced 
rate, following shutdown set for 
May 5. This followed -adoption of 
a three-day week. 


G. E., Westinghouse Cut 
Refrigerator Output 


A continued lag in sales of re- 
frigerators has caused a cutback 
in production by two of the na- 
tion’s largest appliance manufac- 
turers, General Electric Co. and 
Westinghouse Electric Corp. 
General Electric Co. ordered 4 
week’s shutdown of all production 
of the refrigerator and freezer de- 
partments in its Erie, Pa., plant, 
affecting between 5,500 and 6,000 
employees. W. M. Timmerman, 
general manager of the G.E. house- 





hold refrigerator department, said 
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BEAVER-—gives you a choice of 
4 PIPE and BOLT MACHINES 


BEAVER MODEL-A 
A rugged, Heavy-Duty Ma- 
chine. Range % to 2”. Up to 
12” with Geared Tools and 
Drive Shaft. Bolts % to 2”— 
Weight 365 lbs. 


S 





EAVER MODEL-B 


A Middleweight Utility Ma- 
chine. Range % to 2”. Up to 
8” with Geared Tools and 
Drive Shaft. Bolts %4 to 142” 
—Weight 235 lbs. 






BEAVER MODEL-E 
A Lightweight Portable Ma- 
chine. Range ¥% to 2”. Up to 
8” with Geared Tools and 
Drive Shaft. Bolts %4 to 142” 
—Weight 185 lbs. 
BEAVER MODEL-CI | 
A sturdy little Power Drive SE 
that converts Hand Tools into 
Power Tools—Range % to 
2”. Up to 8” with Geared 
Tools and Drive Shaft. Bolts 
Y% to 14%2”—Weight 140 lbs, 


Write for NEW Complete Catalog! 
BEAVER PIPE TOOLS, 234-400 DANA AVE., WARREN, OHIO 























mn inetel-liilels @ilacm este 


presents “KEILSON® 
MAIL BOXES 
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The Fastest-Moving 
RESALE LINE 
on the Market! 


@ Tapered design and balanced 
weight distribution for easier grip- 
ping and handling without fatigue. 


@ WRENCHES with thin, strong head 
walls reach narrow openings. 
Tapered necks angled and scien- 
tifically reinforced at points of 
stress. Accurate broaching for per- 
fect fit and rigid, non-slip grip. 





@ PLIER teeth accurately milled for 
powerful gripping. Scientific 
angling and non-slip joints. 

@ SOCKETS and ATTACHMENTS hot 
forged! Thinner walls, lighter 

weight, deeper broach, stronger. 






, 
Exclusive features 
make METCOID 
America’s Most 
Popular Tools! 






© NO DUPLICATION 
OF SIZES 













Sold only through 
authorized jobbers 






METAL ENGINEERING CO. 


PLANO, ILLINOIS 
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STRATAFLO 
FOOT & CHECK VALVES 


end leakage troubles ... 
save their cost many times 
over in service calls they 
eliminate. Ideal for jet type pumps. 
Write today for Bulletin Number 301. 


order from your jobber 





esas 42 


FORT WAYNE 1, INDIANA 


STRATAFLO PRODUCTS, INC. 





° CHA IR IMMEDIATE « 


DELIVERY! 


All types, wood and 
steel in stock. 
Also Folding Tables 


State reqwrements! 


Write us we 
a 3s from 

e. 
GChurehes. ALL 
schools, clubs, SIZES 
ote. Dept. B-23 


e ADIRONDACK CHAIR CO. i. Ix"7, 








WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 
100 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Malti-Coil 

Send for Catalog 





Type U 


DORMONT MFG. CO. 


1314 High Street Pittsburgh, Pa. 














@€ASIER TO USE 
LASTS LONGER 
@CLEANS SETTER 


~~ 


SUNSHINE 


FRENCH PROCESS | ase vous soesms 
Gomme on ta ian eae neeen 
MACE m USA DOUBLE VALUE TO THE 








¢ DouBLE oUTY \ CONSUMER 
HOYT & WORTWEN TANNING CORP. RAVERNIHI, MASS. 





212 














the decision to halt production 
was due to stock liquidation ef- 
forts on the part of dealers and 
distributors. 

“This,” he said, “has cut down 
the flow of refrigerators from the 
factory and has caused factory in- 
ventories of such size as to war- 
rant a cutback in production.” 

Later, General Electric ordered 
a layoff of 2500 workers in the 
Erie division, May 9. Production 
is to be still further reduced by 
another week’s shutdown of the 
refrigerator and freezer operation 
late in May. 

Supplementing Mr. 
man’s statement, it was stated that 


curtailment is necessary because | 


output has been going full blast 


for some time “in anticipation of | 
normal sales trends which have | 


not materialized.” 


Sharp Cut in Output 


Westinghouse has cut back re- 
frigerator output from 1600 to 
1200 units a day. George H. Mei- 
linger, manager of household re- 
frigeration for the company’s 
Mansfield, Ohio, plant, said “West- 
inghouse has no plans to cut out- 
put further or to stop our output 
entirely at this time.” The 
move was held due to excessive 
warehouse inventories. 


617,000 Water System 
Units Shipped in 1951 


Domestic water systems shipped 
from factories last year had a 
value of $60 million, and totalled 
617,000 units, according to the Bu- 
reau of the Census. 

Although the number decreased 
15 pet, the value/remained almost 
as large as in 1950. 

Jet pump systems accounted for 
62 pct of all domestic water sys- 
tems shipped in both 1950 and 
1951. 


Gas Heating Output 


Shipments of gas-fired central 
heating equipment in March to- 
taled 34,900 units during March, 
as against 35,000 units in Febru- 
ary and 3880 units in the prewar 
base period (1936-1940) for March, 
announced the Gas Appliance 
Manufacturers Association. Gas- 
fired furnace shipments in March 
totaled 19,700 units, compared with 
20,800 units in February and with 
2200 units, the prewar March 
average. 





Timmer- 





No matter how 
you slice it... 





Alibis won’t feed the kitty, or fill 
the cash register. And if you 
have to give your customers alibis 
instead of the particular brands of 
merchandise they want, it’s bad 
business all around. 


Impartial surveys show that among 
your own customers, the preference 
for makers’ brands is 8 to 1! They 
won’t buy alibis, substitutes, “just as 
goods,” or whatever you call them. 


As brands mean satisfaction to 
your customers, they mean money 
to you. Well-known, advertised 
brands pre-seil your customers 
before they set foot in your store. 


The prestige and reputation of 
these makers’ brands guarantee 
high standards of quality—assure 
fewer adjustments, markdowns, or 
complaints. And, of course, prod- 
ucts so well known and trusted 
move faster, turn over and over to 
increase your profits. 


That’s why you make your business 
stronger when you keep the force 
of famous brand names behind your 
selling. Let your customers know 
they can get from you the brands 
they know and want. Why be 
content—or expect them to be 
content—with anything less? 


Give your customers what they ask 
for—it's bad business to substitute 














Brand Fisiies 
Wilton 


INCORPORATED 


A non-profit educational foundation 
37 WEST 57 STREET, NEW YORK 19, N. Y. 








HARDWARE AGE, MAY 15, 1952 








"A TON 
IN El 





HARDWA 
















or fill 
u 
alibis 
ids of 
bad 


mong 
erence 
They 
just as 
hem. 


to 
noney 
sed 
rs 
store. 


of 

tee 
ssure 
43, OF 
prod- 
red 


er to 


iness 
force 
your 
now 
nds 
e 

e 


y ask 
Itute 


tion 
1 ¥. 











there’s 
no price 


problem 


WHEN YOU SELL 






Pr 
7 7A 
GORILLA GRIP GLUE 


Rogers Gorilla Grip Glue is sold only through 

stores like your own — never through chain stores or 

mail order houses. So you can be sure of getting a 
full profit on every can you sell. 


——2 Not yer that, ys ~ - be sure of 

XN = selling «a lot of Rogers Glue, 
. ae omme it is being pe 
advertised in national publications: 
Popular Homecraft, Popular 
Mechanics, Popular Science, 
Science and Mechanics and 
Mechanix Illustrated. 


Order today through your 
jobber or write direct to: 


ROGERS 


ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 












“A TON OF STRENGTH 
IN EVERY DROP” 
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ELECTRIC GLUE POTS 


Thermostat controt 


Heavy cast aluminum with 
attached bowl. 
110-120 VOLTS or 220-230 VOLTS 


AC or DC, 
One pint. One quart. Two quarts. 


== a = Four quarts. = 
f y j Y \ 
Seo DRY /TYPE \ 
Heavy sheet iron body |g@=———>s) 


Porcelain enamel glue 


container 
110-120 VOLTS or 220-230 VOLTS 
AC or DC. 
One quart. 
Two quarts. > 
four querts. = 


VULCAN ELECTRIC CO 


DANVERS 3 MASS 


LO 
efimetton 
a al 





AEROSOL 

BOMB TYPE 
Instant cus- iene 
tomer ap- PROPELLED 
peal. Just 


shake can and paint— 
no mixing, no clean-up, 
no compressor or hose 
needed! Guaranteed 
non-clogging,removable 
spray valve. Ideal for 
1001 paint and touch- 
up jobs around the home 
or garage.Colors include 
Chrome Aluminum, Gloss 
White, Gloss Black, 
Meadow Green, Bright 
Red, Medium Gray, 
Royal Blue, Ivory, Bright 
Gold, Clear Plastic, Copperplate and Yellow. 


Oy. 


PION CHROME- ALUMINUM 


eal PAINTS, GOLD PAINT 
and SPECIALTIES 
«++ a complete line 


of ready mixed paints 
assures perfect results for 
every painting need. 
Highest test lacquer thin- 
ners,non-inflammable and 
liquid paint removers, 
clear gloss lacquers, lac- ° 
quer sealer—gold, cop- 
per and colored bronze 
powders and aluminum 
paste in ALL grades. 
Shipments from stock 
from Y% pints to 55 gal- 
lon drums. 









A quality line at com- 
petitive prices for 
profitable, steady 
repeat sales. 


Write for color cards, literature and prices. 


REPRESENTATIVES: 
Some territories still open. 
‘Write for details. 





CHAMPION BRONZE POWDER & PAINT CO., Inc. 


Dept. , 2526 W. Van Buren, Chicago 12, Ill. 
















~ 
STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8” O.D., 
gauges No. 28 to 3/8", stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After Al/ 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 








Your emergency re- 
quirements are our 
special concern. 





204 CONNELL AVE. 








\ JOLIET, ILLINOIS 

















2 MORE 
SHARON REFILLABLE 


ASSORTMENTS 


to make your fastener department 
more complete . . . more profitable 


ASSORTMENT No. HS-238 


—— 
4 



















SCREW HOOKS ~— 
238 electro galvanized screw << “Ses 









et e 
hooks .. . 7 sizes from No. 14 Sig! 
to No. 2... all sizes com- 

pletely refillable. 





Yes, we now have 62 Assortments 


... AND THEY'RE ALL REFILLABLE! 
ras. 





ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes... 
10 sizes from No. 216 to No. 0... 
every size completely refillable. 


ASK YOUR JOBBER OR WRITE TO US 


Shavoit Bolt ant Sotbu Co: 
Yd 


tohS de}, 
MASS. 








Washer Output Down 
33% From Last March 


March factory sales of standard- 
size household washers amounted 
to 248,431 units, compared with 
255,864 in February, a 2.9 pct drop, 
the American Home Laundry Man- 
ufacturers’ Association announced. 
The total compares with an indus- 
try-wide total of 368,455 units sold 
in March, 1951, a 32.5 pet drop. 

Sales of automatic tumbler dry- 
ers in March aggregated 41,161, 
as against 44,540 in the preceding 
month, a 7.6 pct drop. It also was 
down 6.5 pct from the 44,020 units 
sold in March, 1951. 

Ironer’ sales totaled 13,913 
units in March, compared with 17,- 
630 in February, a 21 pct decline. 
They were off 59.9 pct from the 
34,700 units sold in March, 1951. 


More Water Heaters 
Shipped in March 


March water heater shipments 
were estimated at 152,200 units, 
according to Edward R. Martin, di- 
rector of marketing and statistics 
for the Gas Appliance Manufac- 
turers Association. This compared 
with 146,100 units shipped in Feb- 
ruary and an average of 37,700 
units shipped in March during the 
prewar base period (1936-1940). 
Shipments during the first quarter 
of 1952 totaled 447,000 automatic 
gas water heaters. 


Washer Prices Lowered 


Reduction of $30 and $50 in the 
nationally recommended retail 
prices for its two automatic clothes 
washers were announced by Gen- 
eral Electric Co. Price for the 
deluxe model AW-5B6 was cut to 
$349.95 from $379.95 and that for 
the standard model AW-5B4 was 
marked down to $299.95 from 
$349.95. 


Fewer Oil Burners 


Manufacturers’ shipments of oil 
burners in February amounted to 
37,792 units, compared with 45,748 
units in January, reported the 
Census Bireau. This was a larger 
drop than took place a year ago 
when shipments fell to 59,176 units 
in February from 64,370 in Jan- 
uary. 

(Resume reading on page 15) 
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-——_CHAMPION— 
MAIL BOXES 


Many hardware dealers 
are selling CHAMPION 
Mail Boxes, which give 
complete satisfaction 
to every customer. 


CHAMPION Mail 
Boxes are smartly de- 
signed, reasonably 
priced, sell on sight 
and carry a good profit 
for you. 


Pages for jobber cat- 
alog will be furnished 
upon request. 











15!/2"x6!/2" Nearly all hardware jobbers 
handle some products in the 


big CHAMPION line. 


Dull Black Finish 









The 
CHAMPION HARDWARE C0. 


GENEVA. OHIO 






—— 























For the past 2 9 years experienced 
hardware men have always sold 


HARRY SALL & C0.’s profitable 





= 
PUSH BARS = 
S 5 INS 
= for guteh turnover 
—_— 


AVAILABLE FOR IMMEDIATE DELIVERY 


You, too, can enjoy these 
profits with quality products 


HARRY SALL & CO., Inc. 


802-04 W. GIRARD AVENUE PHILA. 23, PA, 
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14,000 DEALERS 
recommend Superkleen 
Brushes unreservedly 
to their customers. 
Are you one of them? 


ee 













THAT's the road room 
you would need to line 
up bumper to bumper all 
the dealers who sell Super- 
kleen Brushes! 14,000 dealers... 
now busily engaged in supplying 
America’s most popular brush line 
to new and repeat customers. 


That’s a lot of dealers . . . and if you are 
one of them you know all the advantages 
of handling Superkleen Brushes. Also... 
why your customers keep buying them. 


If you are not handling the Superkleen 
Line, we’re inviting you to join the 
parade. Brush for brush, dollar for 
dollar, bristle or nylon, there’s no 
other line that so happily combines 

a quality reputation with volume 
profit and customer satisfaction. 


Forcomplete details onthe Super- 
kleen dealership, write Brush 
» Division, Devoe & Raynolds 
Company, Inc., Princeton, 
>. Indiana. 


Devoe & Raynolds 
Company, Inc. 
Princeton, Indiana 

















Fact: With over 40 million cars... 


more than a mile of road for 
every square mile of area . . . and over 250,000 gas- 
oline stations along those roads . . . the people of 
the U.S. have achieved freedom of personal mobil- 
ity beyond anything even imagined anywhere else. 


Question: 


Who worked out the plan under which 
this was achieved? 


Bs ee, 


een 


Answer: No one did and no one 

could. It is the product 
of a process, not a plan, It came about through the 
American process of open, strenuous competition 
in the automotive and petroleum industries. It’s 
the kind of accomplishment which only such com- 
petition can produce . . . and let’s not forget it! 


This report on PROGRESS-FOR-PEOPLE is published by this magazine in coopera- 
tion with National Business Publications, Inc., as a public service. This material, 
including illustration, may be used, with or without credit, in plant city adver- 
tisements, employee publications, house organs, speeches or in any other manner. 


The competitive system delivers the most to the greatest number of people 
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Cousider these five big features! 


TA 1 Builders’ 
ee ational, Hardware 
a Modern Site Your trade will app ges of buying hard- 


were that hes proved its ns quality features in actual 
& Finest basic materials 


service tests. « Over fifty years of manufacturing experi- 
ence qualifies these products for the fine prestige they have 
€ Precision construction 
Long, smooth operational life 


acquired for efficient, dependability. « Specify National for 
Attractive, protective finishes 












every building project, a complete Ywrow\ 


line for serving practically every 
building need. « Send for com- 
plete catalog or illustrated well 
chert—they're great selling aids. 
Sterling 


Illinois 


National, MANUFACTURING COMPANY 















ya display and sell Rubyfluid liquid and 

paste soldering flux from eye-catching 
“0 counter merchandisers. Preferred by 
oO customers because Rubyfluid is fast 
Zz acting, wets out freely, easy to use, 
Zz makes strong unions. 


— RUBY CHEMICAL CO. 


58 S. McDowell St. Columbus 8, Ohio 











ere OIL HEATER 
wm Features Coleman's exclusive, new 


FUEL-AIR CONTROL 


that saves up to 25% on fuel 


SEE YOUR COLEMAN DISTRIBUTOR OR WRITE FOR DETAILS TO 
THE COLEMAN COMPANY, INC., WICHITA 1, KANSAS 








NEW REMOVABLE TRAY 
TACKLE BOX 


@ Top tray removable 
box. Has cork Boat 
— partitions—snap-shut 






. ong ‘has these sensational 
features— 
Deep-drawn one piece seam- 
less steel. 
Continuous piano hinge, side 
bolts and center lock. 
Two trays, cork-lined with adjust- 
able partitions. 

Size 21” x 7Y¥2” x 7”%—also in 16”. 


SIMONSEN INDUSTRIES 


1410 S. Michigan Avenue, Chicago 5, IIlineis 212RDSC 
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's “carpet textured” treads offer new decora- 
‘possibilities for stairways, with safety and 
omy. TEXTO TREDS are richly colored and 
In quality and beauty, they are supreme. 
d in attractive display units. 








Water System Dealers! 


Left: New 
ADVANCE HZ 
“‘All-American”’ 
shallow well 
water system. Up 
to 975 g.p.h.... 
100% self-priming 
. fully 
automatic. A 
sales-builder 
de luxe. 





CLIP THIS AD 


YOU'LL WIN SALES .. . BUILD GOOD WILL 
- SAVE YOUR PROFITS with the expanded 


line of ADVANCE high-capacity automatic (33 
water systems—3 to 300 g.p.m. for deep or P 4 
shallow wells. Streamlined; efficient; durable.— RB. = 
Just clip this ad and mail it to office nearest you | hina co 
for complete details, plus copy of our new “> J 
20-page color catalog describing complete line, [ = vs 
Do it now! LSS 


ADVANCE PvmP VOMPANY 


2531 NINTH STREET 321 MARKET STREET 
Dept. H, Berkeley 10, Calif. Dept. H, Hamilton, Oble 
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P 
MARSHALLTOWN Oe , es 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 



















A DIFFERENT THE NEW Columbiana 

Wood Joint by EXPANSION CAM-LOCK HYDRANT 

TIGHTENER DIAMOND "Sold the World Over" 
CHAI - L oS - . 
LIQUID. “SWELLS ea ee Se 2 


wood oints 
TIGHT.” For Fur- 
niture, Tool Han- 
dies. Many other 


bullt with few moving parts, this Colom. 
bleza Hydrant has ne springs te rust out. 


its many sew features inelude: 
% ONE-PIECE BRONZE VALVE @eDy 


























dyeing rugs right on floor. 








uses. Dos. in at- « NON-CORROSIVE VALVE ASGSEM- 
tractive display. : BLY 
HOLD AS LONG AS THE WALL LASTS | * ANTI-FREEZE ACTION 
THE CHAIR-LOC CO. MACHINE BOLTS | * CAM-LOCK HANDLE PREVENT? 
Lakehurst 3, W. J ASH FOR CATALOG. | DRIPPING AND WATER WASTAGE 
Megat DIAMOND E This Is the lewest priced hydrant ow the 
Write your wholesaler for a free sample. XPANSION BOLT CO., INC. | Fig. H—1200 market. Write today for complete intorms. 
Also Mfrs. of Rugadub and Fibredon for DEPT. H.A. © GARWOOD, N. J. . tlea. Established (888. 
| | Colambiowa PUMP CO., Columbiana. Oble, 0.5.4 
| 
| 
















































































—— "Selling Is Our Business" — type METAL FLOATS His Hardware Age 
@ Complete coverage of the East; 3" to 12" diameter — 
—— sl ae || |e ore ee ot e ! 
wares and hardware manufac- aan ts Wek | | | Secoely, expedlilly in thaw of ts fet 
Came. decappaeaes ep that | have secured several desirable 
Inquiries solicited regarding poe Rok motels lines through the Advertisement | 
additional lines. made to order. placed in the AGE in March, With 
SAM WEISMAN 6haanization ARTHUR HARRIS & C0. — by brand continued sucsess. 107 a 
200 Fifth Ave., New York 10, N. Y. > Aaee : : : 
ies aiice nenmantene CHICAGO 7, ILLINOIS A Satisfied Advertiser 
e e : ene e § 
Hardware Age Direct Mail Addressing & Mailing Service rm 
It Will Assure You Maximum Success at Minimum Cost Contacting by Mail the Following Lists: 7 
17,140 MAJOR RETAIL HARDWARE DEALERS 135 WHOLESALE HEAVY HARDWARE WHOLE- B... 
WHOSE SALES EXCEED $30,000.00 ANNUALLY SALERS ay 
ag gerne eer RETAIL HARDWARE DEAL- ' 109 HARDWARE WHOLESALERS IN CANADA aad 
RS WHOSE SALES ARE BETWEEN $20,000.00 other fi 
AND $30,000.00 2004 INDUSTRIAL SUPPLY DISTRIBUTORS IN in Tw 
o Oe sold a 
19,269 MINOR RETAIL HARDWARE DEALERS 
WHOSE SALES ARE LESS THAN $20,000.00 Pea SUPPLY DISTRIBUTORS IN ~ 
6,765 OUTSTANDING MAJOR HARDWARE 
DEALERS WHOSE SALES EXCEED $50,000.00 11,379 LUMBER YARDS "Pa 
ANNUALLY 882 DEPARTMENT STORES HANDLING HARD- a 
547 GENERAL HARDWARE WHOLESALERS WARE AND HOUSE FURNISHINGS oe 
THESE LISTS ARE CORRECTED RIGHT UP TO THE MINUTE WE ADDRESS YOUR MAILING. Racial 
OBVIOUSLY AN ADVANTAGE OF OUTSTANDING VALUE TO YOUR DIRECT MAIL SALES PROMOTION Fi 
t 
WRITE FOR DETAILS | A 
HARDWARE AGE 7 
DIRECT MAIL ADDRESSING DEPARTMENT ee cad 
100 EAST 42nd STREET NEW YORK 17, N. Y. 1 A 
t 
HARD’ 
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Promote now... profit more! 


LOWEST PRICE, BEST FEATURES, BIGGEST DEMAND! 
Arvin 


adjustable all-metal ironing table 














Easiest to use—easiest to adjust—and now the 







>REVINT? . x : 
WASTAGE lowest-priced, nationally advertised all-metal 
fe laters. adjustable ironing table on the market! 
je, U.S.A Style 1400. Has the easiest, widest range ad- 
La , justability—by finger or toe—when opened 
ws : Leb comin or in ironing position. Locks automatically. 
: ; j . Stays locked when lifted or moved. Roomy 
, Tables ked lat- . 
aaa cartons —one-andt Sey. 15” by 54” surface with hundreds of moisture 
ie vents. Non-skid rubber feet. Horizon Blue 
tati eye-catching enamel finish. Order now for 
oe prompt delivery and really record-breaking 
promotions. 


e fact 
sirable 


With DISTRIBUTED BY S2lbmanton & CO, Ate. 


" 
cess. 
1107 BROADWAY, NEW YORK CITY 10 © AMERICAN FURNITURE MART, CHICAGO 11 + WESTERN MERCHANDISE MART, SAN FRANCISCO 3 


NATIONALLY ADVERTISED 








Style 1200. (not illustrated) Ar- 
vin’s Standard Style Ironing 
Table is the largest selling, low- 
est priced, nationally advertised, 
all-metal ironing table offered 






































































st anywhere. A thoroughly suc- 
Send for our catalog cess-tested promotional favorite! 
Homogenized Neats- Liquid Saddie Soap 
foot = yey Animal coupes” 
From Beef Animals Animal Hair Dressi 
Neatslene Harness O 
Prime Lard Oil 
"Thread Cutting Ojl'* 
° 
Best For patter SOFTENS an PRESFRUES a-Laatic 
in LeaTver 
4 K NEATSLENE CO. WATER REPELLENT 
:. PR tne ll a CANVAS: Awnings, Tents, 
Boots, Shoes. Saddles, wn, a Tees 
Gun Cases, Golf Bags, 
\ Riding & Racing Har- 
ness, Luggage and 
other fine leather. Made 
in Two Grades: Pure ay. “ 
and Prime Compound. —— = 
sold at Hdw., Drug, Auto, Sport & Saddle Shops, Dist. by Whise. Hdw. 
Drug & Saddiery Houses. If dealer can't suppl , write us. 
u Mfd. by Neatsiene Co., Omaha 8, Nebr. Roy W. "Shep" Shepard. 
vy a 
Park” things where a 
a ' 
you want them... 
“ Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
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FINGER GRIP 
ADJUSTABLE 
CLIP 
HOLDERS 


See your Jobber 


Now with ‘silent salesman’ dis- 
play card attached for quick, 
profitable sales. Holds 6 articles. 
Adjusts in a jiffy to any size up 
to 14” dia. Clips are nickel 
plated. Hardwood 15” long, %” 
thick. Ready to hang! 

© Shops © Kitchens 
© Cupboards © Closets @ Etc. 





ARTHUR I. PLATT & CO. 


FAIRFIELD, CONNECTICUT 


eee ene 
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Order from 
Your Wholesaler, 
or Write Us 
for Reference 


of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 


Blonk Shipping Weight 
Diameter Fasteners Per Dor. Per Gross 
#3 ivory 8-17/64" 6” of 7” 3ibs.7 07. 43 Ibs. 
#8 Ivory 9-3/4" 7” of 8” 5 Ibs. 62 Ibs. 


Packing — | dozen per carton, | gross per case 


J. L. CLARK MFG. CO., Rockford, Ill. 
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‘Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 

Set solid, maximum, 50 words........ . $5.00 

Each additional word...... .... 10 
Positions Wanted 
rectal Rate) set solid, maximum, 


WED, srcnvatoenieenssenendepeccesees 
Each additional word .......... 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








NATIONALLY KNOWN 
LOCK LINE AVAILABLE 


In several choice territories to men with these 

qualifications: 

|. Builders Hardware selling experience to 
WHOLESALE HARDWARE & CONTRACT 
BUILDERS HARDWARE DEALERS. 

2. Executive-type salesman with proved record, 
capable of selling large volume buyers. 
This is rare opportunity to represent well- 
established manufacturer of finest quality cyl- 
indrical door locks in the low price range. 
Line is i diately recognized and accepted. 
Generous commission assures high earnings to 
top-notch producer. Give full particulars on 
tales experience and complete business back- 

ground in first letter. Confidential. 
Address Bex A-503, care of HARDWARE AGE 
100 East 42nd Street, New York 17. N. Y. 














SALESMAN 
HARDWARE — HOUSEWARES 


Large New York distributor wants man 
to cover established territory in New 
Jersey. Give full details. Commission. 


Address Box A-606, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














SALES REPRESENTATIVES WANTED 


Manufacturer has territories open and will grant 
exelusive representation to experienced, aggressive 
manufacturers’ agents who are now calling on whole- 
sale hardware and building supply trade. Please state 
territery covered and lines carried. 


SASH-JACK COMPANY 
1326 30th Street, Rock Island, Illinois 














MANUFACTURER’S REPRESENTATIVES 
WANTED. ONLY WITH following in 
builder’s hardware and locksmith supply jobbers. 
If you are a live-wire salesman accustomed to 
earning big monthly commissions and cover any 
of the following territories—New England States, 
Pennsylvania, lowa, Kansas, Nebraska, Missouri, 
North and South Dakota, Colorado, Montana, 
Idaho, Utah, Wyoming, New Mexico, Arizona, 
Oklahoma, Texas, Louisiana, Kentucky, Wiscon- 
sin, Canada and the Maritime—get in touch with 
us immediately. We are marketing a new quality 
door-knob and lock combination that is popularly 
priced and is being successfully merchandised by 
major hardware jobbers. This item is backed by 
national consumer publicity and advertising. The 
market is tremendous—the opportunity unusual. 
Territories not listed are being successfully cov- 
ered. Write to us in complete confidence giving 
sales history and lines you handle at present. 
Security Hardware Mfg. Co., Inc., 103 Avenue C, 
Brooklyn 18, N. Y. 





TOOL MANUFACTURER DESIRES TWO 
AGGRESSIVE commission salesmen having 
established clientele among hardware retailers and 
jobbers. One wanted for Connecticut and one for 

assachusetts. Exclusive territory. Address Box 


TBUTORS OR MANU- 

SENTATIVES for na- 
tionally known sp. cu ‘ine sold through hard- 
ware store channels. ‘rite listing territory 
covered, lines now representing and references. 
Address Box A-628, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 


MANUFACTURER’S REPRESENTATIVE 
WANTED WHO IS WELL ESTABLISHED 
with hardware and houseware jobbers and depart- 
ment stores. We have the following territory 
open on our line of nationally known cutlery; 
Southwest including Texas, Oklahoma, Louisiana 
and Arkansas; and New York State with the 
exception of New York City and northern New 
Jersey, Give list of lines now carrying in first 
letter. Address Box A-629, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 


WANTED. 
FACTURERS 








MIDWEST _MANUFACTURER WANTS 
DIRECT MANUFACTURERS representatives 
calling on wholesale hardware and jobbers for a 
new practical household item. Straight commis- 
sion on all sales in territory assigned. Specify 
territory and lines carried, in reply, address Box 
A-620, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





SALESMEN: WHOLESALE ELECTRICAL 
EXPERIENCE AS EXCLUSIVE reperesenta- 
tives for New York State, Pennsylvania, North 
Carolina. Complete line including G.E. wire, 
cable and devices, numerous lines of traffic ap- 
pliances and lighting fixtures. Established ac- 
counts-protected territories. Attractive proposition 











A-613, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 
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for right man. Commission and expenses. Apply 
in detail. Box A-621, care of Harpware AGE, 
100 East 42nd Street, New York 17, N 





REPRESENTATION TO HARDWARE 
WHOLESALERS AND DEPARTMENT 
STORES for new fast selling, patented metal 
faucet aerator. Territories open, New England; 
mid and far west except Pacific States; Canada. 
Address Box A-627, care of Harpware AcE, 100 
East 42nd Street, New York 17, N. Y. 





PLUMBING GOODS SALESMEN WANTED 


BY long established, well known firm. Many | 


choice Fee a territories open. Sideline selling 
to retai hardware stores, plumbers, lumber yards. 
Cemmission. Give complete details first letter. 
Address Box A-614, care of Harpware AcE, 100 
East 42nd Street, New York 17, N. Y. 





_MANUFACTURERS’ AGENTS WANTED. 
SIDELINE OFFERED tto responsible agents 
calling on houseware, department stores, chains 
and super markets. Please state area covered and 
present lines carried. All replies treated with 
genuine confidence. Address P.O. Box 770, 
Boston, Massachusetts. 


SALESMEN! SEVERAL GOOD TERRI. 
TORIES OPEN to sell well known line of fire- 
place fixtures. Must have following with hardware 
and department stores. Commission basis. Sheffield 
Manufacturing Co., 119 West 25th Street, New 
York, New York. 








SALESMAN WANTED TO SELL HICK- 
ORY tool handles to retail trade. Old established 
concern. In business for 75 years. Write for 
particulars. Address Box A-594, care of Harp- 


A a Acz, 100 East 42nd Street, New York 17, 


SALESMEN WANTED FOR TOP LINE OF 
SOLINGEN CUTLERY and other line suitable 
for hardware, department store and novelty spe- 
cialty trades. Also salesmen selling to wholesale 
and retail sewing machine stores throughout the 
country. High commission to right persons. Ad- 
dress Box A-617, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 





MANUFACTURER OF QUALITY LINE 
PAINT BRUSHES selling to hardware and 
variety store jobbers requires experienced rep- 
resentation in several states. Commission basis. 
Furnish full particulars. Address Box A-624, 
care of Harpware Acz, 100 East 42nd Street, 
New York 17, N. Y 





SALESMAN WANTED: KEY BLANK 
MANUFACTURER has exclusive opening in 
New York City on commission basis. State quali- 
fications and expected commission. Write Box 
A-609, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





MANUFACTURERS AGENTS WANTED— 
now calling on farm implement and small town 
hardware dealers; to handle a popular Rotary 
Weed and Brush Mower with many attachments 
and Portable Circular Saw. Also gasoline engine 
accessory and agricultural chemicals. Unusually 
good repeat sales. This is an established line and 
company. Protected state territories open: Michi- 
gan, Ohio, Connecticut, New Hampshire, Ver- 
mont, Maine, New York, Pennsylvania, New Jer- 
sey, Delaware, Maryland, West Virginia, Vir- 
ginia, North Carolina, South Carolina, Georgia, 
Florida, Alabama, Mississippi, Tennessee. Num- 
ber of states have many established dealers, com- 
mission basis. Write for further information to 
Farm Easy Products, Inc., P.O. Box 428, Muncie, 
Indiana. 





SALESMEN WANTED! GOOD TERRITO- 
RIES OPEN for sideline salesmen for complete 
line of Binoculars, magnifiers and specialties to 
dealers and jobbers, Commission. State exact 
territory covered. Southern Precision Instrument 
Company, Department H, Moore Building, San 
Antonio, Texas. 





Accounts Wanted 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 














LINES WANTED. DUE TO EXPANSION 
of organization we are in position to take on 
good line, preferably one that peaks in Fall and 
Winter months. We cover Texas, Oklahoma, Ar- 
kansas, Louisiana and New exico with five 
men—calling on all wholesalers, chains and de- 
partment stores. Address Box A-619, care of 





Harpware Acg, 100 East 42nd Street, New 
York 17, N. Y. 
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Classified Opportunities Section 








Accounts Wanted 


Positions Wanted 


Business Opportunities 








SALESMAN 
MANUFACTURERS REPRESENTATIVE 


with 

NEW YORK AND NEW JERSEY BABDWARS 
AND HOUSEWARE DISTRIBUTORS “OLLOWIN 

ILABLE. DESIRES BUILDERS SPE: 
CIALTY HARDWARE AND . HOUSEWARE 
LINE WITH VOLUME POTENTI 

Address wt A-616, care of BARS was qs 
100 East 42nd Street, New York {7, N. 














MANUFACTURERS REPRESENTATIVE 
WITH COMPLETE COVERAGE in hardware 
and houseware trade seeks two additional quality 
lines for the states of California, Oregon and 
Washington. Best of references furnished. Ad- 
dress Box #392, Walnut Creek, California. 





WAREHOUSING, DISTRIBUTING AND 
SALES SERVICE offered to Hardware Manu- 
facturers by distributor with large following in 
New York metropolitan area and nearby New 
Jersey and Connecticut. Address Box A-618, 
care of egy’ AcE, 100 East 42nd Street, 
New York 17, N. 





WANT TO EXPAND YOUR EASTERN 
SALES? New York representative with broad 
merchandising and promotion experience 
lines sold through hardware or houseware chan- 
uels. Metropolitan New York or larger area. 
Introduce new product or expand sales of one 
with partial distribution. Exclusive basis. Address 
Box A-610, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y 





MANUFACTURERS ATTENTION! ILLI- 
NOIS, WISCONSIN AND MINNESOTA. Two 
partners who sell all major hardware jobbers, 
department stores and mail-order houses, desire 


one short, established housewares or hardware 
line. Twenty-five years’ experience. Merchan 
dise Mart display room. Address Bex A-612, 
care of HARDWARE 100 East 42nd Street, 


AGE, 
New York 17, N. Y. 





Help Wanted 


MANUFACTURERS DIRECT REPRE- 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who-cam sell to jobbers... Must 
have initiative and ambition and willing to work 
on straight commisson. Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade. 
When writing, you may state all particulars in 
complete confidence. Address Box A-178, care of 
ee Acz, 100 East 42nd Street, New York 








HARDWARE SALESMEN AND/OR MANU- 
FACTURERS’ AGENTS. Experienced only; 
own car. Good following Industrial, Woodwork. 
ing and Furniture Manufacturing. Wonderfu! 
opportunity with well known New York manufac- 
turer and wholesale jobber. Protected territories. 
Write in full detail. Address Box A-401, care of 
The Acez, 100 East 42nd Street, New York 





WANTED: MA NAGER FOR_ RETAIL 
HARDWARE STORE in suburban New Jersey 
town. Want a top notch man who understands 
retail store mangement. Profit sharing plan. Give 
full particulars in a letter. Address Box A-623, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





Positions Wanted 


YOUNG MAN, AGE 32, DESIRES PERMA. 
ENT outside selling position, in or around New 
York City. Background of 14 years in field in- 
cluding outside selling experience for a wholesale 
distributor. Capable, industrious and education 
includes 3 years’ college. Address Box A-615, 
care of Hanpware Ace, 100 East 42nd Street. 
New York 17, N. Y. 
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seeks | 


EXPERIENCED HARDWARE MAN. 


uate in business management. Fourteen years’ 
experience. Salary expected 400 dollars a month 


to start. Please do not answer unless you want 
to hire a man with a future. William_ (Bill) 
Reichenbach, 705 E. Spruce, Garden City, Kansas. 





EXPERIENCED TRAVELING SALES REP 
RESENTATIVE SEEKS connection with manu 
facturer or distributor selling Florida retail trade. 
Has experience selling both wholesale and retail 
trade. Will travel one or more Southeastern 
states, excellent sales record and references fur 
nished. Salary or commission. Address Box A-611, 





care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y 

POSITION WANTED. MARRIED MAN, 
53, WISHES SALES position in New England 


territory; agricultural or general hardware items 
Experience includes Agriculture College graduate; 
retail hardware sales; farm equipment sales; in- 
side wholesale sales Boston jobber; farm specialist 
G.E. Supply Co. in New England. Address Bex 
A-625, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





AVAILABLE, WAREHOUSING EXPERT 
WITH WIDE KNOWLEDGE of hardware 
warehousing methods encompassing fork-lift and 
conveyorized facilities. Have averaged 28% re 
duction in warehouse personnel. Have effected a 
more accurate inventory contro] which has saved 
many thousands of dollars through the elimina- 
tion of over-buying. Address: E. . Clausen, 
4135 Nagle Street, Sherman Oaks, California. 











Business Opportunities 








NAILS (PRIME) 
LIMITED SUPPLY 


Common, Finishing, Casing. 100 Ibs. kegs— 
4, 6, 8, io d. 
STRAPPING joe (OUT) 
Blued. 70 Ibs. coils, %4" 
NO CMP! eee a 
ALWA STEEL CORP. WH 3-3153 


10 Bridge St., New York 4, N. Y. 














FOR SALE: HARDWARE, FURNITURE 


R 
AND APPLIANCE STORE, located in north 
central Ohio town of 9,000 population, Varied 
industries and excellent farming community. 


Population increasing due to new permanent gov- 


ernment project. Business established 1907, Gross 
sales $245,000.00. 11,00 sq. ft. sales floor area 
plus warehouses. Long term lease. Approximately 


$100,000 inventory, etc. Owner has other inter- 
ests. Address Box A-626, care of HARDWARE AGE, 
100 East 42nd Street, New York 17, N. Y 





HARDWARE PARTNER WANTED, EX- 
PERIENCED ONLY. Either outside salesman, 
bookkeeper, retired business man. Progressive 
established industrial supply, tool store, reason 
expansion, now operating all alone. Need man 
power seek change to entire industrial, am rated 
Dun Bradstreet, minimum $15,000 to $18,000. 
Principal only, ‘located metropolitan New Jersey. 
Address Box A-575, care Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





FOR SALE: ONE OF THE NICEST small 
Houseware & Hardware stéres in the east. 1951 
volume $70,000; rent $190 per month with 3 
year lease. Sale price of $30,000 includes stock 
and new fixtures. Located in thriving North 
Jersey town. Address Box A-622, care of Harp- 
= Ace, 100 East 42nd Street, New York 17, 


MAN- 
AGER, BUYER, bookkeeper and a college grad- 











| 





FOR SALE: OUTSTANDING STORE IN 
DENVER, COLORADO. Complete _hariware, 
housewares and sports departments. Established 
25 years, centrally located, attractive lease. Will 
gross in excess of $225, 000. Exceptionally clean 
stock. For sale at invoice to settle estate. Re- 
quire $65,000 to handle. Address Box A-516, 
care of Harpware Acg, 100 East 42nd Street, 
i oe 


New York 17, 








DO YOU WANT TO— 


* Sell or buy a store 
* Represent new accounts 


* Hire experienced 
hardware personnel 


* Dispose of surplus 
stock—distress 
inventory—job lot 


merchandise 


Get sales representa- 
tion for your line 


Get a job in the 
hardware field 


THEN— 

Tell It To The Trade 
In The Classified 
Advertising Pages 
Of HARDWARE AGE 


Classified Ad Dept. 


HARDWARE AGE 


100 E. 42nd Street 
New York 17, N. Y. 














SE. 











for every man and 








company selling 
through hardware 





channels 





The only source of complete, authentic informa- 
tion on Hardware Wholesalers — Heavy Hard- 
ware Wholesalers — Industrial Supply Distrib- 
utors — Plumbers’ and Tinners’ Supply Jobbers 

— Manufacturers’ Agents (Domestic and For- be 
eign) — Hardware Chain Stores 





Here are a few of the many ways 





jn. 232 fom hoe peers, pr ~~ =e 317 per eg ee Stores in U.S. rep- 
ition o! ’S Veri, resenting units ° ° ° 
List offers the greatest array of u ate 6 Hardware Chain Stores in Canada i this up-to-the-minute list can save 
information on the wholesale hardware representing 108 units. y F 
field ever assembled — accurately com- 4 Distributors selling through fran- you time and money —Since 75% of all mer: 
piled and indexed for ready reference. _ ay ealers sequesomting 6,092 chandise sold through the hardware trade clears 
‘ = : 2 through hardware wholesalers — complete, accurate, 
Only in this issve will you find com Wholesale Listings include: current information is an invaluable aid to successful, 
plete data on: . ee 
547 Hardware Wholesalers in U.S. @ Name and address of each organiza- economical selling in the hardware field. 
109 Hardware Wholesalers in Canada. e poole mga Your Sales Department will find the Verified List 
4 Hardware Wholesalers in Hawaii. e@ Year established a daily aid for market planning . . . in setting up sales 
1 Hardware Wholesaler in a, @ Lines of merchandise handled territories . . . in making personal contacts with buy- and 
a aw eee Nemo of cach buyer end the lines he ers and officials . . . in handling Direct Mail Promo- 
(These are in addition to 398 Hard- e Territory covered tion to supplement your regular publication adver- 
ene — handling heavy @ Number of men travelled tising . . . and for exploring the possibilities of new N 
2,006 Industrial Supply Distributors in © Names and titles of officials accounts. Your salesmen will find it a tremendous 
Nowhere else can such complete informa- time saver in planning their calls and routes. 
133 Industrial Supply Distributors in o- on ie a ee Oa In countless ways the HARDWARE AGE Verified 
1,006 Plumbers’ and ‘inners’ Supply HARDWARE AGE’S’ man years of List is an indispensable tool for efficient sales manage- 
Jobbers in U.S. daily contact.with the hardware trade ment. Order copies for your Sales Department and 
86 Plumbers’ and Tinners’ Supply makes the compilation and maintenance your salesmen today. 
Jobbers in Canada. of these lists possible. 
2,108 Manufacturers’ Agents panting 
ereoens Raeienaens S ines FS Sa OS NL NNN NN sO SORE ONE Ge) ee ER ES em 
117 Manufacturers’ Agents Renting HAI ified Li 
hardware and housefurnishing lin ROWARE AGE, Verified List Department © 100 East 42nd Street, New York 17, N.Y. 
415 Manufacturers’ Agents in 47 For fe Verlled did tot wht Sed Oe ee I 
anufacturers’ Agen’ - i ‘at $15. q 
eign Countries. JZ Note: For New York City sales, add 45¢ for 3% Sales Tax. — 


Nome 











Firm 





PLACE YOUR ORDER |" 
VOOR, Oe 
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SELL... 
SWAN GARDEN HOSE! 


@ FIRST IN VALUE... 
@ FIRST IN SALES VOLUME... 
@ FIRST IN RETAIL PROFITS ... 


SWAN RUBBER CO. 





Parts for 


HURRICANE Power Mowers 


Always Available 








A Complete “Parts” Stock 


Brings Steady Sales! 


Hurricane Rotary Power 
Mowers never become obso- 
lete! Each new, improved 
part is made to fit any Hur- 
ricane ever built! Because of 
normal: wear and breakage, 
owners will need replace- 
ment parts. By offering 
Hurricane parts and service, 
you'll monopolize this repeat 





Voyy"s 

business. Money-wise dealers 
all over the country are bring- 
ing in additional income from 
parts and service business. 
You can too! Write us for 
details. 


BUCYRUS, OHIO 


World's Largest Manufacturer of Garden Hose 








NATIONAL METAL PRODUCTS COMPANY, INC. 
Dept. H-A 2722 Cherry St. Kansas City 8, Mo. 











MIDWAY Auger Bits 
Pyle ie igis eum *°° every purpose! 


Wipe: Ea — FACTORY ond SALES OFFICE 
THE MIDWAY TOOL MELVIN, OHIO 
ee 


SATISFIED USERS, EVERYWHERE, 
ENDORSE THE REVOLUTIONARY NEW 


way DRAIN CLEANER 


WAY 


#26 Cartridge Caulking GUD | cm tog, eg 






































































¥. 

ond chemicals or powders, oper- 

ates on DOUBLE ACTION 

PRINCIPLE. 

1—EMPLOYS CONDENSED 
1 970" WATER PRESSURE 

2—USES POWERFUL 

WATER SUCTION 

y ways the home-owners Nothing like the new Rite 

Wa rain Cleaner. Eas 
hoc gun . . designed to Ey 
of all mer: -w yoy gases, germs and odors likes magic. Leaves 
ade clears meet contractor pipes clean and sanitary. Ideal for use in homes, hotels, 
, accurate, motels, stores, offices and factories. Satisfaction 
successful, specifications quaranteed. 
elas Home owners BIG PROFITS — SMALL INVESTMENT 
oe everywhere are buying — TAKE ADVANTAGE OF THIS 
with buy. and using this low-priced, compact Caulking Gun! SPECIAL INTRODUCTORY OFFER! 
cng et It's a bear for wear, and so easy to operate. 
ies of new No cleaning required when used with CALBAR 1—Deluxe Model RETAILS $16.85 
~-e “Hole-in-Top” Cartridges . . the compound Wen 90%. Wess cOsTs = 9.90 
—_ insi 2—Standard Model 
adie con. touches ” wees of the gun. With 2 ft. Hose j YOUR PROFIT -$6.95 
‘ment and Write today for full information Quantity Discounts on Request 

CALBAR PAINT & VARNISH CO. 

— Manufacturers of Technical Products H. D. CAMPBELL co. eemumaia’ es. 
17, 0. 2612-26 N. Martha Street * Philadelphia 25, Pa. DISTRIBUTORS INQUIRIES INVITED 
poem j 
er copy). 


BONDED 


H huford 4 WV Hid OAK Groat: 
! PLASTIC CLOTHES LINE Ss 
Meeixine @ eiey 1a den ote es Rafe. 
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the World's largest maker 
of cotton clothes line.” 











Towne Cath and available — 


Kr omex 
Chrome Bread Kabinet 
Functionally designed, skilfully 
crafted in America. Service pcs. 
in shimmering crystal and 
gleaming chrome. Lazy Susans, 
Mayonnaise Service, Relish 
Service, Jam Jar, Silent Butler, 
Tidbit Trays, Butter Dish, etc. 















KROMEX ENDURINGLY 
BEAUTIFUL ORIGINALS 
Cleveland 3, Ohio 














FOR Easier, Tastier COOKING 
VICTOR BASTER 


Easy! Works like giant eye-dropper! Bastes 
more easily, quickly, evenly . with less 
danger of burning fingers. 

Applies glazes or barbecue sauce to 
meats ... draws off fats... skims cream 
from milk . . . waters plants, too. | 


Made of "VITRITIX" heat treated 










glass. Reinforced tip, rubber 
bulb with non-slip ridges. I!" 
overall. 


I. LEVY SONS 


1107 BROADWAY 
NEW YORK 10, N. Y. 


INDIVIDUALLY 
PACKAGED 
in Eye-Catching Box. 








Colorful Salad Bowl for Out- 
door Servings. Hand decor- 
ated in Red Apple, Ivy, 
Cherry Ripe, Desert Rose, 
Dogwood and Fresh Vegeta- 
ble. Size range 6 inches to 
20 inches, of Northern Maple 


with exclusive Duro-Seal 
finish ensnwane 
SEND FOR COLORFUL W: #/ TE $ TUDIOS 
CATALOG. 2421 McKINNEY AVE., DALLAS, TEXAS ~ 
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The only reel with fixed drum 


for both casting and reeling-in! 


STARO 


comer SPINNING REEL 


ORDER FROM YOUR JOBBER 














SPECIALTY IMPORTERS, INC., 11 WEST 42ND ST. N.Y. 
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veee Rockwood Mfg. Co. ......... .... 197 Y tective bumper. Write Dept. 145a for more information 
. 74 Roe & Sons, Justus .............. 142 
65 Rogers Isinglass & Glue Co. .... 213| Yardley Plastics Co. ........ ... 30 FLOUR CITY BRUSH CO. 
3 Round Associate Chain Co. .. .. 129| Youngstown Mfg., Inc. ............ 8! PACIFIC COAST BRUSH CO. 
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SOUTHINGTON SQUARES 
ADD UP TO DEALER 
PROFITS 


BUY "EM! STOCK ‘EM! SELL ‘EM! 
See for yourself how Southington high quality squares win 
customer acceptance for you. Complete line of aluminum 
and steel squares in various finishes. 
ALSO TRY SQUARES, MITRE SQUARES AND BEVELS 
Export Office: 
Joseph A. Gross Co., 25 Beaver St., New York 4, N. Y. 


THE SOUTHINGTON HDWE. MFG. COMPANY 


Since 1867 sYolehiatlalehiolapam Grelala 








EXACT LEVELS. 


e Most Complete Line of Aluminum & Wood Levels 
e Finest Construction, Precision and Eye-Appeal 
¢ Competitively Priced ¢ Fully Guaranteed 


ECONOMAT ALUMINUM LEVELS 


18", 24", 28", 30" 
Write For Catalog On EXACT & ECONOMAT Lines 





MFG. CO., INC. 


i ee ee a) 


LEVEL & TOOL 


HIGH BRIDC 























TROJAN SAW BLADES 


ALL TYPES 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine 


World-famous Trojan 
Saw Blades. Over 130 
different types for 
every hand and power 
sawing operation. Un- 
equalled in quality. 
Teeth are individually 
filed and precision set. 
Blades are hardened 
and oil tempered for 
a long, sharp life. | 


Ackermann - Steffan Div. | 
PARKER MFG. C0. e Insist on 
TROJAN by name 


Worcester, Mass. 
































FAST-SELLERS for Homes 


Hobby Shops, Farms, Carpentry, 
Repair Hits 


Yack : PORTABLE 
ELECTRIC 
“ad TOOLS 
The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 
Order from your B&D UTILITY Distributor 


TOOL KITS 
STANDS 


cae ACCESSORIES 











GENUINE 
ORIGINAL 


OF SILEN 


& Card. 
) ge A 


manufacturers. 


Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. 


35 PEARL STREET 


DOMES OF SILENCE 


SELL ON SIGHT when these attention-compelling con- 
— box or card are displayed on counters. Genuine DOMES 
glide softly, silently, smoothly 
over all flooring; saves floors and furniture. For 
years the favorite with houseowners and furniture 


One Set in a 
box—12 boxes 
in carton 

SIZES 
1%” 1146” % 
54” 56” 14” 86” 


INC. 
NEW YORK CITY 
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